


Beller them 


Morton’s Improved Sugar Cure and Tender Quick for finer-tasting, better-keeping meat 


This year Morton’s Meat-Curing Products 
are better than they’ve ever been before. This 
year’s advertising will feature “better than 
ever” and “new and improved” in large page 
and half-page advertisements all during the 


meat-curing season. 


In addition, over 100 radio stations will em- 
phasize “better than ever” three times weekly 


with forceful announcements. 


Never has a more helpful or more aggressive 
advertising program been put behind the 
Morton Meat-Curing Line. It’s going to 
create thousands of new customers all over 
the country. This means more and steady 
profits for you. 


MORTON SALT COMPANY, Chicago 4, Ill. 











A Smart Merchandising Idea— 


This year make your promotion of home butchering 

needs more complete and more profitable. Display 

and sell Morton’s meat-curing products along with 
r. tools and equipment—feature Morton’s Tender 

e . . ’ ’ 

gives YO" Nalitys HC Quick, Morton’s Sugar Cure, and Morton’s Sausage 
KeepinS ‘ , 

Seasoning. Order from your jobber. 
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pays off in screen sales! 


@ Want to know an easy way to boost your screen 


sales? 


Show the 4 pictures above to the next six screen 
customers who come in your store. As proof of 
LUMITE’S superiority, it’s all that’s needed to make 
them decide on the quality insect screen cloth 
they’ve heard so much about from friends and 


neighbors. 


LUMITE, the rustproof, stainproof screening 
woven of Dow’s Saran, never needs painting. It’s 


setting new records in sales. Get your share! Ask 


your wholesaler for LUMITE’s 5 free sales aids — 
framed screen, swatch samples, window streamers, 


folders, newspaper mats. 


LUMITE DIVISION 


Chicopee Manufacturing Corp., 
47 Worth Street, New York 13, N. Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade-Mark 
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“TOASTMASTER” is a registered trademark of McGraw Electric Company. Copr. 1947, TOASTMASTER Propucts Division, McGraw Electric ¢ 


i 
! 


Dealers everywhere are asking this question. Our answer is this. 





More are on the way! Capacity of the huge ‘‘Toastmaster’’ plant, 
already covering several acres, has been expanded once again. Hardly 
a day goes by without our modern production methods being im- 
proved. ‘‘Toastmaster’’ craftsmen, second to none in skill, are doing 
a marvelous job of maintaining quality. Every week, thousands of 
new ‘‘Toastmaster’’* toasters are sped from the factory to help you 


satisfy the unprecedented demand for America’s finest toaster. 


We know that, so far as our product is concerned, you've been under 
a lot of pressure. We're grateful for your patience. If human skill, 
energy, and the will to satisfy your needs can do the job. . . we 


promise you a much brighter 1948. 


TOASTMASTER PRODUCTS DIVISION 
Me Grau (jledric Company 


ELGIN - ILLINOIS 


" 


ompany, Elgin, Ill. 
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Pook for this special four-color advertisement in TIME, December 8. Its color brings 


oul the full beauty of “Thermos” brand vacuum ware. Its copy points out the convenience 


of the entire line. It’s designed to hold your customers’ interest, keep them waiting to buy. 
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FROM THE LA PORTE CORPORATION 





We come again to Christmas time, the time when men 

reaffirm the true and lasting values of life. We of The 

\ il) / La Porte Corporation feel it also a time to cast up accounts 
i and acknowledge our obligations to men who in the name 

~ of business have been more than business customers of ours 


~ 
~ 
~ 


es 
- 


Tm \ and have given us their friendship—and more. 

We know we can succeed only with the goodwill of other 
men ; we know the most and best of what we have depend 
on others. No mere gratitude can square these accounts. 
Only unhesitating acceptance of the responsibility to do 
better each succeeding month... only such service as will 
help our customers to full success...can balance the 
ledger. This, then, is our obligation, our acknowledgment, 
our responsibility. 

At this Christmas time, we want you to know how we 
feel .. . to thank you for the business you have given us in 
the past... especially to thank you for the contacts that 
have grown warm, kindly, lasting and deep. And above 
all, we want to express our hope that this Christmas will 
be happier for you, the oncoming New Year the most 
prosperous and successful you have ever known. 


Vice-President 
The La Porte Corporation ; 
La Porte, Indiana 


HEADQUARTERS FOR WHEEL GOODS 
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—were gaining speed! 


YCLONE “Red Tag” Hardware Products are headéd for increased 
C production. It will take plenty of expert steering . . . but more 
supplies of the quality materials we use have helped to grease the 
runners. And we’re on our way! 

It has always been good sledding for dealers who handle Cyclone 
Screen Cloth, Hardware Cloth, Lawn Fence and Catch-All Baskets. HARDWARE CLOTH AND 
This famous smooth-running team has led the field for years . . . with eer eee 
customer applause for its stamina and long service. 

Keep in touch with your distributor. He'll do his best to supply you 
with the fast-selling line of U-S-S Cyclone Hardware Products. 


U-S*S CYCLONE «rea7o7" HARDWARE PRODUCTS 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 


sm fs jammmee (am |e (a ps bj es 
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PINCOR 


Quick Cele 


IN TIME 


FOR YOUR 
CHRISTMAS RUSH! 


hangeet There’s still time for you to cash in on the 
Producers : : 
at Cansiae power of Pincor national advertising 
Power that’s selling Pincor Electric Hedge Trimmers 
lawn Mowers and Pincor Power Lawn Mowers as the 
perfect Christmas gifts for Dad. 
We can deliver this fast-moving merchandise 
—right now—in any quantities you require. 
For quick action—telephone or 
wire in your orders today! Dept. HA-12. 


PINCOR PRODUCTS 
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best salesmen 





... thousands of chicks 
that will grow better, 


faster under a 


HUDSON Lehkirihe- Aen" 






So easy to point out 


" Baby chicks arrive every day. Even before they arrive, they’re 
the good points 


your best salesmen. 







Remind farmers and poultry raisers now that their profit from 
those chicks depends largely on proper brooding during the 
critical first six weeks. Show the Hudson Lektrik-Hen 
Brooder. Explain that it produces the kind of health-giving 
radiant heat that makes chicks grow and feather faster. Show 
how heat is evenly distributed to prevent fatal crowding 
... how controlled humidity keeps litter dry ... how the eco- 
nomical, long-life heating units and controls cut brooding costs. 


Millions of Lektrik-Hen Salesmen— advertisements in leading 
national and regional farm magazines and specialized poultry 
journals — are making calls for you, sending customers to 
your store. 


4 Wodels tor every need 


one gai No. 4872 for 500 day-old chicks 
Tip brooder on end — show No. 4848 for 300 day-old chicks 









BE READY — 






order from 
“*heating elements, ventilating No. 2432 for 100 day-old chicks your jobber 
* flues, sensitive thermostat, in- Battery Brooders—all sizes today... 
* REG. U. S. PAT. OFF. sulation, etc. It makes sales! © 1947, H. DH, MFG. CO, . 


H. D. HUDSON MANUFACTURING COMPANY © 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


Sprayers and Dusters Poultry Equipment 


Hay Tools and 


Barn Equipment Farm Ventilation 


Livestock Equipment Equipment 


TESTED AND PROVED EQUIPMENT 
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g handsomely because of 


Ferguson Implement dealers are profitin 
n built into the Ferguson 


the many unusual features that have bee 

System Tractor. 
Outstanding among 

Ferguson 3-Point Metho 


these profit - producing features is the 
d of Implement Attachment. Wherever you 


see this feature—and you'll see it on over 300,000 Ferguson System 


Tractors—you see a prospect. - - not for one or two... but for 
many Ferguson System Implements. A good reason, indeed, why 


you should Sell Ferguson! 

Equally as important, 
supply most of the implements 
plus the. additional needs constantly developing. 

Finally .. . owners of Ferguson System Tractors are recognizing 
more and more that performance and quality of work go hand 
in hand with the use of genuine Ferguson System Implements. Yes, 
it pays to Sell Ferguson! 

If interested in the profit opportuniti 


System Implements in your community, wri 


today. 


too, the Ferguson Implement dealer can 
for which owners have been waiting, 


es in selling Ferguson 
te for more information, 


HARRY FERGUSON, INC., 3639 E. MILWAUKEE, DETROIT 11, MICHIGAN 


Te 


Here are more 
good reasons why deal, 
when they—SELL FERGUSON! sina 


Moldb 
oard Plows « Two-Way Plows « Single Dise Harrows 


9g 
° s 


Mowers e¢ Parts ¢« Accessories 


e Tillers « Weeders « Grain Drills « 


FERGUSON 


SYSTEM 


IMPLEMENTS 


Copyright 1947 by Harry Ferguson, Inc 


- 91 THE FERGUSON SYSTEM ~% 


that makes it profitable to... 
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What does Better Homes & Gardens do for all these Advertisers? 2. 
sel 
BH&G gives them supporting editorial material street. (That's why our 100% service to readers mee 
that’s 100% service — no fiction, nO sidelines. is 100% service fo advertisers, too.) For x die 
When a family meets an ad for your mer- December, these articles pre-sell your custom- ¢ ner 
chandise in BH&G, they're already interested ers: Better Lamps — The Difference Lies Under All 
in the story — because in BH&G, ads and The Shade (Certified Lamp Makers) and More 
editorial ma rch down the same side of the Power (power woodworking tools at home). Wa 
° ie ° bel. 
These brands are advertised in the DECEMBER issue of Better Homes & Gardens: inf 
n 
APPLIANCES Maytag Home Freezer Culligan Soft Water Service Edlund Con Opener ( 
Airway Vacuum Monarch Range Delco Heat Flint Knives tha 
Apex Vacuum NuTone Chimes Electromode Portable Heater Mirro 
Atmos Clock Philco Refrigerator Everhot Portable Heater Presto Cooker 
Bendix Washer Premier Vacuum Heatilator Fireplace Revere Ware G 
Camfield Toaster Proctor Appliances Heil Heating Vaculator Or 
CP Gas Range Quam-Nichols Juicer Inst. Boiler & Rad. Mfgrs- West Bend Aluminum Ware fix d 
Deepfreeze Rittenhouse Chimes Mertland Hot Water Heater Westco Can Opener 1 
Dexter Washer Servel Refrigerator Petro Heat ouTDOOR 
Everhot Appliances Seth Thomas Clock Research Air Filters A Garden H 
Everhot Electric Blanket Toastmaster Toaster Roto-Rooter Sewer Cleaner one oA arden Hose 
Fieldcrest Electric Blanket Voss Washer Sherman Both Fixtures mee - sey no Mow 
Filter Queen Vacuum Wagner Carpet Sweeper Stover Soft Water nsation Lawn Mo ed 
Fresh'nd-aire Humidifier Westclox Clocks Superior Fireplace MISCELLANEOUS 
GE Disposall Whirlbeater Mixer Trane Heoting Acme Venetian Blinds 
GE Home Freezer Vornadofan Portable Heater Alcoa Windows 
GE Lamps FLOOR COVERINGS Williams-Oil-O-Matic Burgess Batteries 
GE Range Armstrong's Linoleum Youngstown Kitchens by Mullins Delta Flashlights 
Handyhot Appliances Nairn Linoleum Fenestra Steel asements 
Harderfreez Tile-Tex Asphalt Tile —— Kreger Cement Molds 
Horton lroner caer las 4 Levelor Drapery Hardware 
Hotpoint Refrigerator HEATING & PLUMBING ae Weather Strippin Lowell Paint Spray 
Hotpoint Home Freezer Amer. Radiator & Standard : pene Moe-Bridges Fluorescent 
b Nu-Way Weather Stripping oti 
International Harvester Home Sanitary Corp. Presstite Coulkin Lighting 
Freezer Arvin Portable Heater veal ¥ 9 Moe Bros. Lighting Fixtures 
KitchenAid Mixer Bennett-ireland Fireplace KITCHENWARE Onan Power Plants 
Knapp-Monarch Appliances Screen ArtBeck Meat Baster Pittsburgh Built-in- Mirrors 
Moyted Washer Briggs Plumbing Fixtures Club Gloss Pyrene Fire Extinguisher 
Maytag lroner Burnhom Boilers Enameled Utensil Mfgrs- Sapolin Paint 
Maytag Range Crane Heating Council Stanley Hardware 








CIRCULATION OVER 3,000,000 
’ ’ 
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FOLLOW THE LEADER 10 
GREATER HOSE PROFITS 


Goodyear 
Garden Hose 
-inade with 
alert dealers a double-barreled sales opportunity: 


1. The hose is the finest ever made by the world’s leading 
maker of quality hose. Reinforced with super-strong 

rayon cord, it combines toughness and durability with un- 
usual lightness and flexibility. It is remarkably free of 
kinking. It’s available in several popular colors. 


2.. It’s backed by an aggressive merchandising campaign. To help you 
sell this new hose, Goodyear furnishes a varied and colorful assort- 
ment of promotional material. Attractive window banners, product 
display cards, a ““How to Sell More Garden Hose” booklet. Plus 
newspaper mats that will direct hose customers right to your door. 
All free, of course. 5; 7 0 R T 


Want to be included in on this profitable deal? Fill out the coupon 
below and we'll send you at once an illustrated folder containing full CUT TO 
information on this great new hose and the merchandising program '4§ HOSE 


that goes with it. 
PROFITS 


Goodyear garden hose is available in three styles —Wingfoot, Path- 
finder and Glide—designed to reach customers in every price range. 


GOODFYEA 


THE GREATEST NAME IN RUBBER 


ees SR BE PR 


WORLD'S FINEST HOSE a The Goodyear Tire & Rubber Co., Inc. 
FOR COUNTRY CLUBS— Dept. 742 C, Akron 16, Ohio 
EMERALD CORD 


Kindly send me full details 

of the merchandising plan for your new line of garden hose. 
An extra-sturdy, high-quality hose that 
will give many years of service. It has a 
rounded-rib cover, especially designed (Name) (Name of Firm) 
to avoid scuffing or tearing of greens. 








ze (Street Address) (City and State) 
Wingfoot, Pathfinder, Glide, Emerald Cord -T.M.*s iim 
The Goodyear Tire & Rubber Company z i 
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Special Introductory Offer! 


Gillette Super-Speed One-Piece Razor 
and 10-Blade Gillette Dispenser 


$1 Value 


@ Right now you're selling Gillette 

One-Piece Razors for $2.50 and a 

up. Think how fast you'll sell this 
$ 


handsome nickel-plated one-piece 
razor, complete with a 10-blade 
Gillette Dispenser, for only $1.00. 
It’s the greatest shaving value 
you’ve ever offered! 


YOUR COST: Super-Speed Sets (12 in counter display carton) . . . $9.00 


os cee cone ene ce ee Gen ne Ge Sune Gs CE Oe ce ee ee ee ee ee ee eee ee eee 


i, Enuncnanenanabauenainandmemenanenenes 
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HH: after hour New Year’s Day, Gillette’s Caval- 
cade of Sports will dominate the air coast-to-coast 
with three great football Bowl Game broadcasts that 
will break the exciting story about the sensational 
20-blade Gillette Dispenser, and the new Gillette 
Super-Speed Razor Set. 


One man after another who trades at your store will 
learn all about these great new shaving aids . . . and 
will be asking you for them. Yes, and that’s only the 
beginning. Week after week, all year round, these new 
Gillette money-makers will be featured on Gillette’s 
nation-wide Sonsdhenee of leading sports events. 
What’s more, smashing color spreads and full page 
advertisements will hammer home the story in the 
bigger national magazines and Sunday newspaper 
supplements. So... = sure to have plenty of Gillette 
Blue Blade Dispensers and Gillette Super-Speed Razor 
Sets in stock and on display to meet the unprecedented 
demand this tremendous campaign will create for you! 


Gillette Safety Razor Co., Boston 6, Mass. 





@ There’s still time to 
get this special, traffic- 
stopping window dis- 
play that ties your store 
in with this tremen- 
dous selling drive. 
Write for it. 





On January | 


FIVE HOURS AND MORE OF 
COAST-TO-COAST BROADCASTING 
OVER THREE MAJOR NETWORKS 


ORANGE BOWL, Miami, Fla. 


Columbia Broadcasting System 


1:45 p.m. EST 


SUGAR BOWL, New Orleans 
American Broadcasting Co. 
2:30 p.m. EST 


EAST-WEST ALL-STAR, San Francisco 
Mutual Broadcasting System 
4:45 p.m. EST 
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JOE LOUIS CHAMPIONSHIP FIGHT 


will zoom your year-end profits! 


@ Your men customers will hear Gillette’s 
broadcast of the Louis-Walcott cham- 
pionship fight December 5th over the 
ABC Network. Yes, and they’ll get an 
earful about Gillette One-Piece Razors, 
Gillette Blue Blades and Gillette Shaving 
Creams. So spotlight these No. 1 men’s 
items and fatten your year-end profits! 








Another Special! 


@ Gillette broadcasts the North- 
South All-Star football game 
direct from Montgomery, Ala., 
over the Mutual Network, 
December 27 at 2:45 EST. 
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| GEP Announces 


the FIRST 
Tubular Steel Fishing Rod 


designed for 











cece Two-Piece 
- Finest Quality Special Analysis Alloy 
Seamless Steel Tubing 

Action ... + GepHART Process of Actionizing 
Reel Seat . . Positive Sliding Ring Locks 
Ferrule.... Conventional Hexagon 

Guides. . .—Mildrum Graduated Spinning Guides 
Handle~. . . 14” Conventional Spinning Grip 
Windings . . Two-Toned Silk 

Color ....- Beautiful Grained Finish 
Case...eee/ A luminum Carrying Case 
Length.... 7 feet 

Weight.... Approximately 414 Ounces 






SPECIFICATIONS 








@ In answer to hundreds of requests from our many friends in the Indus- 
try, we are pleased to announce a medium priced spinning rod to help 
our dealers cash in on the tremendous nationwide interest in this new 
method of fishing. 

Gep Actionized Spinnine Rops are of unexcelled quality and are built 
to give fishermen every ounce of pleasure that can be derived from 
this new and fascinating sport. Their superb action, willing response on 
casts, extreme lightness and ease of care are features all fishermen are 
sure to appreciate. 

Get your share of this huge new market by asking your jobber to show 
you Gep’s new Actionized Spinninc Rop as soon as possible. 


Gephart Mfg. Co. 


1020 W. ADAMS STREET, CHICAGO 7, ILLINOIS 
Specialists 7D Seel ishing feds jor 


COPYRIGHT 1947, GEPHART MFG. CO. BAIT CASTING e FLY FISHING e SALT WATER FISHING 








WRITE TODAY 


FOR N ew 


CATALOG 


Just off the press 
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They’re NEW ..they’re PLASTIC ..they 


The 
AMAZING NEW 





@ Here are the first lures ever made of translucent styrene plastic 
with exclusive patented finish inside. A lens effect, molded within the 
body, enhances the color, gives the lure an illusion of life-like motion, 
breathing, swimming. The shimmering plastic reflects shafts of light 
into the surrounding water and excites curiosity. The finish—on the 
inside—is there to stay. Can’t be scraped or chipped off. Your custom- 
ers will want full sets, soon as they read our national advertising! 





Designed as floaters or sinkers in a full range of color—straight line 
hook assembly from leader to tail, CIRCLE H LURES have the AC- 
TION that gets and holds all types of game fish—salt or fresh water. 


A national advertising campaign starts with December issues of FIELD 
& STREAM, OUTDOOR LIFE and SPORTS AFIELD. It tells the fishing fra- 
ternity about the fishing advantages of CIRCLE H LURES. 


Be ready to supply the requests you will get for CIRCLE H LURES. 
Send us your order now for a generous supply. They will sell fast. 
Our tests show that they get amazing results with bass, pike, pickerel 
and lake trout. Your customers will love ’em. 
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3 ways to profit from 
Taylor’s Post promotion 





BEAUTIFUL GIFTS ‘3 ‘i3°° 


FOR MEN WHO 


lL DISPLAY this deal 


on your counter and in your win- 
dow along with reprints of our 
Post ads appearing November 
29th and December 13th. (Write 
us for extra copies now.) And or- 
der this fast-selling deal today: 


No. 15AN1 ASSORTMENT 


Pes. No. Description Retail Each 
1 2233 Taylor Ship’s Wheel 
Stormoguide $13.50 
4 2068-C Taylor Auto- 
Altimeter 7.50 
4 2280 Taylor Fisherman’s 
Barometer 7.00 


2 $304 Taylor Deluxe Win- 
dow Thermometer 3.00 


1c Gift Display No Charge 
Retail Value $77.50 Dealer Cost $45.00 


PROFIT $32.50— 42% 


4 








yur 





with < 


3 USE OUR NEW 
INFORMATAGS 


They put the right words in your 
clerks’ mouths. They contain all 
the selling points necessary to 
make quick sales. If you need 


more tags, write us today. 


THIS is the hottest Christmas promotion ever put behind 
thermometers and barometers. The most popular gift items 
in the Taylor line backed by big, hard-hitting advertisements 
in the SarurDAY Evenine Post! And these three things are 
all you have to do to cash in. Taylor Instrument Companies, 


Rochester, New York, and Toronto, Canada. 


TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 
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PLASTIC-CRAFT KIT 


A natural for Christmas selling. All hobbyists are 
interested in internal carving and coloring of plas- 
tics. Kit contains materials to make over $50.00 
worth (retail value) of costume jewelry, plaques, 
paper weights, etc.—includes special cutters, buffers, 
sanding discs, buffing compounds, dyes, cement, a 
liberal supply of clear plastics and instructions. For 
use with Handee or other portable tools. 


Nationally 
advertised, 


$6.95 






Every man and boy wants a Handee, the famous toolshop in 
your hand. First tool of this type and the leader today. Runs at 
a smooth, steady, cool speed of 25,000 r.p.m. and works on all 
materials. AC or DC current. Put this brand new case contain- 


ing a Handee and 40 accessories in your window and watch 
them go at $27.50. Handee only, with 7 accessories $20.50. 


NATIONALLY ADVERTISED for the past 20 years! 
That's why Handee is known from coast to coast. 


DEALER HELPS— Mats for local advertising—radio scripts—circulars— 
displays. Ask for copy of the Handee Advertiser. 


STOCK UP FOR CHRISTMAS— And, don't buy short. Handee is a 
staple—good any day of the year—doesn't get out of style—doesn't de- 
teriorate. 

Write for Literature and Discounts. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 
RO TING MPRSEY He 2 bE SPOILERS A TRENT OMENS PEN LIE B 
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terling OF COOKING WARE 


FOR STREAMLINED BEAUTY! N & S CO 
FOR MATCHLESS QUALITY! € Q 15 


FOR UNRIVALED UTILITY! 
Stainless Steel Utensils 


HEN you handle the very finest mer- 
chandise, like these beautiful Nesco 
Evenheet Utensils, you attract customers who 
want the best—and who make the best clien- 
tele for you. 

Nesco Evenheet Utensils are so beautifully 
styled that they’re at home with the housewife’s 
finest Sterling silver. And scientific propor- 
tioning plus even heat distribution by a special 
metal fused between surfaces of heavy gauge 
chrome-nickel stainless steel, mean better 
cooking results with less fuel! 

Surfaces stay bright with just simple wash- 
ing—no scouring or special cleansers needed. 
They resist food acids, stains, rust, corrosion, 
cracking, denting, bending and scratching. 
Finger-fit handles make lifting easy. 

Nesco Evenheet Utensils are backed by 
large-scale advertising in the best women’s 
national magazines—plus literature and other 
promotional material for dealers. Get ready 
for the profit and prestige this new Nesco 
line will bring. See your Nesco distributor! 


NESCO EVENHEET COCKING UTENSILS ARE 
_MADE OF 3 LAYERS OF METAL FUSED TOGETHER: 


A metal core tnat i 1 locked in gleaming 
spreads the heat for j stainless steel, endur- 


even, faster cooking! ing and good-looking! 


Covered Sauce Pans 


Above, Percolator—8-cup —2, 3 and 4-quart. 







Covered Fry Pan and 
Chicken Fryer—8” and 10” 





Multiple Purpose Double 


Mixing Bow!l—fits 3 and Boiler—3 and 4-quart. Covered Sauce Pots 
4-quart sauce pans. Combination of sauce Par —4, 6 and 8-quart. 
pan and mixing bowl. wy. 


NATIONAL ENAMELING & STAMPING COMPANY 
270 NORTH 12th STREET, MILWAUKEE 1, WISCONSIN 


Sales Offices: 1430 Candler Bidg., Atlanta « 1166 Merchandise Mart, Chicago ¢ 200 Fifth Ave., New York 
Western Merchandise Mart, San Francisco * 901 Ambassador Bidg., St. Louis 





18 HARDWARE AGE 





































— 
A 
, 





Distribu: 


DOM 


DECEMB 





























* 
-O 
ot 
tensils 


) finest mer- 
utiful Nesco 
stomers who 
1e best clien- 


o beautifully 
2 housewife’s 
tific propor- 
n by a special 
heavy gauge 
mean better 


imple wash- 
isers needed. 
t, corrosion, 
- scratching. 
easy. 
backed by 
2st women’s 
re and other 
s. Get ready 
new Nesco 
distributor! 


iSILS ARE 
TOGETHER: 


in gleaming 
s steel, endur- 
good-looking! 


APANY 
“ 
ive., New York, 


RE AGE 











~ Dominion 
PRODUCTS MAKE FRIENDS 


—all along the line 









The Dominion Line Includes: Flat 
Irons, Waffle Irons, Curling Irons, 
Toasters, Sandwich Grills and Grid-A- 
Bouts, Table Stoves, Heaters, Poppers, 
Hair Dryers, Mixers, Heating Pads, 










Infra-Red Lamps, Fans. 





VISIT OUR DISPLAY 
BOOTHS #1507 AND #1509 


NATIONAL HOUSEWARES SHOW 
JANUARY 15-22, 1948 


International Amphitheatre — Chicago 


















Distributed through Reputable Jobbers across the nation. 





DOMINION ELECTRIC CORPORATION, MANSFIELD, OHIO 
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€¢, at Christmas time or anytime, Dearborn heads the “want list.” House- 
wives and mothers who want the most for their money in space heater 
safety, economy and beauty all turn to Dearborn. Consumer confidence 
in the superior heating qualities and exclusive safety features 
of this fine line of heaters has put the name of Dearborn 
in the No. 1 spot in dollar volume on sales of gas heaters. 


There are two very good reasons for 
this nation-wide acceptance of Dearborn: 


Dealers and customers alike are’ convinced 
no that the Dearborn is the world’s finest, 
etait? safest gas heater, and 
Avis ase 
ary ee! A national consumer advertising campaign, 
keeps the name and exclusive features of 
Dearborn uppermost in the minds of stove- 
buying consumers. 


Keep Dearborns on your display floor 
and you, too, will soon be saying, "Every- 


Li 
one wants a Dearborn. 32 
3625 S$. GRAND AVE. 
DRC-35 BRANCH OFFICES LOS ANGELES, CALIF. 
MERCHANDISE MART MERCHANDISE MART 


Saf-T-Cabinet 
Model Been £mmaer Oye. Dd SUITE 1490 1355 MARKET STREET 


CHICAGO, ILL SAN FRANCISCO, CALIF. 
1700 WEST COMMERCE STREET 
DALLAS, TEXAS 


The Worlds Finest, Safest Gas Heater 
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COPPER HAMMERS, BRASS”. 
NUMBERING CHECKS, BRASS <> 
AND BRONZE COTTER 
SPINS 
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FOR ALLOYING, COPPER WIRE NAILS, 
COPPER TACKS COPPER CUT, CLOUT AND 
SHEATHING NAILS 
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COPPER RIVETS 
AND BURS 














BRASS, COPPER AND 
SILICON. BRONZE WASHERS, 
BURS, LOCK WASHERS 















COILS 





COPPER AND BRASS 
WIRE CLOTH 





BRASS AND 
NICKEL-PLATED 
ESCUTCHEON PINS 









 csnahaly Chase has them... hundreds of 
miscellaneous items. Next time you need 
brass escutcheon pins, copper rivets and burs, 
magnet wire...call the nearest Chase warehouse. 


If your local Chase warehouse hasn’t the 
item you want in stock, they can have it sent 
to you from one of the other Chase warehouses 
listed below. It’s the handiest way to buy brass. b 


ca 


Remember * 
— CHASE SERVICE IS AS CLOSE AS YOUR PHONE ad 





ATLANTA BALTIMORE 


NEW ORLEANS NEW YORK 


WATERBURY 91, CONNECTICUT 








“ Ce Nediord Headguaelen for 
BRASS & COPPER TH 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 





THIS |S THE CHASE NETWORK handiest way to buy brass 


BOSTON CHICAGO CINCINNATI CLEVELAND DETROIT HOUSTONt INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 


PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER SAN FRANCISCO SEATTLE ST. LOUIS WASHINGTON? Indicates Sol ff 
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4 HAND MODEL No. 104 4 QT. SIZE 
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DOLLY MADISON 


of ELECTRIC MODEL No. 404 4 QT. SIZE 





ed TOUTE UII ICI IIIT ITI T rrr TTT TTT TTT TTT TTT Tir oe 
rs, 
se. 
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nt 
es 
am ERE are the feature-packed freezers made by the 79- srotenperemaatgnmmetes 
year old J. E. Porter Corporation . . . They're Ameri- Porter focuser Mestcbiheelt 
ca’s first choice for eye-appeal, for performance, and for po et ep ph may anger 
popular price... Yes, extra profits are yours when you ilnusinna 


add the money-making Porter line. 


ER PORTER 
) : ; 
ER emai E 4 “ ha . teens 


cre | MANUFACTURERS OF AMERICA’S FAVORITE ICR, CREAM FREEZERS 
EAPOLIS 





at BS 


Export Sales Department ¢ 201 North Wells Street «* Chicago 6, Illinois * Cable Address: CHASIHO 





DECEMBER 4, 1947 23 





WILLIAMS WRENCHES 
DISPLAYS 


SRE RES 


ait ROR Sat 


ches. 36 wrenches in 
12 popular sizes; ( 


4 i Gy 4 i 4 
openings 5/16” to = TL (Sap j 
1-1/16”. Background, ae 


bright orange. 


@® Here's a perfect sales combination... nationally-advertised, recognized-quality merchandise 
compactly displayed on attention-getting panels designed specifically to meet the hardware 
dealers’ current needs!® These new WilliamgWrench Displays are easy to order, easy to use, 
easy to sell. Each 12” x 24” board occupies little space on wall, counter, ledge or window, 
Contrasting background colors provide maximum tool visibility. Packed in individual cartons, 
complete with board; tools, hangers and a price chart which lists number, size and selling price 
of each tool. Wrench positions on board are numbered for easy identification.@ Your whole- 
saler will quote an attractive discount. Order from him today and let these Self-Selling Boards 
increase your tool profits. J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK. 
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Try IT YOURSELF, Run your thumb lightly 
along the surface ef a Heller NUCUT 
File. Now you feel what you’ve already 
seen—a pattern of sharp “wavy teeth” 
... concentrated cutting power! 
Deep-cutting coarse teeth .. . smooth-fin- 
ishing fine teeth .. .. both are teamed up 
ina Heller NUCUT. One file does the work 
of two. 

You'll know this quick-clearing, fast-work- 
ing, longer-lasting file by its White Tang. 
See your jobber for NUCUT shapes, cuts 
and sizes that best meet your customers’ 
requirements. 


dv thence HELLER 


HELLER BROTHERS STALL \ 
COMPANY 


Newark, N.J....... Newcomerstown, Ohio “WAVY-TEETH” FILES 


America’s Oldest 
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“ATKINS ALWAYS AHEAD” 





Dealers—cash in on the big pent-up demand for Atkins 
Silver Steel Blades by featuring them in the new Atkins 
A-4 Hacksaw Blade Stand. This colorful stand has genuine 
eye-appeal ... it's sized conveniently to place wherever 
it's most accessible for the customer's inspection... and 
lettering on each slot identifies the blade, its number, 
length, and number of teeth per inch. 


ORDER TODAY 


for immediate delivery — 
e 
Vta. “Pree 
This A-4 Atkins Silver Steel Counter Salesman is ready to 
go to work for you now. Your jobber can give you prompt 
delivery. Remember, it’s free with purchase of the following 
Atkins Silver Steel Hacksaw Blade Assortment: 
One Doz. No. 1810—10” One Doz. No. 3210—10” 


One Doz, No. 2410—10” One Doz. No. 2412—12” 
Two Doz. No. 1812—10” 


Packed one A-4 display to a box complete 


E. C. ATKINS AND COMPANY 
HOME OFFICE AND FACTORY: 402 S. Illinois Street, Indianapolis 9, Indiana 
BRANCH FACTORY: Portland, Oregon 
BRANCH OFFICES: Atlanta - Chicago - New Orleans - New York » San Francisco 


ORDER ONE TODAY FROM YOUR JOBBER 


DEALER’S PARTNER FOR 90 be ee ae 
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BIT STOCK 
DRILLS 


No. 13 DRILL SET 


9 Fraction Sizes 
Wie 3/32 Ys 5/32 
3/16 7/32 “Ya 


5/i6e 3/8 


IN THE VEW 
CLEAR PLASTIC 
CONTAINER 


There’s a CLEVELAND Drill Set 


for every purpose 


®Carbon or High Speed Steel 
® Fraction, Wire Gauge or Letter Sizes 
®From 8 to 60 Drills Per Set 


HAIL Lede 
La 
PH Led 
HIS handy, popular priced Drill Set is just 
, thing for home workshops and farms. 
Every man who owns a brace is a prospective 
buyer—and few can resist the desire to possess 
such a handsome and compact set of drills. The 
smart, clear plastic container makes a very effec- 
tive counter or window display—almost sells it- 
self. The drills themselves, for metal or wood, are 
genuine CLEVELAND Carbon Steel Drills. Each 
set is individually packed in a cardboard box. 








Every user of drills is a prospect for the 
dealer who displays one or more of these 
CLEVELAND Drill Sets. They are available 
in a wide variety . . . for machinists, elec- 
tricians, garage mechanics, hobbyists and 
farmers. Full details and prices will be fur- 
nished on request. 
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‘CLEVELAND’ Y ~ 


{ 
DISTRIBUTORS EVERYWHERE 
\ ARE READY TO SERVE YOU 
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@ Better dealers everywhere 













recommend and sell nation- 
ally-advertised Circle © Bolts. 
They know from experience 
that these quality bolts build 
customer-confidence and 
profitable repeat business. 
Make 1948 a better-business 
year by recommending and 


selling dependable Circle 


Products. K 
(B) BUFFALO BOLT COMPANY | \¢ 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 6074 
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2 guaranteed he footage meter illustrated tells the operator automatically the 
i © exact length of tape on the rolls. This is but one of many measures used 
E footage here @ in the production of PANTHER and DRAGON Friction and Rubber 


Tapes that assure you of full value every time. And these tapes rate high 


3 g ives y OU © in all the qualities that make for lasting splices. 
3 fy | . Va U € ” Made by a company in the insulation business for nearly 70 years, 





stitute Saha 


PANTHER and DRAGON Tapes pass ASTM and federal specifica- 


tions for electrical and physical properties with a wide margin of 


in PANTHER - 
; in 6 ' ncoinagye 
d 0 safety. They have proved their worth in successful splicing jobs of 
an DRAG N @ all kinds. Sold only through recognized independent wholesalers. 
° Hazard Insulated Wire Works, Division of The Okonite Company, 
e 


TAPES 


Wilkes-Barre, Pennsylvania. 


\ 
\ 


Panther ..1 Dragon 


friction and rubber tapes 





6074 
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¥-TITE 
TROLS WATER SEEPAGE | 
“ porous MASONRY | av 


CONTROLS WATER SEEPAGE 
iN POROUS MASONRY 





~ CELLARS 

Ww RESERVOIRS 
v COPINGS 

~ BRICK WALLS 
~ BRICK PIERS 

~ FISH PONDS 


v CINDER BLOCK WALLS 
~ CEMENT BLOCK WALLS 
vw STUCCO SURFACES 

” PUMP AND BOILER PITS 
v FIELD AND QUARRY STONE 
~ CONCRETE MASONRY 

~ RETAINING WALLS 

vy ROUGH MASONRY 

vy UNGLAZED TILE 

~ SWIMMING POOLS 

y CISTERNS ~ SILOS 

v ELEVATOR PITS 
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~ HAY-TITE CAN BE USED ABOVE OR 
BELOW GRADE.INSIDE OR OUTSIDE 
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Send for your counter 
and window displays to: 


KAY-TITE COMPANY - WEST ORANGE, N. J. 
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_ PERMITE’S COMPLETE 


WARE + PAINTS 
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...makes customers satisfied! 
...repeat-sales sure! 
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Another 
Profit-Maker... 


PERMA-GOLD 


Permite Perma-Gold 
is a ready-mixed 

paint of pure bronze 
pigment and a Permite 
exclusive vehicle. 
imparts an enduring 
finish of rich, lustrous 
beauty — inside or 
outside. 
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No one aluminum paint will give best results on all surfaces. That’s why 
PERMITE Ready-Mixed Aluminum Paints are made in three specialized types. 
By selling the RIGHT aluminum paint for each particular application, PERMITE 
Dealers build customer satisfaction that brings steady repeat sales and profits. 


Here’s PERMITE’S fast-selling ‘““COMPLETE-3” .. . For exterior surfaces, extra 
coverage, long-lasting PERMITE OUTDOOR. For interior use, satin-smooth 
PERMITE CHROME FINISH. For hot surfaces, special-formula PERMITE 
HOT-SEAL. 

All three PERMITE Aluminum Paints are ready-mixed, ready to use. All 
embody the exclusive PERMITE Vehicle that ‘makes the difference’ —- a 
specially processed vehicle scientifically blended with 99-+-% pure aluminum. 
Perfect multiple leafing builds up a metal-like ‘coat of armor” that enduringly 
shields the surface against rust, decay and corrosion. 


Stock up now on PERMITE’S COMPLETE-3. See your Distributor or write direct. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


The Originator of Ready-Mixed Aluminum Paints 


PERMITE (<-> ALUMINUM PAINTS 
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Mr. Anderson, owner of a large hard- 

ware and paint store, knows through , 
experience that a sound business de- WY 
pends on the confidence customers have 
in the dealer from whom they buy. He 




















G. W. ANDERSON tells you why: : SE 
nS “Many of my eustomers often ask me, : 
“What is a good paint’ or “What brush ; 

will do the job best?’ They depend on ( 


me and I’ve got to have the answer —on 
the shelves. Good merchandise means 
repeat sales, so I must be right or I 
suffer in the long run. That’s why I Drie 
depend on quality products—on Pitts- | 


BRUSHES by PITTSBURGH 









1 inti . Backed 
A full line for every painting need burgh Brushes, to be specific. [ know decent 
Pittsburgh makes fine brushes. I’ve 3 azine, | 
used them myself and master painters hu ENAM 
THREE FAMILIES bear out my opinions. They’re made i mes; 
Pittsburgh’s 100% Pure Bristle. No with quality materials. [ can’t afford fs gage 
° : In a snc 
finer brush made today. tte shea °° ? 
not to stock Pittsburgh Brushes. : ain. 
Cy invento 
Pittsburgh’ s exclusive Bristle- ca constan 
Neoceta, Top quality perform- ry 
ance. Cost about one-third less. a 
THOM. 


Pittsburgh’s 100% Neoceta. 
Cost about half as much as 


Ose ed we 





pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- Es 
tance to water, D cad d 
the supreme ¢ 
a 
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Es 
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roton ~ — QLOP Watch 
wer —on 


naire 7 ENAMEL 


ght or [ 
swhyl | — Dries in 57 minutes! 
m. Pitts- ; voi 

T keow Backed by a hard-hitting consumer 


; advertising campaign in LIFE.Mag- 
es. Pve |) azine, fast-drying STOP WATCH 


Se a 


painters ENAMEL is a specialty item that 
re made moves fast! 

t afford STOP WATCH ENAMEL comes 
aa in a short line of decorator-selected 


colors, for fast turnover on small 
inventory. Perfect for furniture in 
constant use! 


Ask Your Jobber 


THOMAS C. DUNHAM, INC. 
Long Island City, N. Y. 
Founded 1852 


Retails at 25¢ 


Western States slightly higher 


5 ENTE RIS 
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ARE AGE © DECEMBER 4, 1947 33 








How to Sell 
Much More Paint 
to the Farm 
Market 






Helps You Sell Farmers! 
Big, Complete Broadside 






5) Sells all your Martin- 


r 











—— 


4 is \ 
ai 


{ 
| brings customers in to 


Senour farm products, 







buy. Makes you farm 
paint headquarters in 
your community. 


HELPS YOU SELL MORE 
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FARMERS HAVE MORE MONEY TO SPEND than ever before. 
And much of that money is earmarked for mainte- 
nance, for giving everything around the farm renewed 
protection and beauty. That means farmers are in the 
market for much more paint. 


SELLING MORE PAINT TO FARMERS is easy with Martin- 
Senour products. For there is an M-S paint for every 
farm need. You not only have smart interior paints, 
you have barn paint, outside house paint, implement 
paint and many others as well. And each one is care- 
fully formulated to do its special job superbly. That 
means you sell the right paint for the right job... 
never a substitute or “‘just as good.”’ Farmers know it, 
appreciate it, buy more from M-S dealers. 


THAT'S ONLY HALF THE ADVANTAGE of being a Martin- 
Senour dealer. For you have what it takes to sell 
more paint to every market. You sell nothing 
but top quality products. And they are aggressively 
merchandised, vigorously advertised. More new 
customers are brought to your door and more of 
them come back again. See for yourself oe 
how M-S dealers prosper in paint. Ask 
your M-S jobber or salesman soon. Or 
write the Martin-Senour Co., 2520 
Quarry Street, Chicago 8, Illinois. 


MARTIN-SENOUR 


MARTIN 
SENOUR 


PAINTS 









EVERY MARKET 
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: Gf It’s a long way from the Philippines 
to the top of a tall Douglas fir in 
Washington. 


Starting in the land of the finest Manila, in 
the heart of the best fibre-producing provinces, 

Columbian’s resident buyers secure the pick of 
the fibre crop. 


Then it is shipped to Auburn, N. Y. There it 
is processed by the most modern methods, in 
the best equipped mill in the world. The result 
is COLUMBIAN TAPE-MARKED PURE 
MANILA ROPE, the best rope modern 


science can produce. 





Look for the red, white and blue surface 
markers—your assurance of absolute 
dependability. 


There is no finer rope! 


COLUMBIAN ROPE COMPANY 
400-70 GENESEE ST., AUBURN, N. Y. 





“MARKED 


PURE MANILA ROPE 












































ARE READING THE STORY OF THE NATIONALLY FAMOUS 


B Seymoue Smitx 


PRUNING TOOLS 


Home gardening magazines, city news- 
papers, nursery, fruit and flower growers’ 
journals, farm papers, and other publi- 
cations of national circulation are carrying 
ads on the up-to-the-minute Seymour 
Smith line, and offering through dealers 
a 40-page pruning manual by a national 
authority. Colorful counter and window 
displays of most modern type are avail- 
able with all stock orders. Go after this 
business! Your jobber 
can supply you. 








SEYMOUR SMITH & SON, INC., 900A Main Street, OAKVILLE, CONN. 


Sales Representatives: JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8 


OVER TEN MILLION OF YOUR CUSTOMERS 






















These Nationwide Favorites | Fe:t-Selling 10 


Super Packets 


Bring Big EXTRA Profits! | <os*¥ou only 5< 


ABrand New Idea in Selling Seeds 


NATIONWIDE sales records show that all 9 of these kinds of flower COMPACT 
seeds are big sellers! And they’re genuine Burpee Seeds—the best DISPLAY 
known and most advertised brand. All easy to grow anywhere—all BOX 
big values that sell on sight. (Cost 5c, you sell for 10c.) Takes only 

These are not ordinary packets—they’re extra-large Super Packets '0* — 
(4% x 6 in.), beautifully printed in full color—making every customer Pace. 
want several! All have the same low price—easy for clerks to handle 
and get the right amount from the customer. 

Over half of all American families have gardens—anywhere you 
feature this compact display box, your customers will see it and buy. 
Taking only 10 x 15 in. of counter space, there are many places in 
your store where it will be effective—as well as along with your other 
seed displays. 

Order now... make big extra profits with this great Burpee offer! F 
Display Boxes of 300 Super Packets prepaid to you for only $15.— pee 
retail value $30! : 


Sale or Return—Send No Money! | 


Double your money on these fast-selling seeds—and you don’t 
invest a cent! Return for full credit every packet that you 
don’t sell. You can order extra quantities at any time, to keep 
all nine kinds of these popular flower seeds in stock. 


Send Postcard or Purchase Order Now, for Your First Shipment 
Seed EVERY PACKET A SPECIAL VALUE—Look at all 9 and com- 

W. Atlee Burpee Co. Growers ir ie nemo ete Na Bape Sigant 
Philadelphia 32, Pa. — Sanford, Florida — Clinton, lowa Scsvty Asters, Heaven eivsel Flowers for cutting. 
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This attractive three-color disc 
is firmly centered in each 50 
foot coil of SANTAY Plastic 
Garden Hose. Strongly mer- 
chandised and with a stable, 
non-fluctuating price structure, 
this dependable Plastic Hose is 
a sure-fire seller and profit 












maker for you. 













contains an 18-inch length for demonstration 
purposes. And, snugly centered in each 50 ft. 


CASH IN ON THIS POWERFUL coil is a beautifully colored disc as shown above. 
MERCHANDISING PROGRAM A floor display of six or more lengths is sure to 


catch the eyes of every customer entering your 


















OU’LL sell more garden hose and make more store! Store demonstrations invariably result in 
money in 1948 by featuring the new, im- profitable sales. 
proved SANTAY Plastic Garden Hose! In addition- Remember, SANTAY has been identified ~eN 
to a much finer product, SANTAY Plastic Garden better plastic products for more than 25 years. 


Hose is supported by a powerful advertising-mer- Each length is fully guaranteed by a substantial 


chandising program. Gardeners everywhere ace company and attractively priced for a product of 
familiar with this better Hose and readily accept it. such high quality. Order SANTAY Plastic Garden 
Now, three brilliant colors are offered .. Cardinal Hose from your jobber today. Ask for free mats 
Red, Metallic Blue and Metallic Green. Each case for your local advertising. 





1 9 and com- 


b American 359 NORTH CRAWFORD AVENUE ¢ CHICAGO 24, ILLINOIS 
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@ The Stewart dealer plan offers an opportunity 
for you to make extra profits without investing your 
money or carrying any of our merchandise. Here’s 
all you do. Send for Stewart literature and famil- 
iarize yourself with our products. Then send us the 
inquiries. That’s all there is to it because we do the 
selling and pay you the commissions. 


Left: Stewart ornamen- 
fal iron lanterns in 
bracket and pier types 
are made in various 
sizes and in several 
combinations of metal. 





ih @ a 

















f 
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pase 
 % 


Right: Stoop railing 
design M-281. Stewart 
railings are made in an fk, 
unusually wide variety |=“ 
of designs to meet all 
requirements, 





In addition to the items illustrated, Stewart prod- 
ucts comprise: Chain Link Wire Fences and Gates 
for all types of property. Plain and Ornamental Iron 
Fences and Gates. Folding and Sliding Steel Gates. 
Balcony, porch and stair Railings in Plain or Or- 
namental Iron. Steel Benches and Settees, Iron and 
Wire Window Guards. Wire Mesh Partitions. Flag 
Poles. Bronze Plaques. Baseball and Tennis Court 
Backstops. Stadium Seat Brackets, and many other 
products in iron, wire and bronze. Write for litera- 
ture today! 


THE STEWART IRON WORKS CO., INC. 
1497 STEWART BLOCK, CINCINNATI 1, OHIO 
“Experts in Metal Fabrications Since 1886” 
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Manufactured exclusively by 


CORPORATION 


CHICAGO 18, ILLINOIS 


ARVEY 


3470 N. KIMBALL AVE. 
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Wes, perfect balance is as great an advantage to a gardener 
be as it is to a tight rope walker! And here’s why: expertly 

TERIALS * Ay 2 balanced MAREMONT Garden Cultivators are geared 

to modern gardening: their perfect balance makes 

them remarkably easy to operate. 
* . Into each Maremont garden cultivator goes the finest 
S Profits! quality steel . . . with rubber tires and handle grips, 

id of one , . quick-change tool plates, and oil-less bearings. 
V-LITE! A Attractively designed . . . beautifully enameled. 
ooling the These are but a few of the features which 
ow iden. establish the Maremont Garden Cultivator as a big 


jolet trage” profit-maker for alert dealers the nation over. 


2g RS Beate 


; 
tea 


TURNING PLOWS — For plowing up 
garden soil, opening furrows and 
billing. Available as extra equip- 
ment for all models of Maremont 
Garden Cultivators. 


403C—Maremont’s | wheel Garden . ; TURNING SHOVELS— Primarily fr 


Cultivator. 14" disc wheel, complete with y opening furrows and covering, but 
3 duck feet and 2 hoes. ee eS ate Sor plowing one peed 
O-W ;, , en oe hilling up growing plants. Available 
Two-wheel and high-wheel garden om cate mnie ol eatok 


cultivators are also included in the big, of Maremont Garden Cultivators. 
fast-selling Maremont line. 


_MAREMONT 


GARDEN CULTIVATORS 


ILLINOIS 
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SALES APPEAL PLUS 


Put Counselor Scales on the spot ... a prominent 
display spot and watch them go to town. Customers 
are quick to see their modern, streamlined beauty 

. roomy platform covered with ribbed rubber ... 
gleaming baked enamel finish ... and large magni- 
fying glass for easy reading. 


Functionally, Counselors are the best value for the 
money. Such construction features as Twin-Flex 
Springs and exclusive Zerostat dial control assure 
accurate, faithful service for years. Counselors re- 
flect your policy to handle good merchandise .. . you 
can sell them with confidence. 


THE BREARLEY CO., ROCKFORD, ILL. 
and 1125 Broadway, NEW YORK 


‘Correct im Every Weigh” 








tHe FIRST 


anv ONLY 

ELECTRIC HEATER 
BEAUTIFUL ENOUGH 
ror CHRISTMAS GIFTS 





87 Ss ; SW! 


Never before has a portable electric room heater had the 
STYLING, the COLOR, and the BEAUTY that the revolution- 
ary TOP LINE Model 1300 cylinder-type heater has. The 
colorful, iridescent blue enamel finish, the shining Chrome 
Trim and the polished Blonde Maple handle and feet make 
it an eye-catcher for every Christmas shopper.. Any woman 
who sees it knows immediately that HERE is a heater that 
will fit into her most beautiful room, one that will harmonize 
with her most prized possessions! Any man who sees it knows 
that THIS IS THE ONE HEATER LOVELY ENOUGH TO 
GIVE HIS WIFE FOR CHRISTMAS! And when he finds 
that it is also expertly engineered, designed for safety, built 
for economy of operation and has no installation costs (just 
plug it in), he knows that HERE IS THE CHRISTMAS GIFT 
he has been looking for! 


Put the Model 1300 in your ELECTRICAL DEPARTMENT; 
put it in your GIFT SHOP; put it in FURNITURE, and 
HOUSEWARES. ANYWHERE YOU DISPLAY THE TOP LiNE 
1300, it SELLS! So get ready for Mr. and Mrs. Santa Claus. 
Order now with our assurance of prompt delivery in time 
for Christmas buying. Be sure you have these beautiful, 
fast-selling heaters in stock. 


Address: Dept. H. 


P ©)LINE 


TRADE-MARK REG. U.S. PAT. OFF. 


APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


_” 412 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 












: * Pioneers in Electrical Appliance Manufacture * 


in the Tennessee Valley 
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The Revolutionary New 


Pearl-Wick os Hampers 


They’re a Half-Million Dollars Better than any Hampe 


ine ene ees ot cena = 


ve ver madi iy 


You’ll see an amazing new line of hampers, 
that make all others... including! the Pearl- 
Wicks you’ve known... obsolete! 


You'll see the greatest new idea in hampers 
in generations... product of years of research, 
and a fortune spent for improvements alone. 





SEE THEM AT sete eters: Sey ESRF 


siti giilagtig. A: 


THE HOUSEWARES SHOW 
at the International Amphitheatre 
Jan. 15th thru 22nd, Spaces 942-944-948 


THE AMERICAN FURNITURE MART 
Jan. 5th thru 17th 
Spaces 114 and 115, 17th floor 





PEARL-WICK CORP. : 
Long Island City 2, N. Y. 
Showrooms: New York, Chicago, Los Angeles, Houston, Winnipeg, Can. 


OUR PERMANENT CHICAGO DISPLAY 
Merchandise Mart 
1th floor—Spaces 11-101, 102, 102A 
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Tying a bow or selling kitchens, it’s the same idea 


You do it better working together. And with kitchen sales 


hitting new highs that’s the way to wrap up the market, so 





@ Here’s what Mullins is doing 
for Youngstown dealers 


Producing every Youngstown Kitchen possible... 
with constantly increasing production dedicated 
100% to supplying the needs of Youngstown Kitchen 
dealers only. 
Continuing mass market promotion with full 
4-color pages in top publications like... 
American Home, Better Homes and Gardens, 
Collier’s, Country Gentleman, Farm Journal, 
Ladies’ Home Journal, Life, Saturday Evening 
Post and True Story. 
Supplying franchised dealers with latest methods of 
merchandising as only Mullins knows them. Dealers 
are currently getting such exclusive merchandising 
aids as the Youngstown Kitchen Story, the Youngs- 
town Kitchen Measuring Rule, the revolutionary 
Youngstown Flexible Display and the perfect Min- 
A-Kitchen in plastic. 


Porcelain E 





PIONEERS OF 


42 





) Joungslown frilehens 


BY MULLINS 


MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 


led Products, Large Pressed Metal Parts, Design Engineering Service 


KITCHEN MERCHANDISING 


@ And here’s what Youngstown 
Kitchen dealers are doing 


Featuring permanent live Youngstown Kitchen dis- 
plays for most effective demonstration. 


Taking advantage of every sales training oppor- 
tunity. 

Developing their skill in using all Youngstown 
sales helps. 


Promoting Youngstown Kitchens as a basic line 
and establishing their stores as kitchen merchandising 
headquarters in their communities. 


This teamwork between Mullins, its distributors 
and dealers has made the Youngstown Kitchen 
franchise the most coveted in the field. A few dealer- 
ships are open, under the proved Mullins plan. If 
you are interested, write for details about “the 
sweetest line on the floor.” 
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ing oppor- 
oungstown Rainbow— America’s leading line of enameledware 
coffee makers—is now available in quantity. No 
basic line matter how your customers like to make their 
chandising coffee, they'll find the right brewer in the Rainbow 
© line—including the famous Flavor-Savor drip 
» coffee maker approved by the National Coffee 
listributors §} Association. Four flashing colors to spark your 
n Kitchen fF displays: red, blue, yellow and Three most 
hes dianlem. plays: red, blue, yellow and green. Three mos 


ns plan. If popular sizes: two, six and eight cup percolators 


bout “the and six cup drip coffee maker. 












FEDERAL ENAMELING & STAMPING CO. 
Pittsburgh, U. S. A. 


Ub Sanus Manat of Enamel Khana 











— 
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ANNOUNCING AN ADDITION TO OUR RECESS MEDICINE 
CABINETS, STAINLESS STEEL RIM CABINETS 


WALL SURFACE HANGING 
CABINET—stainless steel rim 


—box size 1314” x 1714” x 4’. 


Stainless steel rim recess cabi- 
net—2 sizes. 


_—-— 


@ Write for descriptive 
literature on other models 
bathroom cabinets. 


SOLD THROUGH DEALERS ONLY 
MODELS H AND M 
MODEL A 


IDEAL CABINET CORPORATION 


DIVISION OF DesLAURIERS COLUMN MOULD CO., INC. 
Main Office and Factory: 7722 JOY ROAD, DETROIT 4, MICH. 




















_ ee h - .® 9 It's coming soon! Just 
: ys : W at IS If e . watch for word from E-Z-D0. 


The ‘NU-LOOK? sis a BRAND NEW, 


3 e eo oe, . ‘ Bs 
3 Me 
: 4 Vom ff, GRAND NEW, lobe. A four star item that 
pe / . spells promotion of volume. The *‘NU-LOOK”’ will 
fi ie be promoted the firsf week in January throughout the 


al | : United States by leading department stores. 
on original creation by E-z Watch for full details.om.the ‘‘NU-LOOK"’. 


: = a — Visit us at the January Housewares Show in Chicago — 
or we - ' beginning January 15th — Booth 1136-1138 
re 4 oe E-Z-DO merchandise is on display at our Chicago 
me a showrooms. See our exhibit at the Furniture Show — 


beginning January 15th — 1128 Merchandise Mart 


The NU-LOOK is fully protected by 
patents and other patents pending. 


SEE YOUR WHOLESALER 
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NOW’S THE TIME TO MAKE MORE PROFITS.. 
WITH G-E SUNLAMPS AND G-E HEAT LAMPS: 


DECEMBER 4, 


BAD WEATHER 
MEANS GOOD BUSINESS! 


Now that cold, blustery 


Fa winter weather is here, more 


1947 


people than ever will go for 
the indoor sunshine and 
soothing, comforting warmth 
of G-E Sunlamps and G-E 
Heat Lamps. And they’re pre- 
sold by G-E Lamp ads in 
LIFE and the POST. 


LET "EM KNOW YOU'VE GOT 'EM! 


You can bring more General 
Electric Sun and Heat Lamp 
prospects into your store by 
using G-E ad mats in your 
local newspapers. They help 
you tie in with G-E national 
advertising — let people 
know they can buy G-E lamps 
in your store. 


COUNT ON COUNTER CARDS! 
Now’s the time to get your 
General Electric displays up 
(if youhaven’talready). Make 
sure everybody sees those 

| beautiful full-color counter 

Y cardsfeaturing G-E Sunlamps 
and G-E Heat Lamps. They 
stop ’em and sell ’em. 


TELL MORE TO SELL MORE! 


Brush up on the sales points 
for G-E Sunlamps and G-E 
Heat Lamps. And make good 
use of the new General Elec- 
tric handout folders and en- 
velope stuffers to help you 
tell customers all they want 
to know about these bene- 
ficial lamps. 


G-£ HAROGLASS Infrared HEAT LAMP 
The top quality heat lamp particular 
customers go for. Red filter reduces 
glare. Resists breakage from $ 
splashing water. Now only .. 


G-£ STANDARD Infrared HEAT LAMP 
The low priced heat lamp with dozens 
of uses. Makes it easy to apply infrared 
heat right where it’s wanted. sy 
Redacted $6. 46 tne se 








IT 
THE PROFIT MAKER 


For over 25 years the Jacobsen name has been associated with finest power 


























mowers. Jacobsen machines have always been noted for economical, long 4 
lasting performance. Such customer satisfaction naturally reflects itself in 
profits accruing to dealers handling these products. 
Now is the time to consider your mower requirements for next spring and [| For 
to remember that it is good business to be associated with Jacobsen. k cust 
equ: 
sup] 
acolsen LAWN QUEEN Fes 
Sturdy, smooth running and easy to handle, the Lawn Queen has a 1% hp. muc 
engine and 20-inch wide chrome nickel steel cutting unit. Moisture-proof, can 
dirt-proof ignition and easy working, mechanical pull starter with auto- your 
matic recoil make starting fast and simple. Flexible V-belt delivers positive [| 
power to disc-type driving clutch which is asbestos lined and controlled A 
from steering handle. help 
hitti 
dis 
racobsen BANTAM pie 
Only 82 pounds in weight, the highly maneuverable Bantam Power Mower to 5 
is widely popular among both private and public users. Equipped with a ae 
1 hp. engine and 18-inch wide, 5-blade steel reel. Simple V-belt drive from 
engine to power shaft . .. positive control of traction through clutch lever con- —— 
veniently mounted on handle—the Bantam is a low-cost performer both in gas gard 
consumption and upkeep. T 
moti 
Cpacobsen ALL-STEEL HAND MOWER chan 
on 
Light and strong, the Jacobsen All-Steel Hand Mower is designed for easy ona 
handling. Ball bearing quietness and rubber-tired smoothness make it a ‘ 
pleasure to operate. Precision-built cutting unit gives lawns a smooth, 
even cut. Hardened steel gears and pinions assure true, direct drive, while 7 SCO\ 
single micrometer screws on each side of cutter bar permit quick, easy | 36 | 


adjustment. 


\ eS Sa saacbaan 


MANUFACTURING COMPANY - Racine, Wisconsin 











SUBSIDIARIES: 
JOHNSTON LAWN MOWER CORPORATION * OTTUMWA, IOWA 
WORTHINGTON MOWER COMPANY « STROUDSBURG, PA. 
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For the first time, you can offer your 
customers everything in garden hose 
equipment . . . from dhe source of 
supply . .. in one eye-catching 
product display. No matter how 
much or little space you have, you 
can put this display to work on 
your counter. 


At right you see the many sales 
helps included in Scovill’s hard- 
hitting Green Spot promotion. From 
display cards, designed to get the 
merchandise into customers’ hands, 
to package inserts that create re- 
lated sales . . . everything has been 
coordinated to make it easy to sell 
garden hose equipment. 


This is not another seasonal pro- 
motion but a /ong-range Scovill mer- 
chandising program. You can count 
on ‘‘Green Spot’’ year after year as 
a bright spot in your sales picture. 


SCOVILL MANUFACTURING COMPANY 
36 Mill Street, Waterbury 91, Conn. 


GARDEN HOSE EQUIPMENT - 
QUICK CONNECTORS - COUPLINGS - 





**Retail hardware dealers are finding it necessary to 
put more effort into their selling . . . Customers now 
seeking quality goods and—shopping around.”’ 


—William F. Ewert, Executive Secretary 
Illinois Retail Hardware Association 


IT’S EASY FOR YOU TO SELL HA 


Freer Sod couriinated 














PRODUCT TAGS —cvlor- 
ful, informative. They build gest to your customers 
goodwill, bring customers other Green Spot garden 
back to your store. hose equipment. 


PACKAGE INSERTS—sug- 





NEW PACKAGE — sturdy, 
eye-appealing. Product 
easily identified, catalog 
number and quantity in box 
in large, easy-to-read type. 


NEWSPAPER MATS — fur- 
nished free. Let your cus- 
tomers know you sell the 
finest garden hose equip- 
ment. Mats on every item. 





COUNTER DISPLAY—includes feature display card (15 x 21% in.) 
plus two ‘‘Silent Salesmen’’ product cards. Assures fast, steady 
sales of Green Spot quality line. 





KEEPS THAT SPOT 


SPRINKLERS - 


HOSE MENDERS - CLAMPS - NIPPLES - GOOSE 
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“GASPRUF”. . 


GAS TUBING 


PASSED EVERY TEST.. 
UTILITY-BLESSED.. 
CABELLED"BEST’.. 


° ae ’ ° 
* . é 
‘' 7 e "4 


Rigorous tests conducted by Atlantic's 
laboratory technicians and by gas engineers; 
additional tests by AGA research . . . and 
by the New York Department of Health. All 
point to Gaspruf's top performance, greater 
safety and strength, more advanced con- 
struction, new design and modern appear- 
ance. Little wonder it has the blessing of 
gas engineers, the AGA, and the New York 
Department of Health. It represents a sound 
commodity to handle, to push, for the ready 
dollars it will bring you. 


Order from your 
wholesaler TODAY! 





Order Now and Profit from 


IMMEDIATE DELIVERY 
6°°x6" SAFETY DRAIN 


HINGED LID 
For Flooded Basements. Sturdy 
cast aluminum. Tapped for 2” 
pipe. Fits inside 4” pipe for 
outside caulking. 


9x9” Bell Trap Drain 


HINGED LID 


Prevents sewer clogging. Cast 
aluminum to fit 3” pipe for out- 
side caulking. 


OTHER TYPES AND SIZES ALSO 
AVAILABLE. 


HARRIS ADJUSTABLE JACK 


This handy jack levels 
floors, porches, houses with 
or without basements or 
wherever support is needed 
— stops binding doors, plas- 
ter cracks, and squeaky 
floors. Fits any length stand- 
ard 2” pipe furnished by 
customer. Requires only 8” 
clearance. Individually pack- 
aged. Shipped 6 to a carton. 


Write Harris today for liberal dealer dis- 


counts on Builders’ Specialties and Hardware. 


D> ee 
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LEAN « EASY TO INSTALL 





ng. Cost stig WORLD'S SIMPLEST 
98 af PUMPING PRINCIPLE 
@ No Pistons, Valves, or High- 
ES ALSO Speed impelters 
@ No Belts, Geors, or Recipro- 
cating Motion 
° «é , 2 @ Continuous Pressure with- 
t © peiccomare. 
on . 
we | o 
| e 2 ODUCT OF ROBBINS & MYERS, INC., SPRINGFIEZ 
443 e éE - OF MOYNO INDUSTRIAL PUMPS ELECTRIC FANS P/ 
ra 
nr" 
a Ly Wever before 


@ Pump like tis! 


Proved by ten years’ outstanding success on the tough- 
est industrial work. Backed by an old-line manufac- 
turer with a priceless reputation. Built to do a job for 
users—and for you! Here’s the pump you'll be proud 
to sell; and it.virtually sells on sight. 
Customers now are seeing this informative wall sign 
~ at dealers the country over. And they’re asking about 
—and for—the amazing new Robbins & Myers Pump. 
If you aren’t already cashing in on this swell sales op- 
portunity, you should be—in a big way. Write for 
the facts, now. / 





MAIL THIS COUPON TODAY! 
ROBBINS & MYERS, INC., Pump Division, Springfield, Ohio 
Send full details on R & M Shallow Well Pumps to: 
Company 
Individual 


Dh... -cGicnthiaeeda ewe bee wee ees ao6beseeneesen tees o 
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MODEL S-107 
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WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y. 


Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP—2 in 1 clip for toe and 
finger nails. Model T.F. 51. 


(B) NEW 6 FT. ALUMINUM FOLDING RULE — 
Satin Finish, Black Numbers on Both 
Sides. Model RL-113-2: 


(C) *ADJUSTABLE LEVEL Jr.—Model 
L-111. 


(D) CARPENTER SQUARE — with level — 
Model C-102. 


(E) HACK-SAW FRAMES — Heavy Duty. 
Model H-103. 


(F) SLIDING BEVEL—Model B-105. 


(G) JOBBER’S DRILL GAGE — Model 
G-115. 


(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109. 


(1) *PROTRACTOR & DRILL GAGE — Model 
P-108. 


(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 


(K) HANDY HOME TOOL — 6 tools in 1. 
Model D-106. 


(L) ADJUSTABLE BENCH LEVEL (10 inch). 
Model S-107. 


(M) PISTOL GRIP HACK-SAW FRAME — 
Heavy Duty. Model H-116. 


*Pat. Pending U.S.A 





By Wany “Thousands - 


More Dealers Sell More 





| TEL-O-POSTS than ony other 


Vil 


TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand, 


TOPS for Proved Service 


Only Tel-O-Posts provide outstande 
ing installation and safety features, 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 
ready answer to every “sagging: 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 
telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 











NOW. 


order for a supply ef fast-selling 
Tel-O-Posts, today. Or write 


Send your 


Cash Tn 


ee a ea 


RETAIL 
$925 


Slightly 
higher West 
of Missis- 
sippi River. 


ae better Homes 














TEL-O-POST COMPANY 


140 Ash Street Akron 8, Ohio 
Canodian Representative 
William B Stewort & Co, 159 Boy Street, Terento. Ontario 
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Screws, 14 s 
fit. Assortme 
to 5<-11 x § 
%-16x 1% 
ameter .. [ 
15” wide, 21 
square feet 





-selling 
write 


ation. 








Fast-selling 
selection of 
popular 


Foon CUSTOMER takes his pick of 21 sizes of Set 
Screws, 14 sizes of Cap Screws and 10 sizes of Hex Keys to 
fit. Assortment consists of 1400 Set Screws from # 6-32 x 34" 
to 5,-11 x 55"; plus 350 Cap Screws from #6-32 x 12” to 
%-16 x 114"; plus 400 Hex Keys from .050” to 54," hex di- 
ameter .. Displayed in compact, heavy-gauge steel cabinet 
15" wide, 21" deep, 151” high at rear,— takes up only 2!9 
square feet of counter space. Cabinet finished in red enamel 
with colorful top panel,— flags the eye and 
leads ‘em to buy. 


Pocket at rear of 
top panel holds 
literature. 


Liberal supply of 
folders included 
with each unit. 


Top panel has bunt- 
in gauge for meas- 
uring screw and key 
diameters. 


Ample storage space 
at back of cabinet for 
extra stock and de- 
scriptive literature, 


Separate bins plainly identified 
with screw and key sizes. 


Self-affixing price stickers, easily 
applied, come with each unit 
together with complete pricing 
instructions. 


Counter Merchandiser #660 sold as 
a complete unit including original stock, display cabinet, self- 
affixing price stickers and folders. Easy to set up and maintain; 
simplifies inventory and re-ordering. Original stock and cab- 
inet each packed in separate shipping case. List price complete, 
$107.22. Your cost, $73.03. Your profit 46.8%. Fast turnover 
makes this deal even better than it looks! Order of your Hard- 


ware Wholesaler or write us for descriptive folder No. D-60. 


The Allen Mfg. Company 


BRANCH OFFICES 


~ Hartford 2, Conn. « New york + DETROIT » CHICAGO + LOS ANGELES 
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|AMERICAN WALL SAFE 


Retails 
profitably 
at only 


$39.95 


Dealer and 
Jobber 
franchises 
now being 
awarded 


A "SAFETY DEPOSIT VAULT" for 
Home, Office, Store, Gas Station, etc. 


Easily installed in 
Partitions, closets, chimney walls, 
foundation walls, floors, etc. 
INSIDE DIMENSIONS: 7" deep 10" wide, 14" long 
= FIRE RESISTANT = Combination easily 
= BURGLAR RESISTANT reset by owner 
= Genuine YALE four- = Concealed Hinges 
tumbler comb. lock = Tamper Proof precision 
= 10,000 possible fit door 
combinations = Special Asbestos Lining 


Write for full details and prices 


AMERICAN WALL SAFE MFG. CO. INC. 


Office: 29 Pearl St. Factory: 65A Water St. 
WORCESTER, MASS. 


Here's the line of tank heaters stockmen want. Thou- 
sands sold every year because this heater has every- 
thing necessary for efficient, trouble-free performance. 
This nationally advertised line of oil burning tank 
heaters is in big demand. Now is the time to cash in. 


Efficient! Economical! Oil Burning! 
"A Favorite With Stockmen Everywhere" 


Standard the country over! The 
favorite water tank heater for stock- 
men everywhere, because they pro- 
vide the greatest possible heat 
radiation below the water line. All 
the heat is applied to the floor of 
the water tank—where it should be. 
All steel or cast iron construction. 
No bolts or packing. All con- 


MODEL 
cs-5 
SELF- SINKING 
all cast iron 
mode! with 5" 
flue. Models for 
every purpose. 
Retailing from 

$8 up. 


nections are welded solid to the 
heater. Burns all kinds of fuel oil. 
Used also for brooder stove, hot dip 
tanks, space heater, feed cooker, etc. 


Order Now! Cash in at the peak 


season! Write for descriptive liter- 
ature and prices. 


SIEBRIG MFG. CO. 


200 Main St., GEORGE, IOWA 











SEND US YOUR ORDER 
TODAY 


HEMMED BRONZE WEATHERSTRIP 





SADDLES, SILLS and THRESHOLDS 
ALUMINUM or BRASS 





BRASS and FELT DOOR SWEEPS 





STAINLESS STEEL BINDING 





BRASS BINDING and EDGING 





METAL LINOLEUM TRIMS 


Catalogs Are Available 





National Metal Products Company 


102 Chateau Street Pittsburgh 12, Pennsylvania 
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BROOKLYN 5, NEW YORK 
ICAGO SALES OFFICE: 180 N. WACKER DRIVE 
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You can pt 
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4222 PRISCILLA 
Note self adjusting 


atch mechanism 


4224 NEWPORT 


. 
4220 REGENCY 


4221 PRINCESS 


Every hardware merchant, every contractor and 
j iA builder knows from experience that today’s cabi- 
net hardware must attract the eye and satisfy. 
A glance will show you how the new Stanley designs do 
exactly that! 

See how pressure cast, rust-proof alloys with touches of 
sparkling, jewel-like plastics are cleverly combined into 
sturdy, functional, lastingly beautiful cabinet hardware. Small 
wonder that discerning feminine eyes and practiced hands 
choose this new line above all others! 

You can profit by this! Order an operating counter display 
today. You’ll see how attraction and satisfaction add to your 
prestige ... and your sales. The Stanley Works, New Britain, 


STANLEY 
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NEWPORT 4424 PULL 


ee, 


— a 


REGENCY 4420 PULL 
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PRINCESS 4421 PULL 


SELF - ADJUSTING LATCH. 
New “Trigger” latch 
design . . . automatically 
adjustable to doors 
from %-in. to 1¥e-in. 


5-KNUCKLE HINGES. Five 
knuckles for strength. 
Raised barrel permits 
door to open full 180°. 


packed 
complete with olf neces- 
sory parts. 
PACKED FOR EASY STOCK- 
ING. All items packed in 
same size boxes, with 
easy-to-read labels giv- 
ing complete data. 








“wai” | BAKES - ROASTS 
USES . ONE OF THE FASTEST SELLING, FAST- 
ae 7 BROIL T T EST GROWING LINES OF FINE QUAL- 
fpel ell ° OAS S ITY RUBBER HOUSEWARES ITEMS 


APARTMENTS AND RUBBER TOYS IN THE COUNTRY 


STALL SHOWER MATS 
BATH MATS «+ BATH SPONGES 
SEAT CUSHIONS 
KNEELING PADS 
BOWL AND PLATE SCRAPERS 
SINK STRAINERS 


—_— jane DRAIN BOARD MATS 


HANDY STOVE SPONGE RUBBER 
INFANT FLOATING TOYS 


= 





Efficient as a large range... yet table-size and 
portable. Needs no special wiring. Nationally 


# * 
= advertised. Model G175, 200-1650 watts, 110-120 RUBBER TOYS FOR PETS 


NOOKS 
Wg 1 volts, AC Underwriters’ Laboratories Approved e 
J ih LIST $39.95 with griddle, drip pan and grill. 
Aas @ STAINLESS STEEL TOP @ ALUMINUM SIDES SUCTION SINK STOPPERS 
PORCHES @ ADJUSTABLE HEAT © CAST ALUMINUM GRIDDLE ETC. 

— @ BROILER-OVEN—BAKES, ROASTS, TOASTS, BROILS. 


mA Model 185, Single unit, Broiler-Oven. 250-1000 WRITE FOR COMPLETE CATALOG 


_, watts, AC and DC. 16" wide. Aluminum throughout. 





ELECTRIC STOVE : 
GILL ELECTRIC MFG. CORP. IDEAL RUBBER COMPANY 


208 CITRUS AVE., REDLANDS, CALIFORNIA 
Quality Electrical Products Since 1920 200 FIFTH AVENUE NEW YORK 10, N. Y. 




















1 QUAL 
woman 





FIRST Portable 
Electric Dryer to THE CHORE GIRL 


Retail Profitably “Pot Cleaner of the Nation” 
Safe for Hands and Pans 


At Only $13.95 It’s easy as A-B-C to persuade a 
Useful 65 Different: Ways woman that The Chore Girl 

. + Instant Appeal to All | makes cleaning pots and pans 

Homemakers less work. The Chore Girl 
saves time—saves work—saves soap. 
A housewife wants a pot cleaner that— 

Beautifully Boxed — Every does not rust 
Package oa Disploy in Itself does not shred 
Your Customers will find a — Every home needs one. — = tae 
wee everpeey > proceical a. gd eget ~ She appreciates the lock-stitch, knit-wire construction from a 
uses for this amazingly versa- D air at flick of a switch. continuous ribbon of pure smooth copper—because it is safe 
tile,compactly portable RACE Plug in at any outlet. Remov- and easy on the hands—in other words, the one and only 


65 Electric Dryer... sorely gon agama CHORE GIRL 


Si Rete Hair The Chore Girl is sold only through the regular trade 
Defra Rditgeres Dealer Helps supplied. WRITE channels of jobber, wholesaler, retailer. 
ahi: da asset or WIRE today for Dealer Dis- Advertised the year ’round to 60,000,000 

In the Nursery as an Emer- : women. 

s id Illustrated Bulletin. G bh . 

gency Fan, Vaporizer or Bod eee ae acy i i 

od p ly sap naib ts, tte, Wh For continuous high profits, steady repeat 
od sales, and complete customer satisfaction, 


Drying Nail Polish— «Sid display and promote 
THE CHORE GIRL 


E UNI 
RACIN VERSAL Morop eS ee a METAL TEXTILE CORPORATION, ORANGE, NEW JERSEY 


Racine, Wiscons'® 
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BY NA-MAC 


= = ) ae 


You can’t afford to miss a date with the 
“Kitchen Companions” in 1948. With four 
new additions to this fast-growing line of 
smart housewares . . . with stores from coast 

to coast already finding “Kitchen Compan- _ 
ion” promotions one of their most profitable J 
steady-volume lines, the Na-Mac products 
are forging to the lead in the “housewares 
hit parade.” 


DRIPCUT SERVERS 


LEADING JOBBERS AND RETAILERS 
DUTCH SERVER THROUGHOUT THE COUNTRY FEA- 
TURE NA-MAC PRODUCTS BECAUSE 
WORLBEATER 
— a oo * Fast turn-over means greater 


WORLCUTTER profit 

CAN OPENER 

MULTI-SIFT * Distinctive with exclusive patented 
FLOUR SIFTER 

TOP-O-STOVE col features 

POTATO - * Priced to meet consumer demands 


* Packaged in self-merchandising 
display cartons 
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e it is safe 
e and only 
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IRL 


EW JERSEY 





Brown Jug 


TRADE MARK REG 


STAYS HOT 
OR COLD LONGER 


Feature the nationally known and adver- 
tised LITTLE BROWN JUG in your volume- 
getting displays. Smart, lustrous metallic 
finish. 1 and 2 gal.- size—light-weight— 
double insulated. New patent sanitary, in- 
sulated, adjustable stopper with air intake 
that allows free pouring from spout or 
faucet without loss of temperature. News- 
paper mats and cuts available on request. 


2 PIECE 
STEEL BoDy 


MATIONALLY 
KNOWN AND 
ADVERTISED 
The 1946 advertising schedule includes 
SATURDAY EVENING POST, BETTER 
HOMES AND GARDENS, HOLIDAY, HUNT- 
ADJUSTABLE ING AND FISHING, others. Write for litera- 


“TEMPERATURE ture about this and other fast selling Hemp 
- and Company products. 
SEAL CAP 


HEMP AND COMPANY 


1211 East Murray Street Macomb, Illinois 


fi. 
'% 





As the Easier, Safer is 
Way to Destroy Trash /j 


2 


basil 


More “ZIPPER TOP” Rubbish Burners 


on the Way Order Now 


Every home, store, factory, institu- 
tion, park needs handy ‘‘ZIPPER TOP” 
Burners. With production growing every 
month, you'll be able to offer increasing 
quantities to your trade. Cash in on the 
demand for this burner with the con- 
venient zipper top and the non-sagging 
smoulder-proof Volcano Bottom, three 
models. Send today for descriptive 
Circular HW 4102. 


UNION STEEL PRODUCTS CO. 


604 N. Berrien Street . Albion, Mich. 
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SAFETY ROLL, JR. 
The famous Vaughan Can 
Opener that opens square or 
round cans with a twist o 
wrist. All steel construction. 


Double shoulder 
gives positive seal, 
prevents gas leak- 
age. Display card 
(left) free with 2 
dozen stoppers. 


“GAS-TITE” EXPANSION STOPPER 


WORLD'S LARGEST MANUFACTURERS OF 
BOTTLE OPENERS AND CAN OPENERS 





NOVELTY MFG. CO. 3211 CARROLL AVE., CHICAGO 24, ILLINOIS 








. . . by Edlund beat 
up sales:and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 
antee. 


THINK OF 


Ldlund 


Foy a 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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FOR THE 


EXTRA GOOD ‘2, 
an a, an i © 


SINCE 17885 


Mnorthens Our 


Set of Tools 


ATTRACTIVELY CARTONED 
ADVERTISED IN NATIONAL MAGAZINES 


ASK OUR WHOLESALE DISTRIBUTORS 
NOW: tne suppty ts Limited 





Drumming Up MORE BUSINESS For You! 


ol 


YEAR 'ROUND ADVERTISING IN THE POST! 


Bird’s continuous Saturday Evening Post advertising is now 
reaching hundreds of your customers — pre-selling them 
on Rubberlike Runner. Cash in on the steady demand for 
this economical, long-lasting floor protection. In rolls 27” 
by 100‘ and 36” by 75’. Your distributor has free sales aids. 
For his name, write Bird & Son, inc., 24 East St., East Wal- 
pole, Mass. 


Bird RUBBERLIKE ° 
PATENTED 
NON-RUBBER 
CONSTRUCTION 





BIR P 
enooucts 
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NOW—ORIGINAL 


TEHR-GREEZE 
FABRIC CEMENT 


AVAILABLE FOR 
IMMEDIATE DELIVERY 


Makes Patching And 
Repair Work Easy 
| White — Repairs all types of 
cloth, canvas and leather goods. 
A tough, versatile adhesive with 


thousands of uses in home, repair 


shop and farm. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. ROOT ST. CHICAGO 9, ILL. 





{ 








“SPARKL-BRITE 
PULLS” 


d 
STAINEESS 


309 
ae 


STEEL \ “OW wade 


*® “Sperki-Brite” Pulls Won't Chip, Rust or Peel! 


* “Sporkl-Brite” high-luster pulls look like chrome, 
make cabinet doors and drawers sparkle with beauty! 


* *Sporkl-Brite” high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality 
performance and design in builders’ hardwere. 


* “Sparkl-Brite” pulls are priced |ow for dealer profit. 
ORDER “SPARKL-BRITE” PULLS FROM YOUR JOBBER TODAY! 


HOLLYMADE HARDWARE MFG. CO. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BLVD. @ LOS ANGELES 16, CALIF. 
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EAR-EVER the PUSH-BUTTON 
Pressure Cooker with the 





AUTOMATIC Snap-Tite Cover 


This amazing push-button feature pushes Wear- 


Ever Pressure Cooker sales. 

And no wonder! To open the cover when cooking 
is done, a woman simply pushes a button. The auto- 
matic Snap-Tite Cover then takes charge. It remains 
tightly pressure locked .. . can’t even be lifted off 
UNTIL pressure is completely reduced. Then this 
sensational patented cover opens AUTOMATICALLY! 
Women want this peace-of-mind convenience. 

Beautiful, hard-selling Wear-Ever advertisements 
are working for you month after month in leading 
national magazines. Cash in by tying-in with Wear- 
Ever display material. Available upon request. 


WEAR-EVER 
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CHAMPION 
Coat and Hat Hooks 


Cast Aluminum 
No. 7406 


Cast aluminum, packed with 
screws, rustproof. Cast alu- 
minum hardware fills the 
long sought need for rust- 
proof hardware that can be 
sold at reasonable prices. 


Supplied in bright aluminum AL finish, 
Gp dull brass, C, or D J, dull japan. 


CHAMPION 


Costumer Hooks 


Although designed primarily for costumers, 
these hooks serve admirably in the cloak 
rooms of finer residences and of clubs 
where this distinctive pattern may be more 
particularly adapted to the style of furnish- 
ings. Projection—3'¥4 inches. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO 

















75% PROFIT 


FOR YOU 


Stock Mouse Seep* for profit! This carton of 14 twenty- 
five cent packages costs you $2.00. You make $1.50—75% 
profit on every carton! 

Mouse SEEp* consists of tiny, chemically treated seed, 
the kernels of which mice eat —then they die. Seed is put 
in saucer and placed where mice 

appear. Easy. Clean. Convenient. 

Excellent results for over 50 

years. Consistently advertised in 

newspapers and magazines 

to 27 million mice-hating 

homes. 

If your wholesaler hasn’t 

Mouse SEED*, write us, giv- 

ing his name. 


Wholesalers: Write 


for complete information. 


Sales - mak- 

ing cello- 

phane window 
package. Attractive 
display carton, occu- 
pies only 53/,” x 6%”. 





*(Mouseed—Reg. U. S. Pat. Off.) 


W. G. Rearpon Lasoratorigs, INC. 
8 Mill Street, Port Chester, N. Y. 














CAR WINDOWS 


) | CASEMENT WINDOWS 


For PROVEN QUALITY— 


LUXOR snow’ sours 


FEATURING 
Master 

and Junior 
Squeegee dis- 
play deals. 
wv, 2. & 
multiple blade 
wiper and 6” 
single blade 


wiper. 

Master Display 
9 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 
Junior Display 
6 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 


SQUEEGEES 


AE 5 68 ROA 998 8H oUt 


FREE—with each deal, one easel display card in siz 
* colors. 


60 


G. & H. MANUFACTURING CQ. 


3047 Amber St. Philadelphia 34, Penna. 














CHICAGO 
DIE CAST 
PULLEYS 


now come to you in attractive red, white and blue 
display containers. Complete range in sizes from 
1 1/2 inches to 5 inches in diameter. 

Increase your pulley sales by featuring Chicago 
packaged pulleys. Order from your jobber. Write for 
Catalog No. 48.8 








Chicago DIE CASTING MFG. COMPANY 


2512 West Monroe Street, Chicago, 12 Illinois 
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RANGE BURNER 


@ NO WICKS 


EASY TO INSTALL 
FITS ANY RANGE 
WORKS LIKE GAS 


THE ONLY POT-TYPE 
RANGE BURNER WITH 





Aoripontal {Lame 





@ NO RINGS 


@ NO NOISE 


@ NO CLEANING 


@ NO ELECTRICITY 


MEDIUM 


The QUEEN Automatic Starter Control ( Pat. Appl. For ) Brings Flame to Full Cooking Heat Almost Instantly 


Conventent 

With the new Superflame (Pot-Type) Range Burner, the 
kitchen range becomes the most modern of labor-saving 
home appliances. No more toting fuel, no chopping 
wood, no carrying ashes, no smoke, no noise—simply 
turn on the valve and drop in a match. Instantly you 
get the perfectly-controlled ‘‘horizontal flame’’ for sim- 
mering, boiling, baking, or roasting. A hot-water coil 
is also available for connection to a range boiler. 


Different 


Superfiame, the only (Pot-Type) Range Burner, outdates 
all other types of conversion burners, operates on the 
same principle as the oil-burning space heaters—no 
carbon, no cleaning, no service. By replacing the heavy 
grates and linings with this amazing burner, the kitchen 
range heats instantly, cools quickly. It means cool cook- 
ing in summer—warm kitchens in winter. 


4799 T Twin 
Circulating Heater. 


Easy te Tunstall 


The Superflame (Pot-Type) Range Burner is the result 
of over 25 years of scientific development by the Queen 
Stove Works ... used in tens of thousands of homes... 
now finer than ever... redesigned for easy installation 
... readily adjustable to fit in any range with a firebox 
of ordinary size. 


Quich, Economical Heat 
The Superflame (Pot-Type) Range Burner heats the 
cooking top instantly...heats the oven to a baking 
temperature in 20 minutes... will maintain a 300-deg. 
oven temperature for 12 hours on two gallons of low cost 
fuel oil (No. 1 distillate) ... burns up to 24 hours 
on two gallons. Available with a three-gallon wall 
tank or can be connected easily to a large outside 
supply tank. 



































* Equipped with oil level 
control valve. 


Adjustable Stand supports burner— 
makes installation casy — quick. 


3-gallon white enameled 
wall fuel tank. 


A Big Market—volume profits the year ‘round. 
Write for literature and name of nearest jobber. 


EEN STOVE WORKS, Inc., ALBERT LEA, MINN. 


MANUFACTURERS OF THE FAMOUS Superflame CIRCULATING OIL HEATERS and RANGE BURNERS 
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Crowded Ont! 


Because of the crowded and oversold condition of the 
NATIONAL SPORTING GOODS DEALERS’ Convention 
and Show at Hotel New Yorker, (New York, Feb. 1 to 8) 


4 SPECIAL EXHIBIT at 
The HOTEL PENNSYLVANIA 


7th Avenue at 33rd St., New York 
FEBRUARY 1 to 8 


TRS  ——_KincHISHER 


ATHLETIC GOODS «= and «© FISHING TACKLE 


You are invited to give yourself a breathing spell from 
the usual crowds and congestion of the Show by visiting 
our special exhibits at the Pennsylvania. 


Just ask the Information or Mail Clerk for our Suite Number. 


EDW. K. TRYON CO, 





FEBRUARY 1 TO 8 


Because quality of materials and work- 
manship are reflected in every item in 
the TRUSPORT and KINGFISHER lines 
of athletic goods and fishing tackle, 
you are getting TOP value— merchan- 
dise that is priced right and that will 
increase your profits and your prestige 
with customers. 


THIS WALK OF A BLOCK 
MAY MAKE YOU MANY DOLLARS! 


815-819 ARCH STREET 
PHILADELPHIA 5, PA. 


ig ge a ret 





Supreme on 

every point— 

3 to 4 hours 

longer burning 

time . . . greater 

shelf life... 

heavy duty metal 

top... full brighf- 

ness throughout 

burning life! Truly 

a perfected post-war 

battery—the finest 

quolity on the market. 

Packaged in self-selling 

display units, they're 

priced for top dealer 

profits! 

Write for full specifica- 

tions and price list. 


STAR-LITE 
BATTERY COMPANY, INC. 
35 Meadow Street, Brooklyn 6, New York 





But Chuck’s 
still the ‘“‘big 
stick”? in this 
game. His high 
scoring Hyde 
hockey .skates 
lead the field 
in speed and 
strong support 
from face-off 


to final gun. 


A Hyde-crafted shoe 


for every sport. 
; 


HYDE 


ATHLETIC SHOE CO. 


CAMBRIDGE MASSACHUSETT 
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WEVE BEEN TALKING... 


TO YOUR CUSTOMERS ABOUT THE 


Consistently — for nearly two years — 
we've been telling your best fishing tackle 
prospects about the modern Hurd Super-Caster. 


‘ 

In fact, every issue of Sports Afield, Outdoor Life, Field and Stream, 
and Hunting and Fishing, published since June, 1946, has carried the 
Hurd message. In addition, seasonal advertising has appeared during 


TISED Ae) 1947 in such leading national magazines as Saturday Evening Post, 
‘ 


\ Collier's, Time, Newsweek, New Yorker, National Geographic, Fortune, 
x Esquire and Holiday. 
be Today, practically every sportsman has read, over and over again, 
ad , ' 4 about the modern, functional design of the Hurd Super-Caster. 
‘ Thousands more know about its many fine features from the enthusi- 
t Chuck’s , ‘ Ce 4 astic recommendations of owners. 
1 the “big \ ee Don’t overlook the opportunity to turn this popularity into 
k” in this \ ; profits for yourself by ordering a good supply from your 
ne. His high \ >. caster local jobber, now! Recent refinements to the Super-Caster 
ring Hyde \ SS “id include a superior, smooth-running reel, a finer-appearing 
key .skates s handle with longer lasting finish, and improved thumb- 
i the field So button drag for better spool control and greater 
speed and + = durability. . 
ng support = = Highess Fair traded in most states to retail at $45 in- 
n face-off : - . cluding one rod and Federal tax. 


= . 

n un 2 
al g - - “ Pat. Dl45625. Other Patents Pending. Right to make 
specification changes is reserved without obligation 


— | = atieedenne oe 
— iit = 
—_ 


yde-crafted shoe 


HOE CO. 


ACHUSETT 
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JP-1 Pruning Shear. Con- 


cealed sprin 


Anvil type— 


Cutlery steel blades. Extreme- 


ly light—4 oz. 612" long. 


- -2 Pruning 
te Big brother 
of — 9 oz. 


82" 


P-10 Pruning 
Shear. Volute 
spring, easy ac- 
tion, cutlery steel 
blades. 


G-2 Grass Shear. 
5 Plated blades— 

heavy spring pro- 

vides positive cut- 
& ting action. 


a Tew Parker yg 
DipAcestEns MAE 


Give added selling power to your Spring garden 
tool business with these 4 star Parker products. Each 
includes its full share of new features in design, con- 
struction and eye-appeal. Give your customers a 
chance to examine the large and small pruning 
shears, JP-1 and JP-2, and to note their lightness, 
concealed innerspring, and patented thumb lock. 
Show them the value in the P-10 Pruning Shear. Let 
them test the easy, trouble-free action of the Grass 
Shear. Parker Small Garden Tools are sure-fire profit 
builders the minute you display them. 





PARKER MANUFACTURING CO. 


‘WORCESTER 1, MASS., VU. S. 


64 
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IT’S THE 


LINTON 
NGINE 


. 
E 


IT’S 
POWERED 
BEST 


CLINTON 
POWERED 


AIR COOLED 
4-CYCLE 
NGLE CYLINDER 





Put a Clinton to work and you have dependable 
Horsepower when you need it—These rugged, 
husky four-cycle engines, in two power ranges, 
1% to 2 H.P. and 24 to 3 H.P. are equipped 
with these exclusive quality features: 


1. AIRPLANE TYPE MAGNETOS 


For quick starting and even flow of power. 


2. FINNED MANIFOLDS 
Preventing vapor lock and giving greater 
economy of operation. More H.P. hours on 
less fuel. 


3. FORGED STEEL CRANKSHAFTS 
Providing larger diameter, longer length 
bearing surface and bearings large enough 
for Engines of Greater H.P. 


4. FLYBALL TYPE MECHANICAL GOVERNORS 
Entirely enclosed running in oil. This type 
governor positively governs at all speeds. 





Yes, you can depend upon the Clinton Engines 
“FOR ON THE JOB PERFORMANCE.” 


For complete engineering data, write Box 100 HA 


CLINTON MACHINE CO. 


* CLINTON, MICHIGAN * 
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THE ROCKET 
Popular Model in an outstanding 
line with sizes and prices that 
meet every mowing requirement. 


A COMPLETE LINE OF POWER AND HAND MODELS 


Only Eclipse 


has all these 
Features 
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in Handling 
THE BEST! 


There’s a longer profit in selling the 
unmatched performance and handling 
ease of an Eclipse. The experienced 
skill of firmly established reliable lawn 
mower specialists assures top quality. 
The smooth quiet dependable opera- 
tion of Briggs & Stratton engines has 
earned world-wide recognition. This 
combination provides effortless eco- 
nomical motorized mowing at its best. 
No mixing of oil and gas. No fumes. 
No smoke. 


Lasting precision mowing under severe 
conditions of hard use builds plenty 
of satisfied customers...plenty of 
Eclipse buyers. The net result is a fast- 
‘moving quality item that will continue 
to pay good profits to dealers holding 
an authorized Eclipse franchise. 


THE ECLIPSE LAWN MOWER CO. 
PROPHETSTOWN, ILLINOIS 





Made for Water Paint 


This Fine 
Five-inch 
Brush 

by Baker 





You've seen how Water Paint sales jumped in the last few 
years. Now watch your Brush profits grow — with Baker's 
new specially-made-for-water-paint Brush! Baker builds 
this brush so it holds thin paint, saves trips to the pail, gives 
professional results every time. Full five inches wide and 
priced so everyone can afford it — it's a tremendous value! 
Leading jobbers carry Baker Brush No. W-4055. Ask for 


it today. 


BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YORK 13 
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The low-priced Duo Sander-Polisher will 
sell now and it will sell fast/ Painters, 
cabinet makers, metal workers and hobby- 
crafters want it. Everyone that does sanding 
or polishing wants it—for work on autos, 
boats, furniture, school desks—and for all 
types of general maintenance work. Get 
complete details on this new ‘‘Golden Egg” 
Line profit opportunity. Write now! 


SANDING MACHINE COMPANY 


3010 CLAY AVE., MUSKEGON, MICHIGAN 
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FOR MORE PROFITABLE 
MERCHANDISING 


A miniature “store”’ in itself, the colorful new EAGLE Cabinet Lock Salesmaker 
is a complete merchandising unit—ready to attract customers, display the locks 
and help make the sale from the orderly stock maintained in this attractive counter 
display cabinet. It’s just the thing to remind customers to buy. Built of wood and 
finished in bright red and yellow, the Salesmaker Display Cabinet features an as- 
sortment of nine popular cabinet locks. A sample of each lock is mounted on the 
underside of the cover to show its application. In the base of the Cabinet are nine 
compartments for holding a supply of the locks featured in the assortment. All locks 
and keys are wrapped in anti-tarnish tissue and held in their respective compart- 
ments. Thus, your stock can be kept clean and orderly at all times. 

For ready reference, a pictorial price card identifying the locks with retail prices 
is included. Nothing has been left to chance to give you a forceful sales tool that 


will serve your needs for many months to come. 


EAGLE INDUSTRIES, INC. s.icisior of somsor in 


America’s First Lockmakers — Since 1833 National Sales Representative of The Eagle Lock Company THE FO! 
110 North Franklin Street, Chicago 6, Ill. 
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For example there’s the kick plate and the push plate on the swing- 
ing door between the dining room and the kitchen. They are needed 
to keep the door from being dented and dirtied by shoes and worn 
by hands not invariably clean. Without them the clean effect of a 


freshly decorated room is spoiled. 


Push and kick plates that are made by Formica are practically 
indestructible. They come in several popular colors and sizes. They 
never tarnish or fade. Nothing used in the kitchen will spot or stain 
them. After quick cleaning with a damp cloth they look smooth, 
new, brilliant, and colorful—even after years of use. Their ability 
to sustain their beauty is what makes them fast volume sellers. 


Standard sizes are shipped in cartons for the jobbers stock. 


THE FORMICA INSULATION COMPANY © 4646 SPRING GROVE AVE. © CINCINNATI 32, OHIO 
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Try this tonic to pep up sales. 

Display a carton of popular 
Weldwood Glue right out by 
the cash register. Carpenters, 
contractors, hobbyists and home 
owners will want this modern 
plastic bonding agent for a 
thousand and one jobs. 

Help customers make it a 
habit to stop by YOUR store 
for easy-mixing, smooth-spread- 
ing, fast-setting W eldwood Glue. 

Customers who come back 
again and again for Weldwood 
Glue will make your shop head- 


WELDWOO0D 


PLASTIC RESIN 


WATERPROOF GLUE 


ener 


STRONG MEDICINE for SALES > 


quarters for a// their hardware 
needs. 

Weldwood Glue makes joints 
stronger than the wood itself... 
forms a permanent bond that 
can be light-worked a few hours 
after clamping . . . withstands 
moisture, heat, bacteria, and rot. 

Feature these popular, fast- 
selling sizes on your counter... 
10¢, 25¢, 50¢, 85¢. If your jobber 
cannot supply you, write to: 
UNITED STATES PLYWOOD CORPORATION 

Industrial Adhesives Division, Dept. 351 
55 West 44th St., New York 18, N. Y. 












Si 


Non-corrosive ¢ Stronger than cast iron 





All items available in finishes of Brass, Nickel, 
Chrome, Bronze, Cadmium, and Black. 


Wholesale Only * Catalog available to dealers 





FANARC MANUFACTURING CO. 


1115 West Whittier Boulevard 
Whittier, California 











PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 





MACHINE KEYS 





ALL TYPES 


COTTER PINS 


—— 
TAPER PINS ¢ STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 
HORSE SHOE NAILS 


STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON ° PENNSYLVANIA 




























SOUTHINGTON 


SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. ; 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 
Driver fits se- AY Supply the in- 

creasing de- 
mand for these 
modern, time- 
saving screws. 
All standard 


sizes. 


curely into ta- 
pered recess — 
will not slip 
out, or work to 
one side. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
Ex, SOUTHINGTON, CONN. ;567 
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Here's a fast mover! Alcoa 
Roofing Sheet is lightweight, 
easy to handle. Rustproof, it 
never needs painting, keeps 
interiors cooler, gives extra 
years of trouble-free service. 
Produced in 1% and 2'%4- 
inch corrugated and 5 V 
crimp types, and in 6, 8, 10 
and 12-foot lengths. Stock 
up now. 


Alclad Aluminum Screen Cloth 


y the in- 


Developed by Alcoa after 
years of research, this new 
type of aluminum screen 
cloth can't rust, can’t stain 
adjoining surfaces. For good 
profits, for strong customer 
approval, sell screen cloth of 
Alcoa Alclad Aluminum. 
Available from leading wire 
cloth weavers. 


aluminum for ' uses than ever 


Stock Up! Ride these winners for a faster 
turnover .. . for greater profits. All over the country, 
people like your customers are demanding building 
products of Alcoa Aluminum. National advertising 
has introduced new, better uses of aluminum. Actual 
usage has “sold” this lightweight, rustproof, versa- 
tile metal to more and more people everywhere. 

For more detailed information on aluminum and 
the names of manufacturers making quality building 
products of Aleoa Aluminum, write to ALUMINUM 
Companyor America, 1753 GulfBldg., Pittsburgh, Pa. 


Aluminum Windows 











nae Favorite of homeowners. 


Aluminum windows have 
| 











extra advantages: they're 
better looking, lighter, rust- 
proof, longer-lasting. Carry 
a complete line. And for a 
profitable companion item, 
sell aluminum combination 
storm and screen windows. 









































Aluminum Nails and Screws 


For best results, tell your customers to “use aluminum to fasten 
aluminum”. Non-rusting aluminum can’t streak or stain adjoining 
surfaces; holds up over the years. Aluminum nails and screws are 
available from many leading manufacturers. Always carry a 
complete stock. 


ing de- ®eeeeoeeeeeeeeseeeeeeeeeeeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeee@ 
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POWER KING 


A THOROUGHLY DEPENDABLE POWER JOB 


Tough aluminum alloy gives it lightness. Fine special steels, bronze 





HAND MOWERS 
MODEL 550 DeLUXE is beyond 
question the finest hand mower 
we have ever built. Light, 


and rubber assure precision quality. One of the best gasoline motors 
on the market provides dependable propulsion. A 3% 


mower you can recommend with complete con- 


smooth running, easy to push fidence. And best of all, the price is reason- 

and popularly priced. This able. 5-blade ball bearing reel. 20” cut. Easily 

mower practically sells itself. mows up to three acres per day. WRITE NOW 
for details. 


Aluminum alloy cast- 


come — aM ings. 5-blade ball bear- 
ing reel; crucible tool LIGHT 
steel knives; 16” cut. 10” STRONG 
wheels. Rubber roller; MODERN 
semi-pneumatic tires. e 
Tubular steel handle WEIGHS ONLY 


with rubber grips. 


Model Weighs only 27 Ibs. 87 LBS. 
550 Details on request. 
Deluxe be 


LAWN MOWERS SINCE 1880 


(| oI-F 0 | alata i 
Springfield, Ohio 
HAND AND POWER LAWN MOWERS 


EXECUTIVE OFFICES 2-264 GENERAL MOTORS BLDG., DETROIT, MICH. 














IMMEDIATE DELIVERY! 


ORDER NOW 


host. SAW BLADES 


Foster Saw Blades are built for maximum cutting efficiency. Made 
from chrome nickel molybdenum steel, correctly tempered and ham- 
mer tensioned. Sharp cutting edges are hand filed. Blades are set for 
proper balance and true cutting. They will not bind or buckle. 
9 Diameters 6 to 12 Inches 
5 Popular Styles 


CROSSCUT @ HOLLOW GROUND MITRE @ RIP 
REGULAR COMBINATION @ NOVELTY COMBINATION . 





sfost®t. DADO HEADS 


Made of the same fine quality steel us7d in all Foster Saw Blades 





Two Styles ~ Soa ~~ & mm om. 
3 or 6 Cutting Sections ar po on 
In Outside Blades > 88 
9/16” CAPACITY ; 
eee » Tip. 


og o 1 KINSEY AVE., BUFFALO 17,N Y 
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A. Rubber-Tired 
Wheel Hoe. Dou- 
ble or single wheel 
Operation. Ball 
bearings. Also 
made with steel 
wheels, plain bear- 
ings. Attachments. 


B. High Wheel 
Cultivator. Easy to 
operate. Carbon 
steel frame. Tubu- 
lar handles. Stur- 
dily built. Takes 
wide variety of at- 
tachments. 








C. Easy Garden 
Mulcher. Eight re- 
volving blades chop 
up the soil and 
weeds, leaving fine 
dust mulch. Three 
cultivator shovels. 
An all ‘round tool. 


D. Combination 
Seeder and Culti- 
vator. Seven tools 
inone! Drills seed. 
Plants in hills. 
Plows. Opens fur- 
rows. Serves as cul- 
tivator or weeder. 


E. Single Wheel 
Hoe. Semi-pneu- 
matic tires. Ball 
bearings. Complete 
with attachments 
Also made with 
steel wheel, plain 
bearing. 


pe orem, every one of them! Designed and 

built to sell on sight. That's why it pays to display 
Dandy Boy garden implements. Put these Dandy Boy 
tools on display in your store where garden enthusiasts 
can see, handle and “get the feel” of the tools. You'll 
make extra sales and bigger profits. 


Ask your distributor about the fast-selling tools shown 
here, and also about the Dandy Boy seed caster, lawn 
spreader, Krust Buster and other products in the com- 


Order from Your Distributor NOW! 
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plete Dandy Boy line. Every one a profit item! 
Order your supply of garden tools early — because 
the high cost of food is going to induce more thrifty 
people to raise their own gardens in ‘48. For complete 
information on the money-making Dandy Boy line — 
write us today, 


Set up a Business-Getting Christmas Gift Display 









Wishing youa 









iw business—especially on 
“a "a 
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DOG RUNNER CHAIN 





KENNEL CHAIN 
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“Chain for your dog? Yes, sir. Lead, runner, “7 such, 
ye Very 


kennel, choker or coupler? Is it a large dog, ieee 
medium or small?” ' * SE “tony 

AMERICAN CHAIN offers just about every Th . The I 
kind of dog chain there is, made of good strong Chai n Washing 
Tenso, or Elwel twist link welded chain. Hi ine Congres 

You might be surprised at how many of your lectric we :' this sub} 
customers own dogs—and how many would i 
respond to the suggestion that they buy a 
chain for it. Dog chains are “‘in season” the 
vear ’round. 

Ask your AMERICAN CHAIN distributor about 
dog chains. 


ELWEL DOG CHAIN 





game 
repo 
Christm: 


AMERICAN CHAIN DIVISION pogo 
AMERICAN CHAIN & CABLE shoppin 


we have 
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The Co-op Hearings Were Very Good; 
Favorable Action Quite Possible 
Early in the New Year:— 


S this issue goes to press, the 

Co-op hearings have made 
good progress. Those who favor 
taxing the co-ops in the same man- 
ner as those with whom they com- 
pete have finished their part and 
opponents of such equitable taxa- 
tion are getting under way. 

While no definite conclusions 
can be assumed from the hearings 
as such, there is ample reason to 
be very optimistic on the probable 
recommendations of the Ways and 
Means Committee. 

The best opinion we get from 
Washington, currently, is that 
Congress will definitely pursue 
this subject quite early in the New 


Year as part of a revised tax pro- 
gram, that has been stewing for 
some time. As we have stated be- 
fore, the need for new sources 
of tax moneys to offset proposed 
tax reductions will be a very po- 
tent factor in Congressional con- 
sideration and thinking. 

In this issue, starting on page 
84, is an authentic news story 
on the Co-op hearings. It was writ- 
ten by George F. Baker, asso- 
ciate Washington representative 
of HarpwareE AGE, who literally 
lived with the hearings and who 
has an able and most competent 
background in the handling of 
Washington business news. We 


x & & 


urge every reader to give careful 
thought to Mr. Baker’s story and 
to pass it on to other business men 
in all fields, in fact to 
whether in business or not. 


voters 
Remember we were never so 
close to a possible victory—so 
don’t give up the fight at this 
point. Continue to advise your 
two Senators and your Repre- 
sentative just where you stand on 
taxing the co-ops and get others to 
do the samé thing. The co-ops 
have not stopped fighting to retain 
their unfair tax exemption advan- 
tages. Don’t you stop! 

Read the Co-op hearings story 
starting on page 84! 


Christmas Gift Business Expected 
To Be Outstanding This Year:— 


ROM every part of the country 

reports predict an outstanding 
Christmas gift selling season and 
an encouraging volume of early 
shopping. The only sour note that 
we have heard is the scarcity of 
many desirable items and the 
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probable further spread of short- 
ages well before the closing of the 
holiday buying season. 

Those who placed early orders 
for toys, wheel goods and special 
gifts of utility that are “part and 
parcel” of every hardware store 


will reap the most benefits from 
this greatest of all selling seasons. 

Many hardware stores devel- 
oped entirely new gift departments 
during the war because of the 
shortage of more normal hard- 


ware store lines. Those who did 











the job properly found that there 


is always some worthwhile gift 
trade—and, obviously, such a de- 
velopment makes the finest nu- 
cleus for a Christmas gift sales 
effort. 

As many staple lines, such as 


HERE is considerable discus- 
sion and not a little consterna- 


tion about President Truman’s re- 
cent bid for a return of semi-OPA 
price controls and the accompany- 
ing phases of wages control, etc. 
We don’t think he will get any of 
these controls back this side of an- 
other immediate war threat—far 





tools, silverware, good cutlery, 
clocks and better grade kitchen 
utensils, etc., were scarce for a 
long time, all such merchandise is 
especially appropriate for “plug- 
ging” this holiday season which 
is approaching. 








xkxx*r 





President Won't Get Price Controls Back—We Think:— 


more immediate than the present 
situation includes. 

Also, we don’t think the Presi- 
dent expected to get these war- 
time executive controls back when 
he requested them. We suspect 
that as we approach another presi- 
dential election year both major 
parties will make statements, take 





We hope that most hardware 
men are busily engaged in get- 
ting their full share of this great 
Christmas gift market—possibly 
the greatest volume year most of 
us have known for the holiday gift 


season. 







actions, recommend things and op- 
pose others more for political con- 
siderations than for the ultimate 
good of the Nation or the world. 
It was ever thus, but we do feel 
that the requests for a resumption 
of various executive controls was 
carrying this old “every four-year 
contest procedure” too far. 





George F. Wiepert Passes at 91 
Was Dean of Hardware Men:— 


| iam presses had already started 
on this issue when word was 
received that George F. Wiepert 
had passed away at Memphis, 
Tenn., in his 92nd year. He was 
probably the oldest living hard- 
ware man still partially active 
at various hardware gatherings 
where he had been a well known 


and beloved participant for more 
than 60 years. Although he re- 
tired in 1940 as a vice-president of 
Sargent & Co., New Haven, Conn., 
he never lost interest nor contact 
with the industry. 


Mr. Wiepert was a most kindly 
gentleman and, until quite recent- 


ly, enjoyed remarkably good health 
for his advancing years. He en- 
joyed the respect, affection and 
genuine friendship of all those who 
knew him and practically all hard- 
ware men knew him. 

A more appropriate account of 
his career will appear in our next 
issue. 


“Curley” Evans Is Gone:— 


HE recent passing of G. C. 

“Curley” Evans takes from the 
HARDWARE AGE organization a 
great friend, a loyal worker and 
co-operator and a man_ whose 
more than 15 years’ association as 
a special circulation representative 
of this publication was a most 
pleasant mutual relationship. We 
will miss “Curley” and his ever 
friendly smile and unfailing good 
nature. He was a man of sterling 
character and made friends wher- 


ever he went. 


To thousands of hardware men 
who attended hardware conven- 
tions all through northwest and 
the mid-west states, the late Mr. 
Evans was a well known and wel- 
come friend. This picture of him 
at a mid-west convention is typi- 
cal of the picture which would 
come to the minds of many such 
folks. 

“Curley” Evans passed away in 
Chicago, November 7, at the age 
of 60 following a protracted ill- 
ness. 








G. C. "CURLEY" EVANS 
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Pin-tumbler and disc- 
tumbler cylinder 
padlocks; single and 
double locking; 
sturdily built; all 
sizes in a variety of 
attractive finishes. 








































Successful sales mean year-round business — bringing old 
customers back — bringing new customers in. Step by 
step you have the merchandise to do this in ILCO Lines. 


ILCO night latches 

ere noted for the 
quality of their con- 
struction, style and 
finish. 


You have quality that makes good on the job 
every time. 


You have value that will appeal to your customers. 


You have demand: each of these lines feeds a 
huge market all year ‘round. 


A good, basic line You have quick sales — “over the counter” 
suitable for drawers, ° es . 
qubinetapushenete, without need for expert salesmanship. 


desks, wardrobes, 
storage compart- 
ments and general 
utility. 


You have good turnover and a profit setup 
that makes for good business. 


Start now with GOOD DELIVERY — yes, 


we're ready to handle your orders on short 
ILCO closers have 
proved their de- 
pendability under 
constant hard us- 
age; simple, positive 
construction; var- 
ious types and sizes. 


notice. Let us help you plan for Successful 
Sales with ILCO, the successful line of 


Security Hardware. 
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A complete range 

of improved types, 

built for fast, ex- 
tremely accurate 
cutting. Key blanks 
of all types. 


SECURITY qi HARDWARE 


BRANCHES OR DISTRIBUTORS 


25 Warren St., New York 7, N.Y 
2109 Cass Ave., Detroit 1, Mich. 

555 W. Randolph St., Chicago 6, Ill. 
207 A St., Boston 10, Mass. 

506 Commerce St., Philadelphia 6, Pa. 
611 N. Eutaw St., Baltimore 1, Md. 
406 Wall St., Los Angeles 13, Cal. 

121 Second St., San Francisco 5, Cal. 
568 First Ave. South, Seattle 4, Wash. 

















Hardware Firm Cashes In 


The Kormak Hardware Co. is building sales in Valley Market 


Town, a planned shopping center in Van Nuys, Cal., where car, 


kiddie and canine parking facilities ease shopping burdens 
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Through this, the main entrance to Valley Market Town, passed 200,000 
people during its opening. Kormak Hardware has a fine location here. 


new in 
in the way of business enterprise 
has been added to Southern Cali- 
fornia’s San Fernando Valley. 
Valley Market Town—VMT—on 
the outskirts of Van Nuys is a 
brand new $2,000,000 merchan- 
dising aggregation comprising 60 
different businesses and specialty 
shops. 
The Kormak Hardware Co. is 
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an independently owned organi- 
zation banded in company with 
the other wide-awake merchants 
of VMT. It is really a name 
coined by combining the names 
of its owners, Dave Korn and 
Murray Makieve, who also own 
two other hardware stores at San 
Pedro. Calif. Besides devoting full 
effort at the VMT store, Murray 
Makieve is one the seven-man 
board of directors that governs 


the policies of VMT. 





The set-up at VMT centers 
around a main, outdoor patio 
with umbrella shaded tables for 
eating. Shops are built into rows 
on either side. The Kormak store 
occupies a strategic position with 
its main entrance directly into one 
of the well traveled avenues. 
Knowing from long experience 
that goods well displayed are half 
sold, the Kormak Hardware Co. 
puts everything into the open. As 
the big percentage of VMT cus- 
tomers are housewives, this firm 
makes a point of getting utensils 
and household appliances in full 
view. 


Built Up Displays 


Displays at Kormak’s are built 
up. Center aisles have low topped 
cabinets of natural finished ve- 
neered wood and on top are two 
or three tiers for display pur- 
poses supported by chrome, ver- 
tical tubing. 

Against either of the two wall 
areas of the store are special- 
ly built cabinets with pull-out 
drawers below, and display sur- 
faces above. They use something 
unique in the way of a sheet metal 
resembling acoustic board at a 
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on Shopping Center Traffic 





This sham type display background permits flexibility in changing holders to fit any size or shape item. 
The bottoms of the counter -holders are similarly equipped. Partitions may be moved as may be desired. 


distance. Actually the “holes” are 
stamped out squares, corner down, 
into which fit merchandise hold- 
ing arms. These arms may be 
shifted to any position to accom- 
modate displays of any tool of 
any size or shape. 

Horizontally, this same stamped 
metal is used to hold partitions 
easily changed to separate any de- 
sired quantity of smaller hard- 
ware items. Plate glass separators 
are fastened to small metal frames 
which in turn fit the square holes 
of the metal. This style of metal 
back is known as sham-type. 


A One-Stop Store 


Murray Makieve says that it 
is the firm’s sincere intention to 
stock everything that a customer 
could want or need in the way of 
hardware. This same policy also 
explains the aims of Valley Mar- 
ket Town. The intended purpose 
of VMT is to make it a one-stop 
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enterprise to accommodate all 
human needs. 

VMT is spread over an area of 
15 acres with parking space for 
1.800 cars. Never missing a bet, 


VMT will “park” the kiddies free, 


even furnishing an experienced 
“sitter.” To carry the parking 
problem to the point of finale, you 
can park Fido gratis in a sterilized 
kennel while you stop in Kormak’s 
to make a purchase. 





The paint and garden supplies are shown in another adjacent building. 
Galvanized ware and many types of housewares also are displayed here. 
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Beryle Barnett, store manager, explains paint to a customer. All items 
are plainly priced. In the paint section, color, type and price are on 
the bin tag—a time-saver for both the customer and the sales staff. 


VMT got under motion early 
last October with an opening cele- 
bation a la Hollywood with bat- 
teries of brilliant searchlights con- 
tinually sweeping the air. Of the 
200,000 who attended the four 
opening days, it’s a sute bet most 
of them walked by or into the 
Kormak Hardware Co. store. Ever 
since opening, it has been a very 
busy hardware store. 

The lines are complete in this 
store: hardware, household needs, 
plumbing supplies, paints and sun- 
dries are only a few among the 
thousands of items it supplies to 


VMT shoppers. 


Policy Pays Off 


Beryle Barnett is the establish- 
ment’s manager. Much of the 
time, Murray Makieve must be 
away digging up _ hard-to-get 
items. Making a special point of 
supplying the hard-to-get, the 
managers of the store leave no 
stone unturned in their frequent 
visits to trade sources. This pol- 
icy, though it means a lot of extra 
work, is paying off. Customers 
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who are attracted by a scarce gal- 
vanized pail will invariably see 
something else on display and the 
cash register rings up sales in 
multiple. 

Large Buyers 


Price is important in any com- 
petitive business. To meet com- 
petition, the firm buys in large 


tli : 





quantity. With two other stores 
in Southern California adding to 
the huge stock turnover at VMT, 
this firm buys big to earn the 
added discount. 


Separate Paint Section 


Separated by an open-air ave- 
nue from its main store, Kormak 
houses its paint and garden sup- 
ply departments. Catering to the 
out-door Californian who enjoys 
yard-work the year ‘round, the 
store stocks everything for garden 
work, plant growth and _insect- 
control. A complete stock of paint 
products are on hand. The own- 
ers make a point of labeling each 
store item, plus price, on the dis- 
play bin or rack. In the paints 
thus itemized, a customer can 
readily obtain needed purchase in- 
formation in the event that the 
sales force is busy with other cus- 
tomers. 

Already VMT is building more 
places to add considerably to its 
list of 60 businesses. The fever 
has caught up with the Kormak 
Hardware Co. for plans are being 
made to expand, taking in a large 
area up to the edge of a parking 
space. Here the Kormak firm will 
have extensive display room for a 
full line of appliances of every 
type. 

The policy at Valley Market 
Town is to allow only one busi- 
ness of a kind. Thus within VMT, 
the Kormak Hardware Co. is as- 
sured of exclusiveness on its hard- 
ward merchandise. 





The front is of an unconventional type and opens directly on one of 
VMT's avenues. The store display units are finished in knotty pine. 
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Here is the front view of the store. The new side entrance also has 
two display windows. Wheel goods are displayed in front of the store. 


New Farm and Appliance Section 
Increases Sales 30 Per Cent 


A NEW farm hard- 


ware and appliance room, with an 
additional side street entrance, 
which was opened a few months 
ago, has already increased busi- 
ness 30 per cent on those lines for 
the Disch Hardware & Implement 
Co., New Glarus, Wis. 

The new farm item display room 
measures 30 by 35 ft. and is at 
the rear of the store, with a wide 
archway leading from one to the 


other. In this way all the hard- 
ware store traflic can look into 
the farm store and see the items 
on display. 


Serves Large Area 


J. S. Disch and his son, Gerald, 
have developed this store in a 
town of 1,068 population into a 
fine profit maker since 1932 when 
hardware was added to a harness 
business. They now have an or- 


Separate entrance and display windows on a side 
street aid in attracting more farm customers fo 
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combined stores of Disch Hardware & Implement Co. 


ganization where 13 people are 
employed and where a large rural 
and local area is served. 

Outdoor display of farm items 
is an important factor in attract- 
ing the attention of farmers. Such 
displays are placed outside the 
front windows and promote many 
a sale. Other items are placed 

(Continued on page 120) 












Hardware Men Are Active 


Representatives of all branches of the hardware field: 
manufacturers, wholesalers and dealers, testified before 
the House Ways and Means Committee, recently, that 
their interest was not in the destruction of the Consumer 
Co-op Movement. Rather they seek to have all types of 
Co-ops taxed on the same basis as those with whom they 
are in competition. 


By GEORGE H. BAKER 


Associate Washington 
Representative of 


HARDWARE AGE 


HE nation’s hardware industry took its battle against the 
tax-exempt features of co-operatives to Congress last month and ended 
the first phase of its campaign with a majority of the tax-writing House 
Ways and Means Committee convinced that taxation of co-ops in some 
form is a “must” in its 1948 revenue program. 


Although the Ways and Means 
Committee, headed by Rep. Harold 
Knutson, R., Minn., will first devote 
its attention next year to an in- 
dividual income tax reduction bill, 
taxation of co-ops will come up for 
legislative consideration before the 
final session of the 80th Congress 
has passed the half-way mark. 
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Present outlook is for a favorable 
committee report to be issued in 
March or April recommending limit- 
ed taxation of co-operatives as a part 
of over-all revenue revision. Most 
likely outcome at this date is for 
legislation providing for taxation of 
undivided profits of co-ops. Taxation 
at other co-op levels probably will 
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Consumers Co-operatives Associated showing the net 


savings, members, equity and capital from 1931 to 1945. 





be shunted aside until a later date, 
according to Capitol Hill tax experts. 

Testimony presented to the com- 
mittee in last month’s hearings by 
the hardware industry has done 
much to bring to the attention of 
Ways and Means members the far- 
reaching effects made by tax-free co- 
operatives on private businesses. 

Rivers Peterson, managing di- 
rector, National Retail Hardware As- 
sociation, Indianapolis, in asking for 
repeal of parts of Section 101 of the 
Internal Revenue Code told the com- 
mittee this legislative change would 
afford many millions of dollars in 
taxes and would assure that tax- 
paying competitors of tax-exempt 
corporations would be more fairly 
treated. 

Mr. Peterson informed the com- 
mittee that his association represents 
an affiliation of 37 state and regional 
associations with more than 20,500 
members located in every state. Text 
of his remarks to the committee, in 
part, follows: 

“We are keenly conscious of the 
huge debt of the United States, of 
the heavy budget for current ex- 
penses and of the commendable de- 
sire of the members of Congress to 
reduce both the debt and the tax 
burden of the individual and cor- 
poration. 

“We believe these ends may be 
partly attained by removing the tax 
exemptions now enjoyed by many 
corporations by reason of the provi- 
sions of various paragraphs of Sec- 
tion 101 of the Internal Revenue 
Code, thus requiring such corpora- 
tions which now pay no taxes to 
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EDITOR'S NOTE:—As this issue 
of HARDWARE AGE goes to 
press the Co-op hearings are still 
in progress. As supplementary in- 
formation becomes available it 
will be published in subsequent 
issues. 


make some contribution toward the 
maintenance of the Government. 

“Not only will many millions of 
dollars of taxes be obtained through 
this change but the tax-paying com- 
petitors of these tax-exempt corpora- 
tions will be more fairly treated. 

“I wish to direct the attention of 
this committee to the following re- 
solution which was unanimously 
adopted at the annual Congress of 
the National Retail Hardware As- 
sociation held in Cleveland, Ohio. 
June 16-19, of this year: 

“*That the National Retail Hard- 
ware Association reiterates its posi- 
tion that cooperative organizations 
engaged in business in competition 
with taxpaying businesses should be 
taxed on their incomes on the same 
basis as the taxpaying businesses 
with which they compete. To the 
end that such legislation shall be 
clear and unmistakable, we urge that 
it incorporate the following principle 
and provision: 

“*]. That no exemption from fed- 
eral income tax may be allowed to 
any person, firm, corporation or 
organization of any type or char- 
acter on its profits resulting from the 
operation of any business of the 
same kind and character as that 
conducted by any type which does 
pay federal income tax on its profits. 

“*2. That for the purpose of fed- 
eral income taxation, ‘profit’ shall be 
defined and construed to mean the 
difference between the production or 
purchase cost of a service or com- 
modity plus usual business expenses 
and the receipts from the sale of 
such service or commodity.’ 
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In Co-op Tax Exemption 





Hearings at Capitol 


“We recommend for your con- 
sideration by this resolution adop- 
tion of the principle that no corpora- 
tion shall be granted tax exemption 
if it is engaged in business in com- 
petition with a corporation, or corpo- 
rations, which do pay federal income 
taxes. 

“If this principle is written into 
the new tax law, my own organiza- 
tion, the National Retail Hardware 
Association, will for the first time in 
its 46 years of existence be required 
to pay income taxes on its earnings. 

“The National Retail Hardware 
Association is truly a non-profit cor- 
poration because its earnings cannot 
possibly innure to the benefit of any 
individual. It is specifically exempt 
under Section 101.7 of the Internal 
Revenue Code. However, a consider- 
able portion of the revenue received 
by this association is derived from 
advertising in the publication it is- 
sues. This publication is in com- 
petition with others that are owned 
by tax-paying corporations. 


“If the recommendation I have 
just made to your committee is 
adopted and made a part of the new 
tax law, not only will the National 
Retail Hardware Association but 
also a number of other associations 
which now enjoy tax exemption will 
be required to pay their part toward 
the maintenance of our Government 
and the reduction of our war debt. 

“And now, having made a recom- 
mendation that will put our own 
house in order—tax-wise—I wish to 
devote the remainder of my testi- 
mony to the taxation of co-opera- 
tives. In this I wish to include not 


NOTE: The accompanying charts were 
submitted to the Ways and Means Com- 
mittee by the National Tax Equality 
Association. They are taken from the 
NTEA publication, "The Facts in the ; 
Matter.” 
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“Our recommendations in- 
clude complete taxation of 
hardware and other whole- 
sale co-operatives owned by 
business men." 

—Rivers Peterson 


Go U- 


only the farmer co-operatives which 
are exempt under Section 101, but 
also thuse co-operatives which are 
nut sv exempt but which escape pay- 
ment of income taxes on the major 
portion of their earnings because 
of a Treasury ruling that the 
amounts paid out by these co-opera- 
tives as patronage dividends are not 
subject to taxation. 

“Our recommendations include 
the complete taxation of hardware 
and other wholesale co-operatives 
owned by business men. Mention 
will doubtless be made of them by 
the co-operative proponents who op- 
puse the tax program we recom- 
mend. 

“The farmer co-operatives have 
repeatedly claimed that our efforts 
to have them required to pay in- 
come taxes are intended to put them 
out of business. If the payment of 
federal income taxes by these co- 
operatives will put them out of busi- 
ness it means that they exist only by 
the grace of a tax subsidy granted by 
the Government. I submit that it is 
neither democratic nor fair to sub- 
sidize one competitor against an- 
other and these co-operatives are 
definitely in: competition with tax- 
paying organizations. 


Earnings Are Profits 


“Co-operative proponents have 
claimed that these corporations can- 
not be taxed because they make no 
profits. Despite these claims those 
co-operatives which are not exempt 
under Section 101 do pay income 
taxes on at least part of their earn- 
ings and these earnings are certainly 
regarded by them and by the Trea- 
sury as profits.” 

In order to properly discuss this 
claim, I wish to distribute to the 
members of the committee copies of 
a chart showing the organization of 
co-operatives in the state of Indiana. 
Very similar organization conditions 
exist in most of the other states. An 
ijlustration of this chart is shown on 
page 87 of this article. 

“What actually happens in the co- 
operative is exactly the same that 
happens in other types of concerns. 
They buy and sell a wide variety of 
merchandise at widely varying 
margins of profit. In addition, they 


derive income from other sources. At 
the end of the year the accounts are 
totaled and the books balanced. 
What is left of income in excess of 
expense is distributed. In the or- 
dinary corporation the largest share 
goes to the individual who owns the 
largest amount of stock. In the co- 
operative the largest share goes to 
the patron who has purchased the 
most merchandise. In either case the 
largest share of the earnings goes to 
the individual who has put up the 
most money. And in both cases, 
regardless of what it may be called, 
there has merely been a distribution 
of profits. 





RIVERS PETERSON 
Managing Director NRHA 


“We ask that the Congress in its 
new tax bill provide that the excess 
of income over expense as shown by 
the annual statements of corporations 
be considered, and taxed, as profits. 

“When Congress first granted tax 
exemption to farmer co-operatives 
they were small local concerns. To- 
day that situation has_ entirely 
changed. In most instances the local 
co-operatives are members of large 
wholesale co-operatives which, in 
turn, own, either wholly or partly, 
producing corporations. Though they 
are amply able to pay federal income 
taxes, these co-operative corporations 
escape payment at all three levels at 
which their competitors have to pay. 

“In this connection I wish to call 
attention to the language of Section 
101.12 which exempts: 

“‘Farmers, fruit growers’ or like 
associations organized and operated 
on a co-operative basis (a) for the 
purpose of marketing the products 
of members or other producers, and 
turning back to them the proceeds 
less the necessary marketing ex- 
penses, on the basis of either the 





quantity or the value of the products 
furnished by them, or (b) for the 
purpose of purchasing supplies and 
equipment for the use of members or 
other persons, and turning over such 
supplies and equipment to them at 
actual cost, plus necessary ex- 
penses.” 


Nothing on Wholesaling 


“This section says specifically 
‘purchasing supplies and equip- 
ment.’ It says nothing about whole- 
saling or producing. Yet co-opera- 
tive corporations enjoying this ex- 
emption are engaged in both activi- 
ties. In fact, some of them enjoy- 
ing the exemption are engaged in 
exporting to foreign countries. 

“Bulletin 859, ‘Development in 
Consumers Co-operative Movement 
in 1945’ issued by the U. S. De- 
partment of Labor says, on page 21. 

“Shortly after VE-Day the co- 
operative movement in Sweden or- 
ganized a national petroleum co- 
operative. One of the first acts of 
the association was to order from 
the Consumers Co-operative Associa- 
tion (Kansas City, Mo.) 150,000 gal- 
lons of lubricating oil. Later in the 
year, the French co-operative move- 
ment ordered from CCA 2,175,000 
gallons of motor oil.’ 

“Finally, what would be the effect 
on the individual farmer member of 
a co-operative if it were required to 
pay federal income taxes on its en- 
tire earnings? 

“According to the ‘Handbook on 
Major Regional Farm Supply Pur- 
chasing Co-operatives 1944 and 1945’ 
issued as miscellaneous report No. 
102 by the Farm Credit Administra- 
tion in September, 1946, eighteen 
major regional farm supply co-oper- 
atives had combined total earnings 
in 1945 of $17,791,757. 

“If these co-operatives had been 
required to pay federal income taxes 
on these earnings at the current rate 
of 38%, the Government would have 
received $6,760,867. 

“Now, according to this same re- 
port, these 18 co-operatives serve a 
total of 2,234,000 patrons. So the 


oo 


“If the payment of federal in- 
come taxes by these co-opera- 
tives will put them out of 
business it means that they 
exist only by the grace of a 
fax subsidy granted by the 
Government .. . it is neither 
democratic nor fair to subsi- 
dize one competitor against 
another." 

—Rivers Peterson 
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payment of these $6,760,867 to the 
Government as taxes wuuld have cost 
each of these patrons, on the aver- 
age, $3.03. Certainly this amount is 
nothing for the farmer, or for Con- 
gress, to worry about. 


Amply Able to Pay 


“These co-operatives are amply 
able to pay federal income taxes. In 
justice to their tax-paying competi- 
tors, we cluim they should be re- 
quired to do so. And we also feel 
that they should be required to pay 
for exactly the same reason as that 
given by Justice Frankfurter in a 
case where the State of New York 
was endeavoring to escape payment 
of taxes by a mineral water concern 
which it owned. In that case, Justice 
Frankfurter said: 

“*You may carry out your own 
notions of social policy in engaging 
in what is called business. But you 
must pay your share in having a na- 
tion which enables you to pursue 
your policy.’” 

Chairman Knutson congratulated 
Mr. Peterson “as the first man to 
appear before this committee who 
wished to be taxed.” In question- 
ing, he asked Mr. Peterson whether 
he believed patronage dividends 
should be taxable. 

“I believe they should be taxable 
because in the early days co-ops 
were small organizations, but today 
they are big corporations and re- 
ceive their incomes from other 
sources,” Mr. Peterson replied. 

Mr. Knutson asked, “Do you con- 
tend that co-ops have any advantages 
over their competition, aside from 
tax exemption?” 

“No,” Mr. Peterson _ testified. 
“We're willing to take our chances.” 

Representative Walter A. Lynch. 
D., N. Y., asked Mr. Peterson what 
would happen if co-ops suld hard- 
ware items “at less than the list 
price.” 

“That’s a co-op threat,” Mr. Peter- 
son replied. ‘We aren’t worricd 
about that. Their savings are so in- 
significant there would be no induce- 
ment to the farmer to go out of his 
way to patronize the co-op. The in- 
ducement only amounts to 1% per 
cent to 3 per cent.” 

Seth Marshall, president of 
Marshall-Wells Company, operators 
of wholesale hardware establish- 
ments in Minnesota, Montana, Wash- 
ington and Oregon, warned the com- 
mittee of the tremendous cost of 
European rehabilitation to the U. S. 
and declared that if co-op patrons 
understood the _ situation, they 
“would much prefer to have the co- 
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110,000 Patrons 
| 


Own 


86 County Farm Bureau 
Co-operatives 


Which Own 


The Indiana Farm Bureau 
Co-operative Association 
Wholesale 


Which Also Owns 
Has Invested 


Oil Refinery and Oil 
Well Development 17,500 
bbi Storage Terminal $1,055,279 


Farm Bureau Oil Co., Inc. 
(Oil pipe line operator) 81,057 


Farm Bureau Lumber Corp. 238,000 


Crabb-Reynolds-Taylor Co. 


(Seed plant & feed mill) 704,807 


Jointly Owns With 
Other Regional Co-operatives 


Has Invested 


National Farm Machinery 
Co-operatives, Inc. $328,000 


Clover Darby Coal Co. 50,000 


International Lumbering 
Association, Limited 
Stock 50,000 
Bonds 153,182 


United Co-operatives, Inc. 192,900 


Farm Bureau Building 
Co-operative 70,500 


Co-operative Mill, Inc. 


Form Bureau Chemical 
Co-operative 52,000 


Farm Bureau Serum Corp. 


Farm Bureau Printing 
Corporation 21,000 


Co-operative Plant 


Foods, Inc. 158,800 


National Co-operatives, 
Inc. 46,900 


Farm Bureau Milling Co. 77,800 








ops pay their fair share of the tax 
luad instead of having individual 
taxes increased.” 

Mr. Marshall’s statement to the 
committee fulluws: 


Seth Marshall Testifies 


“Our main business, apart from a 
division that sells industrial supplies, 
is supplying independent retail hard- 
ware merchants throughout the 





northwestern states. We have no 
financial interest in any of these 
stores, but we are vitally interested 
in their success. 

“It is our belief, after studying 
and comparing every form of lard- 
ware distribution we know of, that 
au independent retail hardware mer- 
chant, working with a wholesaler 
like ourselves, can develop a mer- 
chandising service that will deliver 
to consumers in the average farm 
town the kind of merchandise the 
customers want, when they want it. 
at a price they are willing to pay. 
We believe further that such a mer- 
chant can successfully meet all com- 
petition, regardless of size, provided 
he and his competitors are operating 
on an equal tax base. In our busi- 
ness and in the operations of the 
merchants we serve, federal taxes 
today are a major expense, and we 
believe they will be for a long, long 
time. 


From Small Beginnings 


“Most of our dealers start from 
small beginnings, with lifetime sav- 
ings of perhaps $5,000 to $10,000 to 
invest in the business. Usually they 
put in all of their capital to finance 
permanent capital structure, and 
count on getting temporary loans 
from a local banker. 

“If merchants like these are go- 
ing to take care of their customers, 
they must have merchandise in stock 
that their customers want. That 
means inventory, and in towns of 
from one up to three or four thou- 
sand population in farming territory 
the inventory required to do a satis- 
factory job amounts to $15,000 to 
$30,000. A man who starts off with 
$7,000 or $8,000 in inventory has to 
put all of his earnings above a rea- 
sonable salary back into his business 
to assure ultimate success. 

“If this merchant’s competition is 
another independent dedler, opera- 
ating on the same tax basis as he is, 
then he has a fighting chance to 
make good. But if his competitor 
across the street can put all his carn- 
ings back into the business because 
he pays no federal income tax, while 
our man has to pay present income 
tax rates on every dollar that he 
makes, there is no question as to 
what is going to happen. The tax- 
subsidized business is going to grow 
much faster than the independent 
taxpayer. That is the situation that 
a good many of our dealers face to- 
day and they are worried. 

“Consumer co-ops, selling hard- 
ware in farm towns, are expanding 
rapidly, and they will continue tw 
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“Consumer co-ops, _ selling 
hardware in farm towns, are 
expanding rapidly, and they 
will continue to expand rap- 
idly as long as they pay no 
income taxes on their earn- 
ings. Co-ops all want to ex- 
pand just like private busi- 
ness does and the bigger the 
co-ops get the more they 
want to expand." 

—Seth Marshall 
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expand rapidly as long as they pay 
no income taxes on their earnings. 
Co-ops all want to expand just like 
private business does, and the bigger 
the co-ops get the more they want 
to expand. 

“In the town of Superior, Wis.. 
the directors of the Central Co-opera- 
tive Wholesale voted a year ago to 
pay no more cash dividends. They 
decided that their expanding busi- 
ness required that all of their earn- 
ings be put into working capital— 
and these earnings pay no federal 
income tax. 

“It is reported that the Central 
Co-operative Wholesale did nearly 
$9 million in business last year and 
made a net profit of $270,000, all of 
which was invested in their business. 
No federal income tax was paid, and 
$102,000 in taxes—the amount that 
a regular corporation would have 
paid on similar earnings—was lost 
to the Treasury. 


Is Not Fair 


“That is not fair to the inde- 
pendent, taxpaying merchant. Our 
Government needs a lot of money to 
pay the costs of the war we have just 
been through, and it is going to con- 
tinue to need a lot of money if we 
are going to support Western Europe 
through a period of rehabilitation. 
Someone ‘has to pay those taxes— 
and if profit-making business does- 
n't pay a big proportion of them. 
then individuals will have to pay a 
lot more than they do now. That 
includes the people who trade at the 
co-op stores and think they are mak- 
ing a saving in their purchases of 
hardware and other supplies. If 
‘they understood the situation, I be- 
lieve they would much prefer to have 
the co-ops pay their fair share of 
the tax load instead of having indi- 
vidual taxes increased. 

“Previous to the present high rate 
of taxes, efficient co-ops made money, 
and grew, and served their customers 
on a satisfactory basis. Their growth. 
town by town, depended pretty much 
on how good they were as against 





their opposition, the independent 
merchant. In some places, the co-op 
went broke. In other places, the in- 
dependent merchant went broke. 
Either one had to be a good mer- 
chant to survive. They had to give 
good service and deserve their cus- 
tomer’s support. That is all we ask 
for ourselves and our customers to- 
day—an even break. 

“In asking for tax equality we are 
not fighting co-ops, as co-ops, any 
more than we are fighting the growth 
of syndicate stores. 

“In addition to the co-op com- 
petition that our retail customers 





SETH MARSHALL 


President 
Marshall-Wells Co. 


face, our own company has whole- 
sale co-op competition. The Hall 
Hardware Company, of Minneapolis, 
is owned 100 per cent by retail hard- 
ware dealers. It was established in 
1913 by 33 retail hardware dealers. 
It now acts as the buying organiza- 
tion for some 500 dealers in west- 
ern Wisconsin, Minnesota, northern 
Iowa, North and South Dakota and 
western Montana. Its capitalization 
is $2,800,000. 

“The Hall Hardware Company 
has been very successful—but its 
growth has resulted largely from the 
fact that it pays no federal income 
tax on its earnings. Instead, like 
other co-operatives, it pays its earn- 
ings to its member-customers in 
patronage dividends. Also like most 
other co-operatives, it does not pay 
those patronage dividends in cash, 
but in preferred stock. 

“Now it may be that when this 
preferred stock is cashed in—as it 
is supposed to be under a revolving 
fund plan—the Hall dealers pay in- 
come tax on it — I couldn’t know 
about that. I do know that in normal 
times, a good many Hall dealers. 





like a good many other retailers, in 
all lines, don’t make money—and 
when that happens, even though they 
might cash their preferred stock 
patronage dividends, they wouldn’t 
have any income tax to pay. Then 
the Federal Government wouldn’t 
collect a penny of taxes from Hall 
Hardware Company earnings, either 
from the company itself or from the 
recipients of its patronage dividends. 


Tax a Burden 


“On the other hand, our company 
has to pay income tax every year on 
our own earnings, and the retailers 
who buy from us also pay income 
taxes on their earnings. That’s a big 
disadvantage to us. We need money 
to expand our business, and we be- 
lieve our best policy is to only ex- 
pand as fast as we have earnings 
that will take care of the expansion. 
Therefore, the Federal income tax of 
38 per cent is a tremendous burden. 
We are willing to carry our share of 
this load, but we believe our com- 
petition should also. 

“According to the last financial 
statement we have seen, Hall Hard- 
ware did a volume of $12,922,199 in 
the year ended December 31, 1946. 
as against $7,780,193 in 1945. Net 
earnings on 1946 operations amount- 
ed to $938,000, of which $60,000 was 
kept to pay a 5 per cent dividend on 
outstanding preferred stock and 
$878,000 was paid out as a patron- 
age dividend in preferred stock of 
the company. 

“As a co-operative, the Hall Hard- 
ware Company’s only apparent in- 
come-tax liability is on this amount 
paid out as dividends on stock. In 
1944, the indicated income tax 
amounted to $29,479 and in 1945 to 
$34,505. How much income tax 
liability the company had in 1946 is 
not available, but it may be esti- 
mated at perhaps $25,000 at the 
present corporate rate of 38 per cent. 

“But here’s the pay-off: A taxpay- 
ing corporation making the same 
profit that Hall Hardware made in 
1944 and 1945 would have paid into 
the Federal Treasury each year more 
than $300,000 at the average war- 
time rate of 65 per cent, and in 1946 
when the rate had dropped to 38 
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" ... The federal income tax 
is a tremendous burden. We 
are willing to carry our share 
of this load, but we believe 
our competition should also." 

—Seth Marshall 
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per cent, the income tax would have 
amounted to nearly $400,000 on the 
vastly increased business volume 
done in that year. 
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“A well managed business en- 
terprise, whether a co-op or 
an independent operation, 
needs no Government subsidy 
to be successful." 

—Seth Marshall 
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“In all the farming territory we 
serve—and we believe this situation 
is general through all the farming 
regions of the U. S.—it now takes 
as many people in a farm town to 
serve the farmers as there are people 
actually living on the farms. In 
other words, if they are 1,000 to 
1,500 people on the farms in a com- 
munity, it would take from 1,000 to 
1,500 people in the community to 
serve them. That’s because of the 
high degree of mechanization on 
farms today. 

“All of the people in these farm 
towns, whether they own their own 
little businesses or whether they are 
managers of branches of some larger 
companies, like elevator companies. 
have to make money. They have 
to give adequate service to their com- 
munities to entitle them to their share 
of the business. 

“Town has to compete against 
town. Good roads are everywhere. 

“Every business man in these 
country towns, which comprise one- 
half of the population in farm ter- 
ritories, pays a federal income tax 
if he makes money. The only ex- 
ception is the co-op. Every one of 
these farm town business men de- 
serves tax equality. In fact, he must 
have tax equality if he is going to 
survive. 

“A great many of the farmers who 
deal with co-ops believe that the co- 
ops should pay equal taxes with 
their independent competition. I my- 
self believe that if the sponsors of 
the co-ops wish to get a maximum 
efficiency out of co-op management, 
the quickest way for them to get it 
would be to make the co-ops pay 
their fair share of taxes and prove 
that their method of distribution is 
better than that of private profit 
making dealers. 

“A well-managed business enter- 
prise, whether a co-op or an inde- 
pendent operation, needs no Govern- 
ment subsidy to be successful. A 
great many misstatements have been 
made concerning our fight for equal 
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taxation. To read and listen to some 
of the big leaders in the co-op move- 
ment you would think that private 
business men were trying to destroy 
the co-ops through having them pay 
equal taxes. 

“Maybe we business men who have 
been carrying the past-tremendous 
tax load and the present substantial 
one would think the same as these 
co-op leaders if we had not learned 
how to bear these large taxes and 
still keep going, but we know by 
experience that we can pay taxes and 
grow reasonably — and there’s no 
reason why the co-ops can’t do the 
same. Actually they should be forced 
to do so. 

“At a time when the expense of 
Government is so large, and taxes 
are such a burden, we business men. 
whether large or small, should have 
tax equality with competitors who 
last year are estimated to have done 
a volume of $13 billion, and who 
openly boast that in a few years 
more will do a national volume of 
$25 to $50 billion.” 


Wiggins Makes Statement 


Under Secretary of the Treasury 
A. L. M. Wiggins, in presenting the 
Administration’s views on co-opera- 
tives, dodged the tax-exempt con- 
troversy. “I am not prepared to 
make specific suggestion for the re- 
vision of the tax treatment of farm 
marketing and purchasing co-opera- 
tives pending completion of our 
study of other tax-exempt organiza- 
tions,” he testified. 

Eight studies are in various stages 
of revision and are expected to be 
completed at different times within 
the next three months, Mr. Wiggins 
said. These are: capital gains and 
losses, depreciation, excise taxes on 
tobacco, liquor taxes, excise taxes 
on household appliances, excise taxes 
on amusements, .excise taxes on 





radios, phonographs, phonograph 
records and musical instruments, and 
allowance for life insurance premi- 
ums and other forms of savings. 
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"We have no_ complaint 
against the inherent philoso- 
phy of co-operative organiza- 
tions as originally conceived." 

—Gustav C. Klippel 
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Eight additional studies are in less 
advanced stages of development and 
are expected to be completed during 
the second half of this fiscal year. 
Mr. Wiggins stated. These _in- 
clude exempt corporations, other 
than farm associations; excise 
taxes; excise tax discrimination be- 
tween imported and domestic goods 
and American corporations doing 
business abroad. 

Newell L. Lilenquist, of Tremen- 
ton, Utah, disabled war veteran and 
independent farm equipment dealer. 
told the committee that the gradual 
encroachment of tax exempt co-ops 
is a direct threat to all fields of 
business. 

Mr. Lilequist testified that he ran 
into unfair co-op competition when 
he tried to sell farmers in his area 
a prominent line of milking ma- 
chines. He found that the local 
Farm Security manager recommend- 
ed to farmers that they buy a milker 
which was being manufactured and 
handled by the local co-op, indicat- 
ing that if they would do so, the 
proper financing would be arranged 

“Upon running into this situation 
a number of times,” he said, “I ap 
proached the manager of the Farm 
Security Administration to protest 
his sponsoring, through such indirect 
pressure, the sale of a competitive 
product. This man was an employee 
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of the Government, paid by taxpay- 
ers like myself, yet he was working 
for a co-operative which paid no 
taxes. In his work, he was tearing 
down the business I was trying to 
build—a tax-paying business.” 

The National Tax Equality As. 
sociation, of Chicago, pointed out in 
its statement to the committee that 
“co-operatives have ambitious plans 
for expansion and on occasion their 
statements tell of hopes for eventual 
contro] of the nation’s trade and in- 
dustrv.” 

“Co-operatives frequently attempt 
to defend their legal and administra- 
tive advantages on the ground that 
their form of business is an effective 
means of combatting monopoly,” the 
association continued. “The demon- 
strable fact of the matter, however, 
is that many cooperatives are them- 
selves virtual monopolies, either na- 
tionally or sectionally, and that their 
expressed aims, if accomplished, will 
lead to a greater and greater concen- 
tration of business in their hands.” 

“Equality of justice under the law 
and equality of opportunities among 
businessmen are dependent upon 
equality of taxation,” the association 
declared. The association suggested 
a two-point program as its remedy 
for present tax inequities: 

1—Section 101 (12) of the Inter- 
nal Revenue Code must be repealed, 
thereby terminating the legal tax ex- 
emption of farmer co-operatives and 
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“In reality what difference 
does it make how much we 
quibble over the terms ‘prof- 
its' or ‘earnings’ or ‘over- 
charges’ or ‘refunds’ or ‘pa- 
tronage earnings'?" 
—Gustav C. Klippel 
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their right to accumulate tax-free re- 
serves for “any necessary purpose,” 
as permitted under the present law. 

2—Corporate income subject to 
the federal income tax must be spe- 
cifically defined in the Internal Reve- 
nue Code to include “patronage divi- 
dends” in any form, thereby termi- 
nating Treasury rulings which per- 
mit their exclusion or deduction 
from taxable income. 

Gustav C. Klippel, credit manager 
of the Van Camp Hardware & Iron 
Co., Indianapolis, told the commit- 
tee the National Association of 
Credit Men, of which he is a mem- 
ber, has “no quarrel with co-opera- 
tives as such.” 

Mr. Klippel’s testimony, in part, 
follows: 

“We have no complaint against 
the inherent philosophy of coopera- 
tive organizations as originally con- 
ceived. But we do protest the new 
philosophy created by these organi- 
zations themselves, in their lust for 
economic power. 

“Our association is a co-opera- 
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tive. Henry H. Heimann, executive 
manager of the National Association 
of Credit Men, recently stated: ‘Our 
association is the oldest co-operative 
in the United States that I know of. 
However, in view of the fact that this 
may be brought to your attention let 
me say this: that which is purely 
educational, legislative-wise, and of 
a general research character is co- 
operative, but on that which com- 
petes with business we make returns 
and pay taxes.’ 

“By our own actions we demon- 
strate the policy that we believe to 
be fair and equitable. We make re- 
turns and pay taxes on that part of 
our activity in which we compete 
with other businesses. 

“The competitive feature of the 
tax-favored status of co-operatives is 
of prime importance to business to- 
day. When federal income tax ex- 
emption of co-operatives was orig- 
inally granted, these small associa- 
tions composed primarily of local 
groups of farmers held little com- 
petitive advantage over regular busi- 
nesses. The 2 per cent tax rate in 
effect at that time was such a smal] 
subsidy that regular private business 
could overcome it through more efh- 
cient operating methods. The truth 
of this statement is brought out by a 
comparison of the growth of co-oper- 
atives with the increase in federal 
income tax rates. This tax advan- 
tage was particularly important to 
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the co-ops during the war when reg- 
ular corpurate business was paying 
up to 80 per cent of earnings in in- 
come and excess profits taxes. Dur- 
ing this same war period many co- 
operatives withheld for expansion 
purposes all of their earnings—tax 
free. 

“Today, these Government-subsi- 
dized co-vperatives are a big factor, 
and Congress is wise to review the 
past and anticipate the future. The 
average businessman is wondering 
about the possibility of his paying 
an increasing share of the cost of 
current government expenses and 
national debt reduction, with more 
and more of the available business 
of the country going to competitors 
who pay no share of either. 

“Twenty-five years ago the effect 
of this subsidy to co-operatives 
caused a little disturbance to our 
profit economy and business system 
as a pebble cast into the ocean. To- 
day that pebble has become a really 
gigantic mountain and the disturb- 
ance is felt from shore to shore. 

“I am convinced that it is felt 
quite keenly, because in my every- 
day work I am in direct or indirect 
contact with about 15,000 businesses 
in the territory my company serves 
as a wholesale distributor of hard- 
ware and many allied lines. I know 
the effect of the tax burden on their 
financial structure. I have analyzed 
thousands of their balance sheets 
and know how difficult it is for them 
to add to their capital by plowing 
back the nominal net profits result- 
ing from their year’s operations. 

“Wher corporations are given the 
opportunity to plow back the entire 
excess of income over outgo, whether 
it be called profits, earnings, or by 
some other name, with no obligation 
to pay federal taxes for the support 
of the government which guards and 
protects their rights and liberties 
and provides the favorable atmos- 
phere and environment in which they 
do business, these corporations will 
naturally grow by leaps and bounds 
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“The small businessmen of 
America, who stand to lose 
most by the continuation of 
tax inequality, urge this com- 
mittee to revise the Internal 
Revenue Code, so as to put 
all business on the same in- 
come tax basis. This will re- 
move the unfair competitive 
advantages ... and will also 
materially increase revenue 
to the treasury.” 

—Arthur W. Kimball 
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“It seems more reasonable 
than fantastic, therefore to 
bring into our thinking the 
proposition that for every 
dollar of sales diverted from 
private enterprise into co-op- 
erative channels the Govern- 
ment loses 4-77/100 cents in 
tax income." 

—Gustav C. Klippel 
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and, as has actually happened, soon 
become big business semi-monopolis- 
tic in character, and possessed of the 
power and resources to ultimately 
tear down and destroy a free market. 

“The tenet of the co-operatives 
that they have no profits, but merely 
refundable overcharges which are 
theoretically distributed to their 
members or stockholders, carries lit- 
tle weight in the minds of the rank- 
and-file business interests of this 
country when what they see differs 
so greatly from what they hear. 

“Effurts made to require the co- 
ops to pay income taxes are met by 
claims that these are efforts to put 
the co-ops out of business. And 
while they publicly deplore subsidies 
and special privileges, they continue 
to seek to preserve the special privi- 
leges under which they themselves 
have prospered. 

“If the payment of federal income 
taxes will put them out of business 
then the co-ops contribute nothing to 
the general economic good, benefit 
only the few by virtue of the Govern- 
ment subsidy, and by this special 
privilege are elevated into a superior 
position in competition over other 
tax paying organizations. 

“Deleting the word-play in the ar- 
gument of the co-operatives and 
judging by the actual results rather 
than the theoretical presumptions of 
their case, one must realize that this 
new kind of business venture is put- 
ting a noose about the neck of free 
enterprise. Year by year the rope is 
tightening with the death of private 
taxpaying enterprise the ultimate re- 
sult that is avowedly sought. 

“Is it any wonder that such a mul- 
titude of taxpaying individuals and 
corporations raise their voices in pro- 
test over such an inequitable tax pro- 
gram as will sponsor and promote 
the mushroom growth of such cor- 
porations as the Indiana Farm Bu- 
reau Co-operative Association in my 
home state? Compare it with one 
of the long-established, taxpaying 
enterprises wih which this co-opera- 
tive is in direct competition. 

“The Van Camp Hardware & Iron 
Co. has operated successfully for the 


past 70 years under the established 
rules of fair competition in a free 
market. As a taxpaying corporation 
it has paid its proper share toward 
the expense of local, state, and fed- 
eral government. Modest earnings 
have been added to surplus and capi- 
tal facilities increased thereby, while 
building an enviable reputation with 
the approximately 15,000 dealers 
served in five midwestern states. 

“The business operations of the 
Van Camp Hardware & Iron Co. 
may be briefly defined as the whole- 
saling of farm tools and supplies, 
builders’ hardware, furnaces and 
stoves, plumbing, electrical and mill 
supplies, automobile accessories, 
paints and glass, harness, radios, 
household hardware, dairy and poul- 
try equipment, electric refrigerators, 
sporting goods and guns and ammu- 
nition. Sales are made to retail 
stores throughout the aforementioned 
territory on the usually accepted 
terms of 2 per cent cash discount, 
10 days, net 60 days. Products sould 
are purchased from _ recognized 
manufacturers. 

“Compare this, please, with the 
method of operation of the Indiana 
Farm Bureau Co-operative Associa- 
tion. They manufacture, produce or 
buy wholesale farm supplies and 
equipment, building fixtures and 
supplies, poultry equipment, print- 
ing and printing supplies, dairy sup- 
plies, electrical equipment and ap- 
pliances, paints and supplies, house- 
hold equipment, furnaces and stoves, 
insecticides, insurance and many 
others. Sales are made to separately 
incorporated county farm bureau or- 
ganizations, usually on terms of cash 
upon receipt of invoice. 

“Though the Van Camp Hardware 
& Iron Co. does not sell the same 
customers as the Indiana Farm Bu- 
reau Co-operative Association, the 
co-op never-the-less provides compe- 
tition for us... at the retail level 
where the local hardware dealer who 
utilizes our organization as his sup- 
plier is in direct competition with 


“Federal tax subsidies given 
to this form of business (co- 
operatives), is an unjustifiable 
discrimination against other 
segments of the American 
system of free enterprise, 
creating a definite threat 
against the continuation of 
the profit system. It is an- 
other long step toward so- 
cialization of business.” 
—Arthur W. Kimball 
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the local co-operative supplied by 
the state farm bureau co-op. As the 
co-operative takes over more and 
more business at the local level, 
there is less and less for the local 
hardware merchant and wholesale 
suppliers such as Van Camp. Our 
contention, and that of the local 
hardware dealers, is that at both 
levels the co-operative, selling hard- 
ware has a great competitive advan- 
tage by virtue of co-op ability to 
avoid all or nearly all federal income 
taxes. 


“The Indiana Farm Bureau Co- 
operative Association was organized 
in 1922 and incorporated under In- 
diana laws with authorized capital of 
$10,000. The capitalization has been 
subsequently changed several times. 
As of Dec. 31, 1946, $3,414,700 of 
common stock and $2,227,100 of pre- 
ferred stock were outstanding. Oper- 
ations have expanded greatly in re- 
cent years. From Dec. 31, 1944 to 
Dec. 31, 1946, the investment or net 
worth increased from $2,655,903 to 
$7,410,718—a net increase of $4,- 
754,815 or approximately a 200 per 
cent increase of net worth in a two- 
year period, as a result of the rein- 
vestment of these so-called refund- 
able overcharges. 


Comparing Taxes 


“The Indiana Farm Bureau Co- 
operative Association net sales for 
the year ending Dec. 31, 1946, were 
$25,931,097. The net profits, or the 
amount left of income in excess of 
expenses, was tax-exempt under Sec- 
tion 101. Upon the same volume of 
business, with the proper assump- 
tion that executive and administra- 
tion expenses would remain fixed, 
the Van Camp Hardware & Iron Co. 
would have paid taxes into the Fed- 
eral Treasury in the approximate 
amount of $1,238,000 for the same 
year. It seems more reasonable than 
fantastic, therefore, to bring into our 
thinking the proposition that for 
every dollar of sales diverted from 
private enterprise into cooperative 
channels the Government loses 
477/100 cents in tax income. 


“Van Camp Hardware & Iron Co.. 
a federal taxpayer, sells to retailers 
who are also taxpayers, all doing 
business under the rules of the game 
as recognized in our system of pri- 
vate enterprise. The Indiana Farm 
Bureau Cooperative Association, ex- 
empt from federal taxation, sells to 
affliated Farm Bureau co-operatives. 
likewise exempt from federal taxa- 
tion, all doing business under an en- 
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“Many co-ops now are million 
dollar corporations doing 
business over a wide geo- 
graphical area . . . During 
the war years as much as 80 
per cent of a regular corpor- 
ation's profit went to the 
Federal Government in_ in- 
come and excess profits taxes. 
Even now regular corporate 
business supports its Federal 
Government by paying in 
taxes from 21 to 38 per cent 
of profits." 

—Judge Frank K. Sims, Jr. 


ay @ ol 


tirely different set of rules, recog- 
nized only by this new business 
order. 

“Is the underlying philosophy 
really one of destruction of the profit 
system? Murray D. Lincoln, head of 
the Farm Bureau Co-operative, at 
Columbus, Ohio, has made very defi- 
nite statements to that effect. If it 
is the intent of Congress to continue 
the subsidy favoring co-operatives 
and make possible their continued 
expansion from semi-monopolistic to 
monopolistic status, to aid in pro- 
moting the philosophy expressed by 
Murray D. Lincoln, to the end that 
private enterprise as we know it 
shall be destroyed, then in fairness 
an entirely new set of rules should 
be adopted so that fair play will be 
required of every business enter- 
prise. 

“In reality what difference does it 
make how much we quibble over 
the terms ‘profits’ or ‘earnings’ or 
‘overcharges’ or ‘refunds’ or ‘patron- 
age earnings’? The results in the 
competitive field, the philosophy and 
design, the ultimate destruction of 
the American economic system, and, 
most important overall and yet per- 
haps the simplest, fair play in busi- 
ness and equity in the tax burden, 
are the issues that are of most con- 
cern to American citizens as well as 
the members of Congress. 

“Mr. Martindale, president, Van 
Camp Hardware & Iron Co., says: 
‘The authority of Congress should 
intervene to eliminate subsidies, pref- 
erential government loans, and spe- 
cial privileges through discrimina- 
tory exemptions to co-operatives en- 
gaged in business activities competi- 
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“The issue is equality of tax- 

ation, which in very simple 

language is just fair piay." 
—Judge Frank K. Sims, Jr. 





tive to other taxpaying enterprises, 
as it is manifestly unfair and un- 
democratic to impose a burden on 
one for the aid and benefit of his 
competitor. 

“ ‘Tt has long been the practice for 
Congress to amend or repeal laws 
that have outlived their usefulness. 
Paragraphs 12 and 13 of Section 101 
of the Internal Revenue Code_ have 
long ago outlived their usefulness. 

“*They have already become more 
dangerous in their effect on our busi- 
ness economy than many other mat- 
ters with which the Congress and 
our Government have been much 
concerned. 

“*The Congress under Section 102 
of the Revenue Code imposes a pen- 
alty tax on corporations accumulat- 
ing surpluses beyond the needs of 
the business. The Bureau of Inter- 
nal Revenue requests corporate tax- 
payers to state on their tax returns 
whether or not they had distributed 
70 per cent of their 1946 earnings, 
and if not, why not. It is not the 
effect of this revenue producing mea- 
sure nor its intent that I question, 
but rather the ambiguity of thought 
that produces this section of the code 
and condones the exemption provi- 
sions of Section 101 as it relates to 
co-operatives. 


Encourages Co-ops 


“ ‘Under Section 102 the Federal 
Government says to taxpaying cor- 
porations you must distribute so 
much of your earnings or suffer an 
additional penalty tax. At the same 
time, the Government allows exempt 
co-operative corporations to keep all 
of their income within their capital 
structure. Non-exempt co-operatives 
are accorded the same privilege for 
under liberal rulings of the Treasury 
Department the allocated income of 
a non-exempt co-operative is not con- 
sidered income within the meaning 
of Section 102. Thus, the exemp- 
tion provided co-operative corpora- 
tions under Section 101 and the 
Treasury rulings in connection there- 
with actually encourages these or- 
ganizations to retain substantially all 
earnings within their capital struc- 
ture. This is directly opposite of the 
intent of Section 102 which makes it 
necessary for regular corporations to 
distribute a sizable portion of earn- 
ings. 

“‘Our thinking officially is, I sin- 
cerely hope, along the line of pre- 
serving our present economy rather 
than permitting its destruction.’ 

“This statement typifies the think- 
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(Labor’s Monthly Survey, American Federation of Labor, May, 1946) 


The idea seems to have found favor in the eyes of Labor. 


ing of the 27,500 executives repre- 
senting the business enterprises that 
constitute the membership of the Na- 
tional Association of Credit Men. We 
recognize the challenge of the anom- 


alous philosophy, protest government 


sponsorship of this destructive force, 
and ask remedial legislation by Con- 
gress.” 

Arthur W. Kimball, manager, Na- 
tional Small Business Men’s Associa- 
tion, asked the committee to extend 
to presently taxable business the tax 
exemption which co-operatives now 
have on dividend distribution. Mr. 
Kimball added: 

“This would mean that a corpora- 
tion would not pay a federal income 
tax on that portion of its earnings 
which it pays out in dividends to 
stockholders. A further provision of 
this recommendation is that earnings 
retained by a corporation and sav- 
ings retained by a co-operative be 
treated as taxable income and taxed 
on the same basis. 

“We all know tax exemptions for 
co-operatives were provided by Con- 
gress a number of years ago, at a 
time when the co-op movement 
amounted to a little more than joint 
action by farmers in marketing their 
crops and buying their supplies. 


Big Business Today 


“Today the co-operatives have be- 
come big business and their activ- 
ities reach into almost every phase 
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of our economy. No longer are they 
confined to farmers. They have be- 
come diversified to the extent that 
they are in direct competition with 
private enterprise in _ practically 
every marketing area in the United 
States. By virtue of their tax im- 
munity they have been able to ex- 
pand at a far greater rate than tax 
paying corporations. These tax ex- 
empt enterprises perform the same 
type of services, and produce the 
same kinds of goods as do other 
business concerns which must pay 
income taxes and contribute to the 
support of the national government. 


Rapid Expansion 


“In recent years they have ex- 
panded rapidly due mainly to federal 
tax exemptions. When corporate 
taxes were based on prewar low rates 
the differential was not too burden- 
some for non-co-operative forms of 
business, but with the tax rates great- 
ly increased, the differential between 
non-tax-paying co-operatives and tax- 
able enterprises is such as to com- 
pletely destroy competition, especial- 
ly in the case of small business en- 
terprises. This tax exemption has 
been chiefly responsible for the ad- 
vance of co-operatives into the com- 
petitive field of American enterprise. 
Federal tax subsidies given to this 
form of business, is an unjustifiable 
discrimination against other seg- 
ments of the American system of 


free enterprise, creating a definite 
threat against the continuation of the 
profit system. It is another long step 
toward socialization of business. 

“The present inequalities, if con- 
tinued, will bring about the absorp- 
tion or demise of many companies 
that cannot survive in the face of tax 
free competition of these huge co- 
operatives. 


At Full-Grown Maturity 


“The co-operatives . . . have ar- 
rived at a full grown maturity and 
should assume their responsibilities 
alongside of other established busi- 
nesses, and make their just coatribu- 
tions in the form of taxes to the gov- 
ernment that has enabled them to 
exist and grow. : 

“The small business men of Amer- 
ica, who stand to lose most by the 
continuation of tax inequality, urge 
this committee to revise the Internal 
Revenue Code, so as to put all busi- 
ness on the same income tax basis. 
This will remove the unfair competi- 
tive advantages co-operatives now en- 
joy, and will also materially increase 
revenue to the Treasury. 

“As stated before, our association 
has no quarrel with co-operatives as 
such, our interest being to assure all 
competitive businesses the same tax- 
ing requirements and thus insure a 
sound and profitable economy, that 
all businesses which compete one 

(Continued on page 121) 
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Easy shopping facilities 
make it possible for cus- 
tomers to obtain quicker 
and better service and en- 
ables the firm to practice 
more efficient sales meth- 
ods. This customer, clad in 
a@ house dress, is but one 
of the many housewives 
who patronize the store. 





Easy Shopping and Free 


Pace parking facilities 
have been provided by the Clark- 
Darland Ilardware Co., Tulsa, 
Okla., for the convenience of the 
busy housewife and the mechanic 
in overalls, who often want to 
pause in their work to shop. 


Refunds on Tickets 


Across the street from the large 
main store is a commercial park- 
ing lot and the firm has arranged 
with the lot’s managers to give 
parking customers tickets. When 
the customer makes his purchase 
at the store, he hands the ticket to 
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the salesman, and the store pays 
the parking charge. 

Women wearing percale house 
dresses and mechanics in work- 
stained overalls patronize the store 
all day long. The manager of the 
appliance department, E. D. Lyons, 
says that he sells more washing 
machines and ranges to women in 
house dresses than to those who 
have taken time to dress in finer 
allire. 

Easy shopping for the customer 
is one of the main reasons why 
this 25-year-old store has recently 
expanded into three establish- 
ments with four more community 
stores scheduled for the near fu- 





ture. Easy shopping is also a rea- 
son for departmental manage- 
ment, which divides the main 
store, at 119 East First St., into 
well - defined departments, each 
with its own manager. This sys- 
tem resulis in quicker and better 
service and enables the store to 
practice more cllicicnt salesman- 


ship. 


The Community Stores 


The two community stores al- 
ready in operation are managed 
as departments of the main store. 
In order to serve the customers of 
the community stores well, the de- 
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partment heads of the main estab- D. A. Bergthold, salesman, helps a customer select fireplace equipment. 
lishment are required to visit the This deportment has been an excellent profit maker for the company. 
community stores regularly, to 
make sure that the departments 
they manage are well represented 
in the branch stores. 

Each department head does the 
buying for his own department, 
plans displays in co-operation with 
the general display manager, and 
sees that his department opcrates 
within the budget devoted to that 
section of the store. 


Advertised in Turn 


In its advertising, Clark-Dar- 
land concentrates cfforts on the 
departments in turn — paints, 
housewares, builders’ hardware, 
appliances, giftwares, fireplace 
equipment and power tools. 





The promotion of fireplace Clark-Darland Hardware Co. has speeded up 
pep now in ea des service by dividing store into departments 
cal of the “easy-shopping” prac- ; : . 
tices of this pe ~~ “ny Al sian each being supervised by its own manager. 
nity branches. Clark-Darland is Parking refunds also increase patronage. 


2e | Parking Attract Customers 





well known, both by the weathier 
residents of Tulsa who own homes 





a rea- . : re 
anage- equipped with wood-burning fire- 
main places and by ihe farmers who 
5 into must burn wood, as having the 
each widest assortment of fireplace 
is sys- equipment to be had. 
better 
we to How It Works 
sman- 
A typical advertisement used for 
fireplace equipment offered com- 
Ss plete ensembles at a fixed price, 
or separate items, such as fire 
es al- sets, fire screens, andirons, log 
aged rests, and log grates. Many of the 


store. ~ sae f in th . . 
ors of E. D. Lyons, appliance department manager, sells a washing machine to ENS ES CHER Cnpey the 
ile, a housewife who has received a refund on her parking lot ticket. advantages of natural gas, so gas 
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Easy shopping facilities help build volume in builders’ hardware. 


logs, grates, and heaters are also 
included in the promotion of fire- 
place equipment. 

During this promotion, as in all 
others, a convenient area of the 
store is set aside for showing the 
merchandise in an uncrowded 
manner. The customer can walk 
around the display of andirons, 
screens, and fire sets. She can in- 
spect the handsome display of gas 
heaters and grates shown on a 
three-tiered, stepped back display 
fixture. 


It is easy to understand why. 
every year, fireplace equipment 
alone adds several thousand dol- 
lars to the firm’s volume. 


Paint Pays Profits 


The paint department is an- 
other one that pays in service to 
the customer and large volume 
for the store. This is under the 
management of a woman who 
knows paints and how to serve the 
paint customer. Even though the 
store is patronized extensively by 
building trades mechanics, the 
records of the department prove 
that more paint is sold to women 
than to mechanics—to women in 
house dresses who buy less than 
a gallon at a time. 

Jane McCleary, paint manager, 
always asks her customer the pur- 
pose for which the paint will be 
used. Often she saves the cus- 
tomer from buying too large a 
can for her purpose, or she rec- 
ommends another kind of paint. 
Sometimes she opens the container 
and shows the customer how to 
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stir the paint and how to apply it. 

Paint, says Mr. Proctor, gen- 
eral manager, is one of the most 
profitable items in the main store 
or its branches. 

“We make it easy for the paint 
shopper to get the most for his 
money and his work,” he says. 


TIARDWARE AGE 


Customers for builders’ hard- 
ware know the value of easy shop- 
ping at Clark-Darland’s. In the 
main store, builders’ hardware is 
carried in a semi-private depart- 
ment on the balcony, where the 
customer can take plenty of time 
in making selections. Stocks are 
unusually complete, and the man- 
ager knows builders’ hardware. 


Buying Made Easy 


Contractors and architects 
patronize this department many 
times a day. Many of them bring 
the ticket from the parking lot 
across the street and present it for 
payment. Shopping for builders’ 
hardware has been made so easy 
that most of the firm’s customers 
are not tempted to visit a com- 
petitor’s store first. 

As a final service to customers, 
Clark-Darland checks every news- 
paper advertisement to see what 
sells. An item that moves too 
slowly has no place in this store. 


Awards to Local Bowlers Stimulate 
Sales of Sporting Goods 


OWLERS who make good scores 

during the season get a reward 
at the sporting goods department of 
the Alan R. Dean Hardware, St. 
Johns, Mich. Men who bowl over 
200 get a fine pencil, says Alan R. 
Dean, owner of the store, while the 
women need to bowl only 175 to get 
a similar award. 


This feature has stimulated inter- 
est considerably and gives the hard- 
ware store considerable publicity 
wherever local men and women bowl. 
Mr. Dean reports that many sports- 
men who come into the store say that 
they are trying for the award. And 
when they are in the store they are 
prospects for other items. 






















All types of sports enthusiasts find something in this section. 
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[. took a runaway truck 
and trailer to force the Huettmann 
& Federspiel Hardware Co., Port 
Washington, Wis., to put its re- 
modeling program into operation 
earlier than planned, and the offi- 
cers of the company have never 
been sorry about the fact. 

A couple of years ago a large 
truck and trailer coming down 
Port Washington’s steep hill, on 
which street the hardware store is 
located, went “on the loose” be- 
cause of mechanical reasons and 
parked with a crash inside the 
Huettmann & Federspiel store. 

Luckily none of the store per- 
sonnel was hurt, but operations 
were suspended until the store 
could be remodeled. The plumbing 








The store front as it is today—up-to-date in every respect. 


Accident to Store Responsible 
For Profitable Modernization 


After the Huettmann & Federspiel store had been 















wrecked by a runaway truck the firm remodeled— 
business is 50 per cent better than before crash 


and sheet metal division to the 
right of the retail store, however, 
was not damaged and the em- 
ployees there went on handling 
the division’s usual heavy volume 
of business. 

Viewing the damage, Frank 
Huettmann and John F. Federspiel 
got out their plans and looked 
them over. They knew that a new 
front was needed to replace the 
smashed one. About one-half of 
the display space inside the retail 
store was also demolished. 

The partners then decided to go 
ahead with remodeling plans which 
would include renovation for the 
entire two-story building, and also 


(Continued on page 104) 





Recessed wall displays of this 
type are used for featuring a 
number of small items upon the 
sidewalls near store windows. 
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Warn an_illustra- 


tion is to be used in an advertise- 
ment, it must go through a series 
of stages of production. The pic- 
ture must be transformed from a 
photograph or drawing into a met- 
al plate. This accomplishment, 
necessary for printing purposes, is 
achieved by means of the process 
of photo-engraving. 

Basically, photo-engraving is a 
combination of photegraphy and 
mechanical engraving which uti- 
lizes strong acids. The subject or 
copy is photographed and a nega- 
tive developed in a process similar 
to the making of an ordinary pic- 
ture. In photo-engraving, however, 
the print is made on metal rather 
than paper. It is then necessary to 
make the facsimile of the original 
art work stand out in relief on the 
metal. This is accomplished with 
acid which eats away the portions 
of the plate not to print. The relief 
portions are protected by an acid 
resist which is originally mixed 
with the sensitized printing solu- 
tion. In the making of the posi- 
tive on metal, the acid resist 
washes away with the unexposed 
sensitized solution after it has been 
(covered with the negative) ex- 
posed to light. This means that 
the “unprinting” portions are left 
unprotected, the printing surfaces, 
protected. 

The result, after a series of acid 
baths, is an exact reproduction of 
the original art work in relief. 
ready for printing on a press. 





The Ad-Viser 


Photo-engraving 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


There are two types of photo- 
engraving with which we are con- 
cerned—the line plate and the 
halftone plate. Let us briefly dis- 
cuss the differences between the 
two. 


Line Plates 


The line plate is the simplest and 
most inexpensive of the metal en- 
gravings. It is used to reproduce 
copy which is originally in line, 
stipples, etc. It can only be made 
in solid blacks or whites. Photo- 
graphs cannot be reproduced in 
“line” because its production in- 
volves a gradation of tone. Suit- 
able for line plates are pen and ink 
drawings, cartoons, lettering and 


typography. 


Halftone Engravings 


Halftone engravings are used to 
reproduce illustrations and orig- 
inals that are in continuous tone. 
They can possess black and white 
and all the grays that are between 
the two extremes. Photographs, 
wash drawings, water colors, oil 


Ss. oo 


EDITOR'S NOTE: The author 
solicits. readers’ advertising 
problems which will be 
treated in an “Ad Clinic” 
running concurrently with 
this series. 

Send your problems and your 
ads to the author in care of 
Hardware Age. 





paintings, etc., make excellent 
halftones. 

The basic difference between a 
line engraving and a halftone is 
that the halftone uses a plate glass 
screen, made by ruling horizontal 
and vertical parallel black lines. 
When the picture is taken, the 
screen is placed a short distance 
in front of the negative in the cam- 
era. The exposure allows the light 
to affect the sensitized negative. 
However, before this light actually 
reaches the negative, the image is 
broken into thousands of tiny dots, 
each different in size. The grada- 
tion of tones of the original copy 
is now represented by these varied 
sized dots on the negative. Where 
the original area was white or 
light gray, large dots appear on 
the negative. Conversely, where 
the portions are black or dark 
grays, corresponding small dots 
are reflected on the negative. 

The negative is then photo- 
printed on metal (usually copper). 
Consequently, we now have the 
reverse of the negative, or large 
dots for black and small dots for 
white, with varied sized dots for 
the grays. The metal is then en- 
graved with acid and the result is 
a duplication of the original draw- 
ing or photograph broken up into 
dots in relief on the plate. The 
dots, which represent the ink car- 
rying areas, print a simulation of 
gradation of tone on paper. 

The halftone screen may differ 
in size. The screen may range 
from a coarse 50 screen (or 50 
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An exposition of the basic elements of photo-engraving 
is given in this article for the benefit of those who 
prepare or direct advertising for the hardware store 


lines to the inch) to a fine 150 
screen. The more lines on the 
screen, the more dots to the inch 
and the finer the gradation of tone. 
‘The type of paper to be used for 
printing determines the screen. 
Newspaper stock is coarse and ab- 
‘sorbent and uses between 50 and 
‘80 screens. Only the very finest 
‘coated stock will satisfactorily) 
print a 150 screen. 


How to Save Money on 
Your Plate Making 


1. Remember that all illustra- 
tions to be printed in your ad must 
first be made into a plate. Your 
type matter can be set up by the 
newspaper mechanically or en- 
graved as a line plate. Usually, 
the average local newspaper adver- 
tisement uses a combination of il- 
lustration and type matter. Let the 
newspaper set the type and save 
plate costs for plate making is 
charged according to size. The 
newspapers, too, will usually en- 
grave your illustrations at a re- 
duced cost. Use them wherever 


‘possible. 
2. If you have more than one 


illustration to be engraved, paste 


The advertisement shown at the 
right gives some excellent examples 
of both line plates and half tones. 

The large illustration in the up- 
per right corner, entitled ‘Dream 
Dolls," and the one at the upper 
left, "Doll Furniture," are coarse 
‘screen halftones. The small illustra- 
tion at upper right, "Stuffed Ani- 
mals," and the wheelbarrow at the 
bottom are silhouette halftones, 
each article being shown in outline 
without a background. 

The illustrations of "Toy Phones" 
and “Building Blocks" and the deco- 
rative Santa Claus strip running 
vertically down the ad are line 
plates. All effects in these are in 
black and white and there cre no 

gradations of tone in them. 
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them close together on one sheet 
of illustration board. Make one 
plate of the lot and ask the en- 
graver to cut them apart. This 
will save you the cost of single 
and individual plates. Be sure. 
however, that all illustrations on 
the board are either in line or for 
halftone. Do not paste up a com- 
bination of both, for separate 
plates must be made for each. 

3. If your engraving is to be 
used for a newspaper ad, have the 
plate delivered unblocked. Unless 
otherwise specified, all “cuts” are 
sent to the customer backed with a 
wooden block. 

4. Do not discard or destroy old 
engravings. They can be used over 
and over again, until worn, when- 
ever you decide to use the illustra- 
tion. Always ask the newspaper 
to return them to you for your 
files. 

5. Mats will save you the cost 
of making an original plate. Usual- 
ly mat services supply mats of all 
their work. These mats, which are 
cardboard molds of the original 


0 


0 


plates, are used to make metal 
castings or stereotypes for printing 
purposes. 

6. Save your original drawings 
and photographs, especially when 
you feel that you may have use 
for same at some future date. With 
the original art work you can 
make cuts of different sizes and by 
the various processes, to suit vari- 
ous requirements. 

7. Get yourself a copy of an en- 
graver’s chart. This will give you 
the exact figures from which you 
can determine costs in advance of 
the making of the engraving. In 
addition, discuss with your en- 
graver, the method he uses to 
charge you. Get his “unit key 
number” and compare this with 
other engravers. The lower the 
key number, the lower your costs. 
Engravers’ charts are usually free 
of charge at your local engraver 
or newspaper office. 

Next time, we'll talk about di- 
rect mail and how to utilize this 
fine media to obtain most effective 
results. 
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The Ad Clinic 


M*: SETTEL will study and 
offer advice on any adver- 
tisements submitted for this Ad 
Clinic. 

This letter from a Maine hard- 
ware dealer is followed by Mr. 
Settel’s suggestions for improve- 
ments in the ads which had been 
sent in for criticism. 

Dear Mr. Settel: 

We have been following your 
articles, “The Ad-Viser,” in the 
HarpwarE ACE and have enjoyed 
them very much. We found many 
useful ideas in your writing and 
expect to put them to good use in 
our advertisements. 

We note that you state you 
solicit readers’ ads and are mail- 
ing you just a few of our latest 
ads for your criticism or praise. 
We have two 5-col. by 18-in. ads 
per week. Many of these ads do 
not seem to change much in style; 
they lack something. Whether it 
is the type, headings, layout, copy, 
white space, not properly showing 
a feature, improper mats, etc., we 
do not know. We do get a re- 


100 


sponse from these ads; however, 
it is not great enough for the size 
and amount of advertising we do. 


Our population is approximately 
75,000 in the city of Portland, and 
the paper that carries these ads 
has a paid publication of 65,000. 
This covers the entire state, morn- 
ing and evening. 

We will wait a reply, whether 
personal or through the HARDWARE 
AGE and would appreciate your 
personal criticism as to changes 
we could make. 

Yours very truly, 
(Signed) E. Posner 
Maine Hardware & Plumbing 
Supply Co. 
618 Congress St. 
Portland 1, Me. 


The Reply 


Dear Mr. Posner: 

In regard to your request I have 
made a careful study of your ad- 
vertisements and have made the 
following notations which I should 
like to pass on to you. 





1. On the whole, your adver- 
tisements are better than average. 
They possess many of the elements 
necessary to successful promotion. 
There are some factors which you 
can employ to achieve greater re- 
sponse. 

2. On all three of the full pages 
submitted, your ads were placed 
on the “inside,” nearest the fold. 
This, of course, is not choice posi- 
tion. You should request an “out- 
side” position which has much 
greater “reader value.” In addi- 
tion, you might try to get, wher- 
ever possible, the same position 
each time you advertise. This will 
have the important effect of 
“repetition.” 

3. Try to utilize a little more 
white space in your ads. Use less 
body copy, less subheadlines, may- 
be smaller illustrations. Make the 
ad easier to read by using no type 
matter under 10 point in size. 

4. Headlines are extremely im- 
portant. The success of an entire 
advertisement may stand or fall 
on what is said in the headline. 
Here, it is necessary to arouse both 
curiosity and self interest of the 
reader. It is perfectly all right to 
use your name in the headline, but 
always tie it in with what the po- 
tential customer desires. 

5. A very effective campaign 
would consist of a series of small 
ads (about 2 cols. by 5 in.). You 
might try to use four or five every 
Friday in addition to your regular 
ad. If your budget does not call 
for extended space, cut down the 
size of your large ad. In each 
miniature, promote single “spe- 


cials.” Scatter these throughout 
the newspaper to insure good 
readership. 


You haven’t mentioned whether 
or not you are using radio and 
direct mail. It is wise to avoid 
“putting all your eggs in one 
basket.” Divide your budget be- 
tween the three with the emphasis 
upon the medium bringing the 
greatest results. Both radio and 
direct mail can supplement your 
newspaper advertising. The result 
will be a well coordinated adver- 
tising campaign which will un- 
doubtedly increase your business. 

Sincerely, 
IRVING SETTEL. 
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lt’s your customers who have 
created the Du Pont Sponge 
“shortage.” We’re producing more 
than ever before . . . but it seems 
that everybody wants to buy a 
Du Pont Sponge. 

Keep asking for the Du Pont 
Sponge. We’re doing our best to 
take care of your needs. 
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BETTER THINGS FOR BETTER LIVING... 


THROUGH CHEMISTRY 








- who read news- 
papers and who listen to radios 
comprise the largest audience in 
the world, and the right sort of 
advertising directed at that audi- 
ence will bring in the business. 
This fact has been proved by the 
Powell Hardware Co., St. Cloud, 
Minn., which is managed by Clar- 


Full Page, Monthly Bargain Ads 
Make the Buying Public Sit Up 


Feature promotions augmented by daily display 
and classified ads and spot radio program—all 
combine to build sales for Powell Hardware Co. 


ence Johnson. This firm has a 
regular newspaper and radio ad- 
vertising program which is at- 
tracting many customers to its 
large, downtown store and mak- 
ing the cash registers ring merrily. 

Once a month, this firm pub- 


lishes a full-page advertisement in 
a local newspaper, usually en- 
titled “Powell’s Round Up of 
Bargains.” A number of special 
offerings are stressed in this full- 
page ad. Due to the excellent city 
and rural circulation of the St. 
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Check Your Gift List And Shop During Our uneiiien Sale 
53 Piece Kitchen Step-on Plumbing-Heati $1.19 
pwwenware|{ HEATERS || KircHEN | formtet’.!! ROMEX came, sas 
These Were $65.00 14-2 ie Fo 
Bw neo 8 roor 7 %. “S238 
now $57. 50 i! 12—2 per ft. Se Motel Toys 
$16.75 | [asc Se 


4 BIG DAYS! 


DEC. 5-9 


New Fixtures! 
New Displays! 
New — 


VALUES 
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Automatic Cas-Burni 


WATER HEATER [] 


For City Gas Users 





zele _ $79.95 5 


Rural Mailboxes 
$4.19 
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FILL YOUR HOME NEEDS HERE! 
© Use Our Thrifty Payment Plan! * 


PLUMBING and HEATING 





TAK-A-PART TOYS 
Trojan Tank Truck 
25c 85c $1.00 
Bowling Games 
$3.25 ., $4.25 


Blackboard 
With Easel 


Chalk and Eraser Included 


ony $1.85 





WHE 
SNOW SHOVEL |“ " 


Wore $2.45 


50c now $1.95 / 
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Children's 
ROLLER SKATES 
$2.19 


POWELL HARDWARE CO. 
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Here's a typical 


comme monthly, bargain, 
* powerrom, full page ad. It 
comma stressed a remod- 
ated eling sale which 


was held prior to 
the Christmas 
season. It fea- 
tured many kinds 
of gifts and in- 
cluded those of 
the utility type 
as well as toys 
for children. 
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Security in every link 





Someday soon we'll find ourselves in a buyer's market. 


So, it’s high time to stop talking solely about pro- 
duction and to begin to worry about SELLING. 


Sales forces were reduced more than 50% after 
Pearl Harbor. The 3,188,854* salesmen and sales- 
women, who sold enough goods to give us a seventy- 
seven billion five hundred forty-seven million dollar 
national income in 1940, shrank to 1,500,000 by °44. 


Today, in spite of postwar planning and general 
confidence, business employs only 2,750,000 sales- 
men... 90% of the 1940 total. 


Can we expect this reduced force to meet the 
challenge of a buyer’s market? Can it produce enough 
sales to support a needed two hundred billion dollar 
national income? Can it sell enough to keep 60,000,- 
000 Americans working at steady jobs without 
government guarantees, under free enterprise? Can 
2,750,000 sell almost three times the merchandise 
3,188,854 sold in '40? 


Since Jr}: 1869 


PAvID BOUMS 
=“ 2° 
Ney, ww 
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---one million new salesmen! 






The answer is obvious. 
America needs 1,000,000 more salesmen—NOW! 


Their employment . . . their training should be the. 
first concern of business—today! 


Vice Pres., Charge of Sales 


* 


*2,320,435 men and 868,419 women. Total includes 525,591 clerks in 
stores, but excludes all sales supervisory personnel. P& P-6028 


| VELAND CHAIN 





The Cleveland Chain & Ufy. Co. 
Cleveland 5, Ohio 


ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 
Ohio « The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. 
e Seattle Chain & Mfg. Co., Seattle 8, Wash. * Round California 
Chain Co., So. San Francisco and Los Angeles 54, Calif.. 
Woodhouse Chain Works, Trenton 7, N. J. 
























Cloud Daily Times, they get plenty 

of readers in and around this city 

of 35,000. Effects of the publica- 
tion of these ads can be felt at 
the store for the first three days 

after they appear, says Mr. John- 
son, with more business rolling in 
at later intervals. 

During the rest of the month, 
.the store keeps publishing daily 
display and classified ads in 
smaller sizes, always keeping the 
name of the store and its products 
before the public. The total news- 
paper advertising bill for the 
average month runs well over 
$125. 

“Our customers hardly ever 
miss that monthly bargain page,” 
says Mr. Johnson. “They know 
from past experience that it pays 
to buy at this store, and they 
hardly ever miss any of our ad- 
vertisements. They know we usu- 
ally have the merchandise they 
seek. Furthermore, a full-page ad 
of this type gives us as much 
space once a month as any other 
firm in town. When you are 
classified as a page advertiser. the 





Here is one of the firm's smaller 
ads featuring water heaters. This 
one was two columns by 10 in. high. 


public sits up and takes notice.” 

When the merchants in St. Cloud 
aided a local labor-saving and 
safety show, Mr. Johnson took ad- 
vantage of the fact to invite cus- 
tomers and prospects to attend it 
and view the many exhibits, in- 
cluding that of his own store. 
There was an excellent attendance 
at the show, thanks to the news- 
paper publicity and the general 
interest in improvements. 

To back up its newspaper adver- 
tising program, the Powell Hard- 
ware Co. also advertises on a local 
radio station. The program con- 
sists of announcements spotted be- 
fore and after news accounts, rec- 
ord programs, etc. For four such 
periods during the day, six days 
a week, the firm spends approxi- 
mately $60 per month, which Mr. 
Johnson figures is reasonable in 
view of the returns obtained. 
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Accident to Store Responsible for Profitable Modernization 


the plumbing and heating shop 
adjacent the main store. 

The result is a modern, conven- 
ient and efficient hardware store, 
with business over 50 per cent 
better than it was in the old estab- 
lishment. 


(Continued from page 97) 


The modernization program 
gave the store a wide window dis- 
play area, with a central entrance. 
Window backgrounds are quite 
low, permitting customers to see 
what is in the window and also 
what is in the store. Plenty of 





Step-up fixtures are used to advantage in displaying merchandise. 





fluorescent lighting aids in attract- 
ing people into this store. 

The wall areas of the window 
display section have an effective 
feature. Recessed areas conceal 
the heating at a low level, while 
higher-up some very fine display 
shelves are made use of in a very 
effective manner. Merchandise of 
certain types can be brought closer 
to the sidewalk “vision” area, and 
thus wall space ordinarily gone 
unused is now employed to sell 
more merchandise. 

The floor of the modernized 
store area is hard surfaced, with 
the fixtures and wall and ceiling 
areas done in a light color, for the 
most part. Many new fixtures have 
been purchased but, in a few in- 
stances older fixtures have been 
utilized for certain display spots. 

Rather than putting major ap- 
pliances in one area in the store, 
the management has spotted them 
around to get more display space 
and very good results are achieved 
by this policy. 


HARDWARE AGE 











OR 





AMERICAR 
Branch Fe 
Sales Offi 


DECEMB 


our new 
- from— 


L’S 





USE OUR 

THRIFTY 

PAYMENT 
PLAN 


above listed 


Heaters 
Telephone 59 











EE 


1 attract- 


window 
effective 
conceal 
1, while 
display 
| a very 
ndise of 
it closer 
ea, and 
y gone 
to sell 


ernized 
d, with 
ceiling 
for the 
es have 
few in- 
= been 
spots. 
or ap- 
store, 
1 them 
space 


hieved 


AGE 













OR TRAWLING DEEP. ..f 


gore WITH THE RED ano WHEL MARKERS 


Buyers everywhere know that the Red and Green 
markers always mean top quality Manila rope. 


American sna 


PURE MANILA 
ope 


All sizes 3/,” and larger are identified by the Red 


and Green markers. 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factories: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 


Sales Offices: BOSTON © CHICAGO * HOUSTON ° NEW ORLEANS © PHILADELPHIA 
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Two display mannequins were placed at work benches, fully equipped with proper 
tools, to demonstrate the hand work that goes into the making of Montague rods. 


~" &™ MONTAGU ° 
_ ROD &REEL ¢ . 


FISHING ROD 3 


> > 


. 6 4 


New England Town Boasts 


i 7 lines 


shared the spotlight to a marked 
extent together with a number of 
other locally-made and _nation- 
ally advertised products made in 
Greenfield, Mass., when the 55,000 
shoppers in that trading area were 
made extremely brand conscious 
during a 15-day, city-wide promo- 
tion called the “Greenfield Proj- 
ect.” 

The two-week educational pro- 
gram was sponsored by the Retail 
Division of the Greenfield Cham- 
ber of Commerce in co-operation 
with the Brand Names Foundation 
of New York City, with the pur- 
pose of making Greenfield shop- 
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pers more keenly aware of the 
value of brand names and the roles 
these products play in America’s 
economy. 


Courses Included 


Planned as a community proj- 
ect, it included salesmanship 
courses for clerks and store man- 
agers, fashion shows arranged by 
leading national magazines, win- 
dow display contests, a Brand 
Names Queen contest, children’s 
contests, and an Old Home Day 
Festival which attracted more than 
15,000 out-of-towners to this city 
of 15,500 in one day. 


More than 300 manufacturers 


lent their support to the “Green- 
field Project” by providing retail 
establishments with special dis- 
plays, speakers for consumer 
schools and a variety of effective 
promotional aids. 

For three days all retail win- 
dows in the shopping area had 
been turned over to manufacturers 
who set up special displays of 
brand name products made in the 
Greenfield area. 

The oldest Greenfield brand 
name honored was “Rugg,” which 
has identified rakes, shovels and 
other hardware merchandise made 
by the Rugg Mfg. Co. of Green- 
field since 1842. 

“Ruge” and three other brand 
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One local retail store devoted its principal display window to this showing of Millers Falls power tools. 
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About Its Local Products 


Greenfield, Mass., holds 15-day promotion to emphasize 
importance of buying branded merchandise. Six local 
hardware manufacturers display lines in store windows 


names in the hardware field were 
among nine products which re- 
ceived the Brand Names Founda- 
tion’s Certificate of Public Service 
at a banquet which concluded the 
Greenfield Experiment. The awards 
were made to brand name prod- 
ucts, manufactured in the Green- 
field trading area, which have 
served the American consumer for 
50 or more consecutive years. 
The other firms which received 
the Certificates of Public Service 
were the Millers Falls Co., for the 
brand name “Millers Falls” which 
has identified tools made by this 
company since 1868; the Lamson 
& Goodnow Mfg. Co., Shelburne 
Falls, Mass., for “Anchor Brand” 
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cutlery introduced in 1883; and 
the Mayhew Steel Products, Inc., 
Shelburne Falls, Mass., for “May- 
hew” mechanics’ hand tools made 
by this company since 1880. 


Banquet Held 


More than 200 business and in- 
dustrial executives who attended 
the banquet heard Henry E. 
Abt, president of the Brand 
Names Foundation, characterize 


“ 


the Greenfield Experiment as “a 
national model for constructive 
community action.” 

Emphasizing the long-term ef- 
fect of the Experiment and its sig- 
nificance over and above the sale 
of merchandise, Mr. Abt referred 
to the “partnership” of all ele- 
ments — consumer, retailer and 
manufacturer—as the factor which 
contributed most to the success of 
the project. 

Expressing his conviction that 
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progressive communities through- 
out the country would strive to 
emulate Greenfield’s brand names 
promotion during the coming year, 
Mr. Abt concluded his address by 
describing the familiar practice of 
brand-naming as one that “em- 
bodies all that is significant and 
hopeful in this system of ours, 
serving as bonds that tie together 
the common interests of workers, 
management, distributors and con- 
sumers.” 


Brand Names Foundation docu- 
mented the Greenfield Experiment 





An office supplies store furnished its windows for the making of Rugg products. 
The mannequins standing in leaves graced the rake line, the other the snow shovels. 


in photographs and statistics, and 
is incorporating this information 
into a manual which will be issued 
soon for the guidance of other 
communities throughout the coun- 
try who desire to conduct similar 
brand names educational pro- 
grams. 


The Week's Program 


The week’s program included 
classes in salesmanship and “buy- 
manship”; newspaper and radio 
advertising contests; a children’s 





A department store made a window available for this 
display which indicates the great range in the size 
of taps and dies made by Greenfield Tap & Die Corp. 
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paste-up book contest; a Brand 
Queen contest; window decora- 
lion contests for principal trades; 
store demonstrations; automobile, 
fashion and art shows; consumer 
schools; window decoration con- 
tests, judged by trades; and in- 
dustrial radio programs. 

The big event of the promotion 
was Old Home Day. Some of the 
events of this day were horse and 
buggy shoppers, a hill-billy band 
concert, a woodchopping contest. 
a German band, a_ barbershop 
quartet, national radio broadcasts. 
an old car show, an old fashioned 
style show; old-time movies; stage 
coach rides, and square dances. 

Churches, women’s clubs, ra- 
dios and newspapers and _ the 
chamber of commerce all promot- 
ed the educational aspects of the 
project. Benefits accruing to con- 
sumers and manufacturers from 
the use of brand names fall into 
six basic categories, according to 
the Brand Names Foundation: 


Six Types of Benefits 
Shopping confidence. A brand 


name is equivalent to a signature. 
Manufacturers who sign their 
goods assume responsibility. 

Value. The assurance of loyal 
markets encourages low-cost mass 
production. 

Shopping efficiency. Brand-wise 
buyers get what they want with a 
word or two. 

Satisfaction of individual tastes. 
There is a branded product for 

(Continued on page 114) 
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JACOBUS 





BRUSHES 













DISPLAY NO. 1-E 


SELL FOR $154.92 
BUY FOR 99.95 


PROFIT 54.97 

















Brush handles 
are finished in 
blue and gold. 





















This attractive display—your “silent salesman’”—is rigidly constructed 
of aluminum and finished in blue and old silver. It holds 7 different size 
brushes and is furnished absolutely free with the following popular 
priced, pure Chinese bristle paint brushes: 


3dozen1” brush to retail...... 29 2 dozen 2'2” brush to retail.... .99 

2 dozen 112” brush to retail... ... .45  1%dozen3” brush to retail... .1.45 

2 dozen 2” brush to retail...... 65 1% dozen 32” brush to retail... .1.79 
1% dozen 4” brush to retail. ..... 2.00 
















A. G. JACOBUS’ SONS, INC. Foi. ro0Ar trom your jobber, or send this | 
ewe t | e : Order TODAY from your jobber, or send this ; 
| coupon: i 

1 A. G. JACOBUS’ SONS INC. . 

: 770 Bloomfield Avenue, Verona, New Jersey : 

\ ne : Please ship at once: ; 

1 [_] Display No. 1-E....... cartons @ $99.95 1 

SrteCe CE < <u ; [_] Free Catalog : 

I ) 

Sa eee ee re rs ee ee ] 

) | . 

" iXae * 3 US Cer PR ciiccoveee State...... ' 

Remini _—_—_—<_-_-- —_—_—s ewe a ee inne 
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MODERN-NEW 


BATHROOM 


ACCESSORIES 
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BATHROOM 
ACCESSORIES 
WINDOW 


MERCHANDISE: 
Shower curtains, 
medicine cabinets, 
clothes hampers, 
bathroom fixtures, 
toilet seats, bath 
mats, toilet tissue, 
tub fixtures, shower 
heads, towel bars. 


BACKGROUND: 
Center panel of light 
green corrugated 
board or painted 
wallboard. Side pan- 
els of white corru- 
gated board. Cut-out 
letter on center 
panel of black ma- 
terial. 


Feature Bathroom Accessories 
And Radios in Early January 


HARDWARE AGE Original Window Display IDEAS 



















ENTERTAINMENT AT /TS 
BEST wiTH A BRAND 


RADIO RADIO 








Rel BRYCE A VARIETY OF 
Record players, con- MODELS 
sole models, table & 


models, portable 
models, etc. 
BACKGROUND: 
Center and side pan- 
els of knotty pine 
printed paper. Cut- 
out letters in dark 
brown material. 
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ANOTHER 


































SELF SELLING FOUR COLOR CARTON 





A Beautiful 
Gift Package 


. ~ Cp : 
. EYES . 


mu, AB 









Colorful for 
Counter Display 


a 


Eye Catching 
for Window 
Display 


@ The handsome Buckeye griddle-toaster now 
offers even more eye appeal with a new handsome 
4-color gift carton. The all-purpose griddle-toaster 
makes perfect griddle cakes, potato cakes, French 
toast, toasted sandwiches, steaks, chops, ham, 
bacon, eggs. 


A recipe booklet is supplied with each griddle- 





toaster. 
Case Case Wi. 
No. Size Gauge Lots Approx. 
1010A 10” 10 6 15 Ibs. 
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That Attitude of Interest 


S EVERAL weeks ago a 
friend of ours, a salesman for a 
hardware wholesale firm, visited a 
number of representative hard- 
ware stores located in_ several 
small cities along the eastern sea- 
board. Although concerned prin- 
cipally with his own _ business, 
he kept his eyes and ears open 
and returned with some definite 
impressions regarding hardware 
stores in smaller cities and towns. 
One of the pertinent observa- 
tions he made was in relation to 
the attitude of the salesmen in 
practically every store he visited. 
He said, “I was impressed by the 
friendly approach of the small 
town store compared to the im- 
personal attitude of salesmen in 
large cities such as New York 
and Chicago. They made you feel 
as though they were interested in 
trying to help the customer. I 
left each store with the feeling of, 
‘I wish this store was near where 
I live. Id like to trade there.’ ” 
This, in our opinion, is high 
praise indeed. Of course, allow- 
ance must be made for impersonal 
attitude on the part of hardware 
store salesmen in big cities. They 
do not and cannot know a ma- 
jority of their customers as well 
as do the salesmen in the smaller 
communities. But it’s a pleasant 
thing to know that such an im- 
pression of the salesmen in smaller 
communities has been created in 
the mind of a casual observer. 
This attitude of interest in the 
customer’s problems is one of the 
biggest assets that a hardware 
store salesman can have. It serves 
to close up the gap between buyer 
and seller and puts things on a 
more personal basis—one that is 
a decided aid in making sales. In 
addition, it serves as a boost for 
the store itself and its owner. 


Cold-blooded, high-pressure  sell- 
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ing has its place but it doesn’t be- 
long in an establishment that 
wants to turn a casual customer 
into a steady patron. 

Many people are shy. Others 
do not care to display ignorance 
upon any subject under the sun. 
An attitude of interest, a friendly 
word of suggestion and the will- 
ingness to be of assistance will go 
a long way with such customers 
or with any customers. Inciden- 
tally, it is our opinion that the 
retail hardware store offers more 
opportunities for serving custom- 
ers and helping them solve their 
problems than any other type of 
store in existence. 

Particularly is this helpful atti- 


tude desirable and valuable dur- 


ing the coming holiday season. 


Many persons, men and women. 


old and young, will be in your 
store seeking gifts. Many of them 


will be puzzled as to the proper 
gift to make and many would like 
to have a better knowledge of the 
gift’s uses once it has been pur- 
chased. Take time to exhibit that 
friendly attitude of interest and 
explain the purpose and workings 
of the various items of merchan- 
dise which are under considera- 
tion. You'll find it extremely help- 
ful and you'll find that it will close 
many a sale for you. 

When the holidays are over 
don’t be surprised to see many of 
the people you helped returning 
to you with other purchases in 
mind. Keep up the good work 
and tell them the why and how 
whenever it is possible. It helps 
build good will and good will in 
turn makes for steady patronage. 
And steady patronage is the thing 
that makes a store succeed and 
serves to make your future secure. 








Test Your Hardware Sense 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 is very poor. The correct answers to these questions 


will be found on page 188. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 
1—Figure the excise tax a customer would pay on (a) $3.50 
alarm clock; (b) 10 100-W lamps; (c) $10 electric clock. 
2—A dealer is making his third quarter FOAB and State 
Unemployment Insurance reports on a total taxable payroll 
of $3,000. Figure total taxes and contributions he must make 
if State Unemployment Insurance contribution is 2.8 per cent. 
3—Freight on a shipment of hardware valued at $100 pre- 
viously was $5. Now this rate is 20 per cent higher. Figure 
the actual dollar freight at the new rate and the percentage of 
freight to the cost of the goods in each case. 
4—Determine the cu. ft. of air in a room (a) 15 by 10 by 
8 ft. ceiling; (b) 11 by 11 by 10 ft. ceiling. 
5—Find the total sq. ft. of space in walls and ceilings of a 
room 12 ft. by 12 ft. by 10 ft. ceiling which are to be painted. 
Deduct 54 sq. ft. for openings. How much paint will be re- 
quired for two coats if paint covers 400 sq. ft. 1 coat. 
(Answers on page 188) 
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LIGHT IN WEIGHT! 


... here's two NEW 


wide margin items. 


FOSTER ALUMINUM ALLOY 


Sure-Grip OIL GATE 
a 










% NON-SPARKING! & A 
% NON-CORROSIVE! “@ 


Accuratety machined of hard, vir- 
gin ALUMINUM ALLOY—the type of 
metal developed for the exacting re- 
quirements of the aircraft industry. This 
FOSTER Oil Gate GUARANTEES un- 
rivaled performance for liquids from 
gasoline to molasses. Each valve is indi- 
vidually lapped. Only FOSTER offers 


your customers all these features. 


You Save 662/3% of Freight Costs 


FOSTER ALUMINUM ALLOY 


Self-Closing FAUCET 





TAMPERPROOF with provision for pad- 


lock. No metal to metal wear. 


REMOVABLE bottom cleaning plug, re- 
placeable Neoprene Seat. 


TESTED UNDER WATER with air-pres- 


sure to insure non-leakage. 


YOU'LL meet the increasing demand 
if you STOCK UP on these WIDE MAR- 
GIN PROFIT ITEMS .. . NOW! 


IMMEDIATE DELIVERY 


Write for Prices and Catalogue Sheets. 
Foster Aluminum Alloy Products sold by 
leading wholesalers from Coast to Coast. 


FOSTER 


Aluminum Alloy Products Corp. 


114-118 S$. Saline St., Syracuse 2, N. Y. 
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South and West Gain 


In National Income Payments 


ORMER relationships between 

‘ the contributions to total na- 
tional income of various sections of 
the country and their component 
states have been undergoing a sig- 
nificant shift in the last two decades, 
with the South and West gaining on 
the East, according to figures com- 
piled by the U. S. Department of 
Commerce. 

The marked change that has oc- 
curred is shown by a Department of 
Commerce study recently completed 
for 1946. Combined income pay- 
ments to individuals last year in the 
New England and Middle Eastern 
States, though up sharply from 
1940, had fallen proportionately to 
about 35 per cent of total income 
payments to individuals for the 
country as a whole. This figure was 
under that of the Southeast, South- 
west, Northwest and Far West which 


together had more than 36 per cent 
of total national income payments 
to individuals in 1946. The Central 
States showed a small proportional 
decline from 1929. 

In some ways the most significant 
improvement was that of the South- 
east comprising the 11 states of Ala- 
bama, Arkansas, Florida, Georgia, 
Kentucky, Louisiana, Mississippi, 
North Carolina, South Carolina, 
Tennessee and Virginia. This is the 
area of the nation’s lowest per cap- 
ita income. These 11 states com- 
bined had only 10% per cent of 
total income payments to individuals 
in 1929. The proportion in 1946 was 
up to nearly 14 per cent. 

The Far West, which in 1929 had 
about 81% per cent of total income 
payments to individuals in the coun- 
try, had nearly 12 per cent of these 
income payments in 1946. 





New England Town Boasts About Local Products 


(Continued from page 108) 


almost every preference. 

Consumers’ rule. Users deter- 
mine by their choices which brands 
shall survive. 


Steady jobs for workers. Con- 
stant demand for branded goods 
helps to stabilize factory employ- 
ment. 





The cutlery line of lL &G 


A 


w, another local manufacturing 





firm, made another display in the window of a large downtown store. 
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Nairn Self-Polishing 
Wax spreads easily 
and smoothly, dries 
quickly, leavesaclear, 
satin-smooth, protec- 
tive lustre. The wax 
content is 100% Car- 
nauba—non-slippery, 
spot resistant, the 
finest wax your cus- 
tomers ever used! 


Your customers will be quick to recognize the extra qual- 
ity and better floor protection in Nairn Self-Polishing 
Wax. They’ll come back for more and more. And it’s your 
store they'll come back to. 

You can recommend Nairn with full confidence that 
there’s no better liquid wax on the market. You'll find it 
easy to sell, too, when you point to the Nairn trademark 
and tell your customer, “Yes, it’s made and guaranteed by 
the country’s oldest linoleum manufacturer.” She knows 
that a wax made by the maker of Nairn Linoleum and 
Gold Seal Congoleum has got to be good. 





KEARNY, N.J. 


1947 
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WE WAX. 


IS MADE BY 
THE MAKERS OF 


GOLD 
SEAL 
CONGOLEUM 


AND 


FOR FLOOR SURFACES 


Linoleum Congoleum 
Hardwood Varnish 


Paint 


NAIRN 
LINOLEUM 
' 


Terrazzo 
Asphalt Tile 


INC-KEARNY Neg 


CON? 
wane ONE QUARY 


Your Nairn Self-Polishing Wax business will help you in these 
ways, too: 

Oo INCREASED TRAFFIC in your linoleum department be- 
cause wax is purchased frequently. Traffic — potential 
customers for floor covering —- women who see your new- 
est displays, tell their friends about your floor covering. 


@ A REMINDER in your customers’ homes of Nairn Lino- 
leum. The familiar Nairn shield on every can will con- 
stantly advertise the finest linoleum you sell. 


It pays to build your wax business on Nairn Self-Polishing Wax. 


mshuo of Cngobam Congr a Linallunt, 
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The 


iis there are 
few smokestacks, but a lot of 
hotels, restaurants, night clubs, 
theatres, stores and banks, people 
do not know that New York is the 
greatest manufacturing city in the 
country. More goods are pro- 
duced there in dollars and cents 
and more people are employed 
there than in any other great city 
in this or any other country. 

Most of the manufacturers are 
small concerns employing only a 
few people but their numbers go 
into the millions. Most of the work 
is done by hand or on small ma- 
chines. A large part of it is done 
in the homes of the workers. 

The New York Telephone Co. has 
just issued a new “Manhattan Clas- 
sified Directory.” It is a large 
formidable book of 1858 pages. 
I turned to “Cutlery” and found 
two solid pages in fine type of cut- 
lery “manufacturers” and dealers 
who have telephones. Most of 
these concerns listed themselves as 
repairing, grinding and sharpen- 
ing cutlery. They also listed them- 
selves variously as makers or 
dealers in cutlery for: barbers, 
shoemakers, paperhangers, tailor 
shears, butcher knives, manicure 
sets, surgical instruments, paint- 
ers knives, hotel and restaurant 
cutlery, tire makers shears, etc. 

Most were small concerns and 
practically all sell to consumers or 
direct to the manufacturers whose 
special knives they make. 


Seldom Heard From 


In a word, the industrial mar- 
ket for cutlery, where makers sell 
direct to manufacturers, is one of 
great importance that the hard- 
ware wholesaler and retailer know 
little about and seldom hear from. 
Think of the quantity of knives 
being sold to the slaughter houses 
of the country! Think of the 
quantity of tailors’ shears being 
used and especially by the gar- 
ment trade! 
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Dean’s 


By SAUNDERS NORVELL 


SAUNDERS NORVELL 


Most of the skilled mechanics 
in cutlery are of foreign origin. 
The average American gets a job 
with some corporation and hopes 
to stick for life. He is not willing 
to take a chance on himself. 


The Foreign Citizen 


With our foreign citizen it is 
different. He may take a job 
with some relative for a few years 
but his idea is to go into business 
or start a factory of his own. He 
has been trained to this idea by 
working at home and abroad and 
selling his product to the large as- 
semblers or manufacturers. So 
when the “stamping” idea devel- 
oped in knife making he found 
with just a few machines—with 
unskilled labor—with little capital 
he could set himself up in busi- 
ness. And so here in New York we 
find a lot of these small makers 
seeking ‘business on this modern 
“sandwich” cutlery. 

He goes to,the syndicate store. 
The buyers there say they want a 
paring knife to retail at five or 10 
cents and the maker goes home 
and stamps out, grinds, and pro- 
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duces a knife that will cut but is 
of the poor quality of material and 
workmanship. The goods are not 
even boxed for delivery. Just ex- 
amine the 5 and 10-cent paring 
and or other knives in your town. 

This condition is hard on 
the manufacturer making quality 
goods and on the independent re- 
tail hardware dealer selling them. 
There is just one answer. The 
housewife must be shown the dif- 
ference in quality. What is needed 
is salesmanship backed up with 
knowledge. 

A good Way to sell quality goods 
is to have samples of poor quality 
so direct comparisons can be 
made. 

In passing, I might say I have 
seen blades etched or stamped 
“‘Rustless Steel” that were of the 
poorest workmanship. 

Lewis D. Bement, Deerfield, 
Mass., secretary of “Associated 
Cutlery Industries,” has recently 
called on the Dean and we enjoyed 
a pleasant afternoon discussing 
the past and present of the cutlery 
trade. Mr. Bement tells me there 
are 16 “regular” cutlery manufac- 
turers in the field, and many more 
making only parts of the line as 
described previously above. In 
1939 there were 11 “regular” cut- 
lers. 

My guess would be that in 1939 
the business amounted to between 
five and six million dollars and 
that with increase in sales and 
increased prices in 1947 sales of 
all kinds of cutlery in the United 
States will amount to between 10 
and 11 millions. 


Sales Break Records 


Several manufacturers have 
advised me their sales this year 
have broken all records and they 
are now oversold and cannot ac- 
cept any more orders to be filled 
this year. Next year they hope 
to do better. This is as of Novem- 
ber 1, 1947. 

So it would seem the Ameri- 
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awry’ Gingham Suen 
Features 19 Quality Appliances : 
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Consumer Advertising me Hanes 


SELLS FOR YOU! ¥ 9a ae 


And we're going to keep right on selling 2 [iat 3 
Handyhot quality appliances with ake 
National advertising PLUS the great 
“Gingham” promotion! 
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TIE IN WITH... 
THE GINGHAM PROMOTION! 


Ask your Handyhot distributor about these dealer 
tie-in helps. Then, stock the 19 Handyhot quality 
appliances, display them, and watch them sell! 





® Hiuminated Window and @ “As Advertised” Cards. 
Counter Sign. @ Line Folders. 
@ Simplified Mat Service. 










be + 
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@ Authorized Dealer Decal. 





20060. es 
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®@ Counter Display 


See Your Handyhot Distributor, Today! 


Handyhot 3.4 Chylances 


WORLD'S LARGEST MANUFACTURER OF PORTABLE WASHERS 
Chicago Electric Manufacturing Company - Chicago 38, Ill. 
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“TLL TAKE ANOTHER 
GALLON OF ABESTO 
PLASTIC—" 


That word “another or 
the phrase “some more" is 
music to a dealer's ears! It 
means proven quality and 
customer satisfaction that 
brings repeat sale profits. 


ABESTO 
QUICK-SETTING 
PLASTIC 


—The material of a hundred 
uses. Ideal for: 


@ Furnace and Boiler Work 
@ Sealing Pipe Joints 

@ Chimney Flashing Work 
® Roof Patching 

@ Sealing Lap Joints 


And many other uses 





Dept. 61 MICHIGAN CITY, INDIANA 























can consumer still wants cutlery, 
so do the wholesalers and retail- 
ers. 

It also seems that advanced 
prices have not checked sales on 
quality goods. 

In distribution of sales of 
cutlery roughly placing your 
sales at nine million dollars I 
guess as follows: 

Through Hardware Whole- 

salers and Retailers....... $3,000,000 
Through Large Retailers and 

iid dca sila taro eta $3,000,000 
Industrial Sales—Anmy, Navy 

ET da dlrs doiiae amie ivinees $3,000,000 


It is my judgment that since 
1439 wholesalers and _ retailers 
have lost a lot of cutlery busi- 
ness from scarcity of goods and 
lack of attention to the line while 
“industrial” sales have increas- 
ed. Heaviest losses have been in 
pocket cutlery sales. Heaviest 
gains have been in kitchen and 
household cutlery. These changes 
have been influenced by marked 
changes in the living habits of 
our population. 

As women have bought house- 
hold cutlery these changes—as 
in shears—have increased chain 
and department store sales at the 
expense of hardware merchants. 
The answer is better stocks, bet- 
ter selling, and better advertising 
on part of independent hardware 
retailers. Naturally this also 
means better trained wholesale 
and retail salesmen and a greater 
interest in this department by 
store proprietors. 

The Dean believes that cutlery 
manufacturers should be met 
more in a sympathetic than in 
a critical spirit. The cutlery 
business has had some pretty 


hard knocks. 


A Letter Regarding 
Cutlery 


Received By Our Contributing 
Editor—Saunders Norvell 


Dear Mr. Norvell: 

Cutlery has always been a very 
profitable line in our store. We 
handle nationally known brands 
bearing a warranty against defects 
in workmanship and material and, 
because our display and stock oc- 
cupy the best sales and traffic place 
in our store, our volume holds up. 

In about one-third of a century 



























































PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Outwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
loves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-20, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo. Chicago+Rome, Ga. 
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ARE AGE 


we haye changed lines only once. 
We have handled our present line 
of cutlery for many years and have 
a splendid customer repeat business 
on it. While this is our main line 
occasionally we fill in with some 
numbers from jobbers calling on us 
—of course the old reliable Russell 
Barlow pocket knife in various pat- 
terns. We work on the theory it is 
best to keep a well-rounded stock of 
a nationally known line, and create 
as little “line” competition as pos- 
sible. However, it is difficult to ad- 
here to this to the letter for the 
better jobber salesmen all push cut- 
lery and usually carry a few samples 
of attractive numbers as an order 
starter or to add to one they al- 
ready have. 

When cutlery was available in all 
desirable patterns and quantities we 
played it up considerably with the 
attractive cases, store and window 
displays and had each item neatly 
marked by number and sold from 
a corresponding display or catalog 
number, thereby not defacing the 
item itself so that it might be pre- 
sented as a gift. 


Special Stimulus 


Hunting season, Dad’s Day, Moth- 
er’s Day, birthdays, picnic time, 
Boy and Girl Scouting, Thanksgiv- 
ing, Christmas, etc., all offer a spe- 
cial stimulus to a good cutlery busi- 
ness and that along with general 
household and home uses takes cut- 
lery out of the seasonable sales class 
and makes it an all-year-round seller 
when properly advertised, displayed 
and sold. It is one of the prime profit 
lines in any good hardware store 
and ties in well with sporting goods 
and gift items. 

I find that most merchants as well 
as ourselves have some war “cats 
and dogs” left over that resulted 
from buying available brands and 
patterns while the better manufac- 
turers were making precision items 
for Uncle Sam. Merchants are 
finding it necessary to knife the 
prices to the bone on such items or 
to combine them with other sales. 
During the war any knife or shear 
would sell regardless of brand and 
usually carried too high a price. 
Those days are over and buyers 
Those days are over and buyers are 
scrutinizing brands, patterns and 
prices. 

We found that reliable, old line 
cutlery manufacturers who were per- 
mitted to make a few numbers dur- 
ing the war were very careful to 
keep the quality up and protect the 
brand they had established. Most 
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Now you can tell customers: 


“Here’s a 
sure way 


soil pests!” 










to kill 






effectively controls 
nematodes, wireworms, 
hale) Male <-MeolaloMMe)ial-lamcolel es 
destroying soil pests... 
TaMmelat=Mele)elitxelilela 


Yes, here’s something new 
and important that has come 
in the insecticide field. 

D-D Soil Fumigant is 
poured or injected into the 
soil... turns to a gas that 
kills root-knot nematodes, wireworms, mole crickets and many 
other root-destroying parasites . . . pests which, up to now, 
have resisted all but the most expensive methods of control. 

Now inexpensive D-D gets them — often increases plant 
growth as much as 100%! 

D-D is applied 2 weeks before planting . . . is safe and easy 
to use. One application lasts the entire growing season. 

Pints, quarts, gallon and 5-gallon quantities are now available 
to dealers. For information on using and selling D-D, write the 
nearest Shell Chemical office listed below. 


SHELL CHEMICAL CORPORATION 


100 Bush St., San Francisco 6 « 500 Fifth Ave., New York 18 


Los Angeles - Houston « St. Louis * Chicago + Cleveland + Boston + Detroit 
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BITES DEEP! 













of them are again back to full pre- 
war quality with quite a bit higher 
prices, but in keeping with other 
merchandise costs. 

Now, since some good cutlery is 
making its appearance, I find our 
sales people are taking their old 
time pride in selling it. It seems to 
me that the time is right for manu- 





facturers, jobbers, and retailers to 
join hands in a general cutlery sales 
boosting program, stressing good 
brands and quality, as well as the 


proper use and care of the same. 
I am confident retail hardware 
stores would co-operate whole- 
heartedly in a national program 
stressing the fact that prewar qual- 
ity is back in cutlery and they 
might use the slogan “Make This 
a Cutlery Christmas,” around which 
to build their promotion program. 
(Signed) A. W. WALTER, 

President 

A. W. Walter, Jr. & Co. 

Anna, Ill. 















































The *‘Michigan"’ 
makes mighty 


good use 
of muscle! 


They Cut Longer 
Between Sharpenings | 


‘Carpenters’ Expert” 
Speeds 


construction jobs! 





| 


Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 
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along the side of the store which 
is located at an intersection. 

Farmers like the twce entrances 
to the new farm store, says Gerald 
Disch. They can enter through 
the front door of the hardware 
store or through the side door 
into the farm store and thus they 
do not have to walk so far when 
parking their cars. These two 
entrances facilitate business on 
rush days. Two open-type dis- 
play windows are used at the side 
street entrance which, together 
with the two front windows, af- 
fords the store plenty of window 
area. 

The farm store is well depart- 
mentalized, so that farmers can 
easily find the items they want. 
For example, the store has a full 
line of milk, utility and other pails 
in a step-up display arrangement 
which has proved very attractive 
to farmers. They like to inspect 


New Farm and Appliance Section 
increases Sales 30 Per Cent 


(Continued from page 83) 


the merchandise on this display 
and select what they want. Water- 
ing cans, sprinklers, and oil spout 
cans are also in this display. 

In addition to newspaper adver- 
tising, the Disch company finds 
that handbill advertising pays very 
well. The firm usually issues a 
double-page handbill to about 
3,000 rural boxholders, a number 
of times per year, and gets excel- 
lent results. 

A box of copy in the circular 
also stressed the firm’s finance 
plan for purchase of large items, 
stressing the one-third down pay- 
ment and 15 months to pay the 
balance. 

Above the new farm store is 
a balcony furniture department 
which is working out very well. 
A wide stairway leads up to this 
department. Items in the fore- 
ground are plainly visible from 
the main floor of the store. 





A step-up display “f galvanized ware in the new farm department. 
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Hardware Men Active In 
Co-op Tax Exemption 
Hearings at Capitol 


(Continued from page 93) 


with the othtér operate under the 
same set of rules.” 


Representative Wright Patman, 
D., Texas, currently a member and 
formerly chairman of the House 
Small Business Committee, pre- 
sented a vigorous defense of existing 
tax-exemptions afforded co-opera- 
tives in his testimony. He likened 
the question, “Do you favor taxing 
co-ops the same as private corpora- 
tions and other businesses?” to the 
age-old question, “Have you quit 
beating your wife yet?” 

“If you answer yes, it is implying 
that co-operatives have not been 
taxed like other businesses; if you 
answer no, it implies that you are 
for the co-operatives dodging taxes,” 
Mr. Patman asserted. “Never in my 
experience in public life—25 years— 
have I known an issue to be more 
misrepresented and misunderstood 
than this very issue involving farm 
co-operatives,” he added. 


J. F. Walsh Testifies 


Joseph F. Walsh, of Potosi, Wis., 
farmer, storekeeper and president, 
Catholic Knights of Wisconsin, tald 
the committee he had taken an active 
part in the co-operative movement 
since 1913, but believes that co-ops 
should “pay our just share of the 
taxes the same as any other corpora- 
tion.” 

This adjustment, he maintained, 
should be made because co-opera- 
tives realize “equal benefits with the 
other corporations of our state.” He 
declared that he always had held the 
backing of all the co-operatives he 
organized and served in his stand 
that co-ops should pay equal taxes 
with other corporations. 

Mr. Walsh continued: 

“Even though I am fully con- 
vinced that the co-operative move- 
ment is not the salvation of the eco- 
nomic farm problem, I am still 
strongly convinced co-operatives ren- 
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“We ask that the Congress in 
its new tax bill provide that 
the excess of income over ex- 
pense as shown by the annual 
statements of corporations be 
considered, and taxed, as 
profits.” 


—Rivers Peterson 
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Puapepuia’s set for sales 
with the finest line of top value 
mowers ever manufactured. There 
are styles to attract all your cus- 
tomers .. . outstanding features to 
please the most technical ... and a 
PRICE RANGE WITHIN REACH 
OF EVERYONE. Built into each 
Philadelphia mower is the same 
high standard of quality, the same 
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engineering skill that has made 
Philadelphia famous for more than 
75 years. 

The Philadelphia line will mean 
profitable business for you in 1948. 
You'll sell a// your prospects when 
you handle these nationally-adver- 
tised, dependable mowers. Ask your 
jobber, or write direct for illustrated 
folder describing all models. 


PHILADELPHIA LAWN MOWER DIVISION 
COLDWELL-PHILADELPHIA LAWN MOWER CO., INC., Newburgh, New York 
Subsidiary of Portable Products Corporation 














NEW COLONIAL—A_ low-cost, up-to-date 
version of an old Philadelphia favorite. 
Widths, 16" and 18", 














men A hi, aeley mower with agen 

and construction an 

many “outsta ve features. Widths, 16" 
18". 














FALCON —A go anghome aa be mowers. 
sod easy. Briees ‘Stratton Model WI 
engine. Wi : 
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INDEPENDENCE—A pressed steel mower 
with ultra-modern design and m 
price. Width, 16". 














PHILADELPHIA SrEp The finest mower 
money can buy. piqued especially for 
professional use. Width, 18". 



















































multiplies 


Sates 


® A tough, sturdy juicer with 
heavy walls—will iake a lot of 
abuse—skillfully designed with 
abundant openings so as not 
to clog with seeds or pulp, and 
let juice flow through readily. 


It fits into a large funnel and 
this combination can be used 
convenienily with tumbler as 
shown. Color, solid red. 

































Available in sets consisting 
of the funnel combination and 
juicer; or funnel combination, 
juicer, and six tumblers. A 
good item for multiplying sales. 


Ask for folder A-1 


| /ze NUCHEK TOOL Co 


CLEVELAND 4, OHIO 


3001 EAST 87th STREET 








der great benefits to the rural com- 
munities. There are, however, many 
abuses in the movement to which I 
am bitterly opposed. 

“I was instrumental as a member 
of the Equity Society, in years gone 
by, in having the present Co-opera- 
tive Law of Wisconsin put on the 
statutes; allowing the co-operatives 
to trade with non-members, bu&com- 
pelling the co-operatives to set up 
the profits derived from non-mem- 
bers’ business to the credit of the 
non-member until he earned a share 
in the corporation. This law owing 
to abuses and pressure of co-opera- 
tives in our state is not enforced and 
profits made on the non-member are 
not returned to him. Taxes are not 
paid on the profits of the non-mem- 
bers’ business, but are distributed in 
one form or another to members who 
have not earned the dividend. 

“In addition to my membership in 
farmers’ co-operatives, I also belong 
to three businessmen’s co-operatives 
—grocery, hardware and farm imple- 
ments. 

“I am very happy to be able to 
state that these businessmen’s co- 
operatives do not take advantage of 
Chapter 185 of the Wisconsin Do- 
mestic Corporation Law—to which 
they are fully entitled—which would 
relieve them of taxes.” 


Judge Sims Speaks 


Judge Frank K. Sims, Jr., repre- 
senting the American Hardware & 
Equipment Co., of Charlotte, N. C., 
said the hardware trade—including 
manufacturers, wholesalers and re- 
tailers—has “very real cause for con- 
cern over the high-speed expansion 
of its income-tax-avoiding competi- 
tors, the co-operatives.” 

“Times have changed,” Judge 
Sims declared. “Many co-ops now 
are million-dollar corporations doing 
business over a wide geographical 
area. Tax rates have changed, too. 
During the war years as much as 80 
per cent of a regular corporation’s 
profit went to the Federal Govern- 
ment in income and excess profits 
taxes. Even now regular corporate 
business supports its Federal Gov- 
ernment by paying in taxes from 21 
to 38 per cent of profits.” 

Although representatives of co-op- 
eratives may attempt to confuse is- 
sues by pointing up the fact that 
there are only about 5,000 exempt 
co-ops, Judge Sims declared, “we in 
the hardware business object be- 
cause all co-ops can avoid payment 
of their fair share of federal income 
tax by the simple device of allocat- 








ing their earnings in some form of 
patronage dividend.” 

“Thus all co-operatives handling 
hardware—and that is our particular 
concern, for they compete with our 
company’s customers—all of these 
co-ops can avoid the’ payment of 
their just share of federal income 
taxes,” Judge Sims said. “Their type, 
size, and commodity they handle has 
no bearing on the subject under dis- 
cussion. The issue is equality of tax- 
ation, which in very simple language 
is just fair play,” he added. 

Judge Sims introduced into his 
testimony the following table which 
shows the sales volume of 18 of the 
major regional wholesalers of the 
country as compiled by the Farm 
Credit Administration: 


Wholesale Supply Sales 
18 Major Regional 
Purchasing Co-operatives 


Commodity 1945 
WM shidg ove .... .$185,355,738 
Gas, oil and grease.... 73,574,357 
Fertilizer ..... 26,527,323 
Package _ material, 

drums, containers 15,299,002 
I ogre so ese na 14,993,647 
Farm machinery and 

equipment . eee 7,687,489 
Lumber, paint, and 

maintenance material 5,271,295 
Steel products . 4,908,725 
Tires, tubes and auto ac- 

cessories 4,862,425 
Groceries .. 4,733,374 
Insecticides 4,165,667 
Electrical equipment 2,107,902 
ee 1,708,350 
Twine ..... : 852,655 
Miscellaneous 10,278,702 


“It is certainly not my desire, nor 
the desire of the company I repre- 
sent, to discredit or destroy these 
organizations,” Judge Sims declared. 
“All we ask is tax equality. This is 
only fair and just. 

“The co-op claim that they pay 
taxes just like a partnership seems 
to me to be ample reason for the 
Ways and Means Committee to start 
revising the income tax laws with 
respect to co-operatives, for all infor- 
mation concerning the co-op method 
of operation points conclusively to 


bo & 


“Though they are amply able 
to pay federal income taxes, 
these co-operative corpora- 
tions escape payment at all 
three levels at which their 
competitors have to pay.” 
—Rivers Peterson 
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FOR MORE SALES 
SELL VOLLRATH VALUE! 


The customers you want, want value today . . . the kind of 
value offered in Vollrath Enameled Ware. Value that sells 
easily! .. 


First: Let the beauty of Vollrath Ware automatically attract 
customers to your counters. Display it at every opportunity! 

Then: Tell women of its durability . . . how easily it is kept 
sanitary-clean! 

Just sell those values and you'll sell more Vollrath 
Enameled Ware. Remember, performance is always the 
final assurance of quality! 


The 


SHEBOYGAN, WIS. 


NEW YORK 
CHICAGO 
LOS ANGELES 
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Colorful die-cut dis- 
play ties in with paint 
sales and tells how Jiffy 
paints screens 10 times 
faster than brush. 
Covers screens better, 
yet never clogs mesh, 


Sells on Sight! 


APPROVED 
by world .eading 
Paint Manufacturers 


contttne tS. e@ 










NEW JIFFY ROLLER APPLICATOR 
Especially enginecred for water 
thinned paint. Makes anyone an 
expert painter. 


Jiffy Quality 7 Profits 
is Diggers, Pi Hooks 


ORDER FROM JOBBER 
OR WRITE DIRECT. 





FREE — colorful dealer helps bring quick = 
Consumer advertising is creating volute demand. 


A. B. CARLSON & ST 
AURORA 3 ILLINOIS 











( Here's the one that ) 
WON'T SHRINK 


This modern plastic jn 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 






WILL NOT SHRINK 
STICKS AND STAYS pyr 
il 





















Most dealers report: 
“Our sales of Dur- 
ham’s_ Rock - Hard. 
Water Putty keep 












doubling, year after 

year.” What’s more, Bs 
, 

Durham's Rock- Des Moines 4 






Hard Water Putty 
- you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or c off. Durham’s Rock-Hard 
Water Putty » the not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
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in POWDER Form 





the fact that co-operatives are not 
partnerships. They are corporations 
and have incorporated just like any 
other business to gain certain advan- 
tages. I say let them pay for enjoy- 
ing those advantages just as any 
other business pays. 

“To do so will bring about the 
tax equality we are seeking. Then 
if the co-operatives sell more hard- 
ware than we do, we'll know we are 
beaten by a competitor playing the 
game by the same set of rules which 
apply to our business. The way the 
game is being played right now, we 
have the uneasy feeling that the ref- 
eree is on our opponents’ side,” he 
concluded. 

Jerry Voorhis, former California 








Congressman and now executive sec- 
retary of the Co-operative League of 
the United States, told the commit- 
tee if it levied a penalty tax against 
patronage refunds not paid in cash, 
co-operatives would only need to pay 
them all in cash and Jet members 
reinvest. 

Similarly, he said, taxation of pat- 
ronage refunds would simply give 
their members the advantage of their 
savings by lowering prices. 

“In the end,” he stated, “about all 
you can do is make it illegal to join 
a co-operative. For you can’t wipe 
out the inherent strength of co-opera- 
tives—which lies in the fact that 
they belong to the people’ whose 
needs they serve,” he said. 





Stock Turn—How to Figure 
It and Speed It Up 


TOCK-TURN is closely related to 
margin and markdown. Stock- 

turn means the number of times the 
average inventory of merchandise is 
sold within a given time—usually a 
year. Serious losses result from slow 
stock-turn. These losses are: 

1. Markdowns. 

2. Depreciation of goods. 

3. Salaries, wages, and other han- 
dling charges. 

4. Costs of storage and shelf room. 

5. Interest on the capital invested 
in goods. 

6. Cost of insurance on the goods. 

7. Capital tied up in stock. 

8. Loss of reputation due to hav- 
ing stale, depreciated stock. 

9. Loss of trade because of in- 
ability to buy newer merchandise. 

Causes of Slow Stock-Turn 

1. Buying too mutch at a time. 

2. Lure of large discounts for big 
quantities. 

3. Seasonal changes. 

4. Too many brands. 

5. Buying from too many sources. 

6. Too many end-sizes. 

7. Wrong colors, materials, etc. 

8. Wrong prices or too many 
prices. 

9. Failure to take frequent phy- 
sical inventories. 

10. Obsolete styles. 

11. Shop-worn articles. 

12. Uninterested and _ untrained 
salespeople. 

13. Lack of salespeople’s knowl- 
edge of stock. 





(Condensed from “Pricing Merchan- 
dise Properly,” one of 17 booklets mak- 
ing up the handbook, Better Retailing, 
published by The National Cash Regis- 
ter Company, Dayton, Ohio.) 


14, Lack of proper stock contro] 
records. 

15. Failure to find out what cus- 
tomers want. 


Figuring Rate of Turn 


The “rate of stock-turn” is the 
number of times a stock turns with- 
in a certain period of time. The 
rate is usually based upon one year’s 
business, 

The easiest method by which to 
figure rate of stock-turn is to divide 
the amount of yearly sales by the 
amount of the average inventory 
taken at selling prices. When in- 
ventory is taken at cost, the average 
inventory is divided into the cost of 
goods sold during the year. 

The actual physical inventory of 
merchandise is usually made on 
December 31. Many merchants mis- 
takenly use this as their average in- 
ventory. This cannot be done, be- 
cause stocks are at their lowest the 
last day of the year; and when this 
low inventory is divided into sales, 
the result is a larger stock-turn than 
actually occurred. The average 
amount of stock should be used; 
that means the average inventory. 

Suppose we take a physical inven- 
tory of stock at selling price Decem- 
ber 31. To this is added the amount 
of purchases in January at their sell- 
ing price. From this is subtracted 
the total sales in January. The re- 
sult will be an approximate inven- 
tory as of February 1. Example: 
Inventory at retail prices, Dec. 


Santina epiaie mia wie pees Aah $11,300 
Purchases during January at 
selling prices ........eeee 6,575 
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$11,300 
6,575 
17,875 
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pe ee eee 7,100 

10,775 

Estimated stock, Feb. 1...... 10,775 
Purchases during February at 

GOUIES PERCE ons cccccccs 6,995 

17,770 

a ae oe 17,770 

FEDCGRTY GONE occsccsccecss 8,375 

9,395 


Estimated stock, March 1.... 9,395 


If this is repeated every month, 
and another physical inventory at 
selling price is made December 31, 
the thirteen inventory totals are 
added and the grand total is divided 
by thirteen. This will give a correct 
average inventory. When the aver- 
age inventory is divided into total 
yearly sales, the result will be the 
exact rate of stock-turn. 


Speeding Up Stock-Turn 


Stock-turn can be speeded up by 
cutting down stock and by increas- 
ing sales. Go over stock carefully 
at least twice a year. Challenge 
every item. Weed out the slow sell- 
ers. It is better to sell these goods 
at cost, if necessary, to clear them 
out. The money received from such 
sales can be used to stimulate sales 
of the remaining stock. 

Broken lines, incomplete stocks, 
and being “just out” do as much to 
lose sales, and thus decrease stock- 
turn, as any of the things already 
discussed. Starved stocks lose many 
sales. To get the fastest stock-turn, 
staple stocks must be kept up. Size, 
colors, etc., must be filled in as rap- 
idly as they are sold out. “The 
faster you use your dollars,” says 
the president of a successful store, 
“the more times in a year you buy 
and sell and earn a profit, the 
greater—other things being equal— 
will be the total of your net profit.” 





PROTECT YOUR HOME FROM 
UBERCULOSIS 


















be 
: wT, 
A V/A 3 “nas : Z als 












DECEMBER 4, 1947 





NOW...FOR THE FIRST Time f 


f 2 
Oo 








Made by a reputable 
PAINT MANUFACTURER 


A tested product of the 
20th CENTURY 
PAINT LABORATORY 


Quick-Apply © Quick-Dry 


Super-smooth for all surfaces 


POSITIVE PROOF! 2otn 
Century PLASTIC De LUXE 
Enamel was subjected to an 
accelerated exposure test 
equivalent to two years under 
broiling sun and salt water. 
After one full week under 180 
degrees of infra-red heat, the 
sample showed absolutely no 
deterioration! (Sample tin on  one-coot. 
request.) ae 
with 
pure 
Here's an enamel that you can alkyd 


sell with confidence ...an °° 
enamel they'll ask for by name 
again and again. 


TESTED for quick drying 
TESTED tor high coverage 
TESTED for smoothness 
TESTED for toughness 





Gives a beautiful new finish 
to: FURNITURE * BOATS * CANOES 
¢ TOYS * WOODWORK « FLOORS ¢ 
MACHINERY © BICYCLES © REFRIGERA- 
TORS © TOOLS © GARDEN IMPLEMENTS 
© AUTOMOBILES © Any surface that 
can be painted! 


TO HELP YOU SELL MORE 20th Century 
PLASTIC De LUXE Enamel . . . you get all 
the advantages of a hard-hitting national 
advertising campaign! 











20th CENTURY PAINT & VARNISH CO. 
456 Driggs Avenue ¢ Brooklyn 11, N. Y. 


WRITE FOR EXCLUSIVE DISTRIBUTION FRANCHISE! 
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“sin STERLING ROCK 


(Photo courtesy International Salt Co., Scranton, Pa.) 











Mass displays of 10 and 100-Ib. bags of rock salt with tie-in items 
such as snow shovels increase Gregg's profits during winter months. 


Snowfall Brings Added Profits 
From Sales of Rock Salt 


ics salt makes a fast 
turnover item that provides a 
good profit during the winter, ac- 
cording to Raymond Gregg of 
Gregg Brothers Hardware, 252 
Richmond Ave., Port Richmond, 
Staten Island, N. Y. Displays of 
10 and 100-lb. bags, combined with 
window signs and banners urging 
people to use rock salt to remove 
snow and ice after winter storms, 
pull customers into the store and 
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Gregg Brothers Hardware features both it and 
allied items with the advent of cold weather. 
Sales to winter motorists bring good returns 


step up sales on this and related 
items such as snow shovels. 

Gregg Brothers has been selling 
rock salt for seven years to indus- 
trial and home users and to car 
owners, and the firm also puts it to 
good use on the sidewalk in front 
of its own store. Business houses, 


trucking companies, hospitals, 
schools, institutions and similar 
organizations have become sub- 
stantial users of the 100-lb. bags, 
while most householders and car 
owners prefer the smaller size. 
Spread at the beginning of a 
snow or sleet storm on sidewalks, 
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Self-selling to save Their fast turnover Acme Fasteners ... 
your sales efforts means extra profits versatile home 
repair need 








HANDY AS NAILS... 
SHARP AS TACKS... 


PUT ’EM TO WORK 
; FOR YOU! 


Acme Corrugated Fasteners are used in 
homes everywhere for repair of all 
wooden household items. Besides being 
good-profit items with fast turnover, 
they bring traffic into your store. And 
this traffic buys higher-priced items! 
See your jobber now for eye-catching 
cartons of 12 boxes, 50 fasteners each. 
itals, Three sizes, *% x 4, %x 5, % x 5. 
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FORGED IRON 
CABINET HARDWARE 


MANUFACTURING COMPANY 
PITTSBURGH 12, PENNSYLVANIA 


porch steps, driveways, parking 
lots, curbs, industrial loading plat. 
forms and similar areas around 
homes and business buildings, 
rock salt helps to melt light snow. 
falls and freezing rains and makes 
it unnecessary to shovel snow. If 
the snowfall is heavy, rock salt 
keeps it from packing and freezing 
to the surface, with the result that 
it can be quickly shoveled off. 
When snow has already packed or 
ice has formed, the rock salt crys- 
tals bore down through the frozen 
mass, break it up and loosen it 
so that it can be easily removed. 

In addition, car owners buy it 
to throw under their rear wheels 
when they get stuck on packed 
snow or ice patches. A handful 
under each wheel provides traction 
and enables them to pull away 
without spinning their tires. In 
recent years many AAA clubs have 
supplied 10-lb. bags of rock salt 
to members to use in this way, and 
many other motorists have also 
formed the habit of carrying 10-lb. 
bags in their cars. Alert stores can 
sell two bags to a customer—one 
for his home and one for his car. 

Users like rock salt because it 
completely removes snow and ice, 
and provides safe, dry surfaces 
with no ice or snow patches to 
cause dangerous falls. In addition, 
it takes the hard work out of snow 
shoveling. Unlike ashes and sand, 
it leaves no messy residue that 
smears shoes and has to be cleaned 
up when the snow melts. 

These facts, pointed up in store 
banners, display cards, and news- 
paper ads during stormy months, 
step up sales, says Mr. Gregg. 


PROTECT YOUR HOME FROM 
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Increase in 1948 
Construction Contracts 






ays, parking 
loading plat. 
areas around 





S buildings, Expected 
It light snow. W. DODGE CORPORATION, 
ns and makes e 119 W. 40th St. New York 
vel snow. If City, fact-finding organization for 
ry, rock salt the construction industry, estimates 
and freezing a 7 per cent gain in construction 
he result that contracts in 1948 over the actual 
hoveled off. volume reported for this year in the 
37 states East of the Rocky Moun- 


dy packed or 


tains. The total amount estimated 


cab nse i for next year is $8,035,000,000 | 
> : against a volume of $7,525,000,000 
nd loosen it reported during the first nine months 
y removed. of the year plus an estimated vol- 
wners buy it ume for the last quarter of 1947. ay uct 
rear wheels In its annual statement prepared JEAN Ihe 
on packed as a guide to construction industry 
A handful executives in establishing produc- 


ides traction rae Saal marketing quotas for the 
. pull away orthcoming year, the Dodge cor- 
Ca gee ‘ poration estimates a 9 per cent gain 
ir tires. In ; = - , 

in nonresidential construction, a 4 
A clubs have ‘ss ete 
f ger per cent gain in residential contract 
of rock salt letting and a 7 per cent gain in 





his way, and heavy engineering works over the 
s have also 1947 record. LIKE a powerful rgagnet, RED BRAND fence attracts and 
rrying 10-Ib. The Dodge corporation expects a holds customers . . . Rrosperous farmer-customers who know and 
rt stores can dollar volume of single-family and appreciate the best .\. . customers who are top prospects for 
stomer—one two-family residential structures to your other products. 

for his car. exceed this year’s record by 1 per RED BRAND has earrigd the confidence of farmers by delivering 
t because it cent, with a 14 per cent gain in extra long service and Satisfaction in the fence lines. This con- 
iow and ice, apartment house awards. sumer confidence in RE} BRAND pays off in more sales. . . 
iry surfaces §§ In a statement accompanying the more repeat business for Keystone dealers. 

patches to a aes Soe > As yet we are unable to c@mpletely supply the demand for RED 


Holden, president, and Clyde Shute, 


. - ; : 7 I intaini ditional 
assistant vice-president and man- BRAND fence. However, = Se ANS eee 4 —_ rs 

ash ah tin enttntaiies"s entiation’ high quality and assuring byand recognition through nationwide 
s and sand, “ 4 a advertising . . . imporfant factors for every dealer in the 


In addition, 
out of snow 


: division, state: é 
esidue that gu dinieney selling days ahead. 


“Recent increases in construction 
0 be cleaned 





s a ae ante Sew spte KEYSTONE STEEL & WIRE CO., PEORIA 7, ILLINOIS 
-_ strained available supplies of key 

up in store materials and available construction \ 

, and news- man power. The trend of commod- 

my months, ity prices, including prices of con- | 

Gregg. struction materials, is still upward. | 

—__—___—- Further wage increases are rather | 


likely. The economy as a whole is | 
straining with the effort of full pro- 
duction to meet backlogs of accu- 
mulated needs of practically every 
kind. We have practically full em- 
ployment, which makes recruitment 
of additional man power for the 
construction industry and marked 
improvement in construction pro- 
ductivity very difficult. 

“Most construction materials 
should be plentiful in 1948. For 
many of them competitive selling 
and competitive pricing will be in 
order. However, many key materi- 
als will continue to be in tight sup- 
ply. This condition is particularly 
likely to prevail with respect to 
many fabricated metal products.” 
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Safety Razor Blade 
Showcase 


American Safety Razor Corp., 315 Jay 
St., Brooklyn, N. Y., has created a com- 
plete safety razor blade department 





which will display and sell every make 
of blade in a store. This permanent 
heavy polished plate glass showcase is 
offered gratis to dealers purchasing the 
No. 2610 Gem blade department show- 
case deal. Unit takes up one-half sq. ft. 
of counter space. It is pilfer-proof, 
forms a mass display of actual stock 
and is clearly visible from all sides. 
Information regarding the deal can be 
obtained from the company. 


Germicidal Lamp Book 


Lamp Department, General Electric 
Co., Nela Park, Cleveland 12, Ohio, has 
issued a six-page booklet describing 
the varied applications of germicidal 
lamps in farm buildings. Entitled, 
“Better Health for Poultry & Live- 
stock,” it employs photographs of ac- 
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tual germicidal installations to illus- 
trate the uses of ultraviolet energy in 
killing airborne bacteria in buildings 
occupied by poultry and animals. Avail- 
able upon request. 





Step-Extension Ladder 


Lincoln Mfg. Co., Inc., Westminster, 
Md., is offering a combination step-ex- 
tension ladder which raises or lowers 
one foot at a time. Each tread is sup- 
ported by 3/16 in. galvanized steel and 
reinforced by metal trusses. Metal pins, 
*6 in. securely anchored in top exten- 
sion rung, engage ear for positive ac- 
tion, says maker. Treads are traction 
grooved. Four, five, six, seven and eight 
feet as stepladder extends to six, eight, 
10, 12 and 14 feet. In stepladder posi- 
tion, stirrups may be used, right or left 





hand, for pail hooks. As extension lad- 
der it has metal covered rail ends, 14 
in. extension rungs shouldered into side 
rails and right angle brace under stirrup 
tread to counteract weight in extension 
positions. 























Buckeye Griddle Toaster 


The Buckeye Aluminum Co., Wooster, 
Ohio, is introducing a new griddle- 
toaster with a four-color gift carton. 
All-purpose griddle toaster is said to 





make good potato cakes, griddle cakes, 
toasted sandwiches, French _ toast, 
steaks, chops, ham, bacon and eggs. 
Recipe booklet as well as descriptive 
label is supplied with each unit. Uten- 
sil is made of 10-gage virgin aluminum, 
which assures even distribution of heat 
with no hot spots and allows the user 
to maintain the correct cooking tem- 
perature by using low heat after the 
griddle is once warmed. Suggested to 
retail for $2. 


Two-in-One Tape Booklet 


The B. F. Goodrich Co., Akron, Ohio, 
has issued a catalog section describing 
its Two-in-One tape which weatherseals 
electrical splices in one operation. Sec- 
tion describes materials and construc- 
tion methods employed in making the 
products and outlines some of their 
particular uses. 
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; » LIGHT WEIGHT ... POWERFUL... 
MANEUVERABLE ... PROFITABLE... 






Here's the power lawnmoker that is sweeping the country like a 
gale ...in popularity among users ... and profits for dealers. The 
HURRICANE has been tested and proved in practically every 
section of the country. And the 1948 model is now ready 
with new, improved trigger-fast governor control—new 

2'/2 H.P. engine—new hardened tip blades that 

will make it an even faster selling unit. 


Once sold, the HURRICANE stays sold. 















ter Its trouble-free operation assures com- 
Wooster, plete customer satisfaction. 
griddle- 
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Check These BIG 
Selling 
Features 












« Light Weight— Car- 


























tlage designed for light- 

ness in weight combined 

with structural sturdiness. 

Bed is all cast aluminum. 

*« Even Cutting — Four fully 

ball bearing wheels with 1.75 in. 
cakes, x 10 in. zero pressure tires. All 
toast, wheels same diameter; insures cut- 
eggs. ting blade operating on an even 
riptive plane, at all times. tr 
Uten- 4-Cycle Trouble-proof Engine easily 
* heas ‘* started by short pull on starting pulley. Has 
rhein Maneuverability — Handle designed fo: the new inbuilt trigger-fast automatic gover- 
po full floating operation; ins at constant nor. Will operate without throttle or any hand 
= the level in the grasp allowing machine to float control. Keeps speed of engine and cutting 
“yn or conform to contour of lawn. Slight pressure blade constant whether cutting heavy or light 

on the handle hinge pins guides machine. grass or weeds. 
4 * Blade Driving Unit is completely ball * Grass Distributed overly over the lawn 

- bearing friction type with ample tension to Gus to ewvang selhe neta 

Ohio, ie P 3 P ‘ cutting blade; prevents windrowing. 
ibing absorb all power of the engine. When strik- . 
rseals ing immovable objects, it slips, protecting JOBBERS—Write direct for complete informa- 
- Sec- blade, engine crankshaft and driving mechan- tion about The HURRICANE and how it can 
struc- ism. fit into your profit picture. 
g the 
their 
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Get in Touch 
with Your 
Nearest Jobber 


The jobbers listed below 
can supply you with The 
Hurricane Power Lewn- 
mower. If mo jebber near 
you, write us direct. 





Benson Implement & Appliance 
Omaha, Nebraska 





Bering-Cortes Hardware Co. 
Houston, Texas 


Browne Equipment Co. 
Columbus, Ohio 


Bruce Boats & Motors 
Jacksonville, Florida 


Nelson Radio & Supply Co. 
Mobile, Alabama 


North Jersey Equipment 
Newark, New Jersey 
Old Dominion Motor Co. 
Norfolk, Virginia 


Pacific Supply Cooperative 
Walla Walla, Washington 


Raymond Lake Motors 
Cleveland, Ohio 

St. Louis Distributing Co. 
St. Louis 10, Mo. 

Buyrn, Old & Eaton, Ine. 
Norfolk, Virginia 

Haw Hardware Co. 
Ottumwa, lowa 

Knapp & Spencer 

Sioux City, lowa 

W. J. Krebs Sales Co. 
Corpus Christi, Texas 
Magnolia’Seed Co. 

Dallas, Texas 

Neff Marine Co. 
Milwaukee, Wisconsin 
Stratton Baldwin Co. 

New Orleans, Louisiana 
Stratton-Warren Hardware Co. 
Memphis, Tennessee 
Stuckman Tire Service 
Bluefield, West Virginia 
Teague Hardware Co. 
Montgomery, Alabama 
Carmen Lude, Inc. 
Charlotte, North Carolina 
Cox Motor Co. 
Washington, North Carolina 
General Supply Co. 
Kansas City, Missourl 
Kelth-Simmons Co., Inc. 
Nashville, Tennessee 

Speer Hardware Co. 

Fort Smith, Arkansas 
Excelsior Stove & Mfg. Ce. 
Oklahoma City, Oklahoma 
Wiley Stewart Machinery Co. 
Oklahoma City, Okla. 
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Craftsmen quickly recognize the 
added quality of Vaughan Fine 
Tools, the added scientific design 
and balancing that reduce fatigue, 
and the limitless service these tools 
offer. 








For Industry or Home—Vaughan 
Fine Tools bring Dealers quality 
customers. Display them promi- 





nently. 
















No. 700— 
Small Tool Assortment 









FINE TOOLS ARE OUTSTANDING IN 
* Design * Durability 
% Dependability *« Materials : 
% Craftsmanship / 






















| convenient to carry in pocket or purse. | 








‘Aristocrat’ Broilking 


23rd St., New York City, has added 


400, to its line. 










broils chops, steaks, hamburgers, chick- 
ens, franks, etc., toasts bread, warms 
rolls and muffins, and heats leftovers. 


Fine for fixing quick hot lunches for | 
the youngsters and for making a single | 


odd hours. Table stove is 
chromium-plated with 
trim. Legs and handles are said to be 


heat-proof and circulator vents in the 


meal at 


hood prevent stewing. 


International Appliance Corp., 2 E. 


another model Broilking, the Aristocrat | 
The electric broiler | 


black bakelite | 


Equipped with a porcelain enameled | 


drip pan, chip-proof when used for 


broiling, bright 


wire grill, adjustable | 


in height and positive high and low | 


heat regulation. Operates on 110-120 
volts, 
volts, AC or DC. Approved by Under- 
writers Laboratories. Suggested to re- 


tail for $19.95 east of the Rockies. 


Brownie-Lite Flashlight 


Brownie Mfg. Co., 195 William St., 
New York City 7, offers a flashlight, 
2 in. long and % in. in diameter fin- 
ished in sterling silver and jewelers 
gilding metal. It is either engraved, 


polished plain or ornamented with tiny 
sculptured figures. 


Small size makes it 


| 


Models may be had with chains, key | 
rings or name tags. All are gift boxed. 
Sterling silver model with key chain | 
is suggested to retail for $3.75 and the 


gilded metal model is to sell for 89 
cents, | 






AC or DC, also available in 220 | 









EXCELLO ...An investment J 


/ in Sales Appeal. Discrim- 


construction and stream- 
lined design. “Balanced 
Weight” for effortless op- 
eration. Colorful red and 74 
cream trim for standout jg 
"|, appearance. I if 
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| 
4 
is . ‘ 
; inating customers will be ‘ 
|, impressed with its sturdy | ! 
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HAND MOWER 


Built of fabricated steelthe EXCELLO 
is equipped with five high speed cruci- 
ble blades mounted on four spider ball 
bearing reel... One piece steel cutter 
bar with crucible blade knife... Semi 
pneumatic tires... One piece tubular 
steel handle. Over 45 years experience 
has gone into the construction of this 
superior mower. EXCELLO leads the 
field in efficient dependable service. 
“Built to last a lifetime.” 







Manufactured By 


HEINEKE & CO. 


SIMCE 1902 


SPRINGFIELD, ILLINOIS 
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Ben-Hur Nine Foot Freezer 


The Ben-Hur Mfg. Co., Milwaukee, 
Wis., is introducing the model 197 
urban family freezer. It provides addi- 
tional food storage capacity without any 
increase in size, says maker. It offers 
nine cu. ft. of food storage with the 
overall dimensions of the average six 
cu. ft. cabinet. Unit is built with the 
extra thick all-around wall of fibreglass 
insulation. Horizontal condenser unit is 





designed to fit into the limited floor 
area available in the average size home. 
Other features of model 197 farm and 
home freezer include—slamless cover, 
welded steel cabinet construction, in- 
sulation hermetically sealed against 
moisture, heavily plated safety hard- 
ware, hermetic freezer unit, flat-table- 
top, table height, and white baked-on 
enamel finish. Cabinet is 28% in wide, 
36 in. high and 48 in. long. 


Steel Shelving Catalog 


A six-page circular listing steel shelv- 
ing has been issued by Precision Equip- 
ment Co., 2658 N. Long Ave., Chicago, 
Ill. Steel shelving in a variety of 
sizes is offered for immediate delivery 
and some sizes are available for im- 
mediate shipment from stock. 





Ell-Dee Tank Type Vacuum 


Model LD-T2E tank type vacuum 
cleaner is a mechanical and electrical 
aid for all cleaning tasks, above the 
floor as well as on it, says maker. It 
features a 54 HP 500 watt ball bear- 


ing, self-lubricating motor, operates on 


{ 





AC or DC, two-stage fan revolves and 
one stationary plate with fan blades de- 
velop terrific suction. Cylinder wall is 
made of pressed steel, electrically 
welded with baked-on dutone enamel 
finish. Liberty Distributors, 30 North 
5th St., Philadelphia 5, Pa. 
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= Lowell is the name known to your 
customers, you can be sure of three important sales 
advantages: easy sales . . . profitable sales . . . 

repeat sales. Follow the example of dealers all over the 
country who make Lowell sprayers and dusters. 
their “lead line.” Start now to pyramid your profits 
with Lowell and get ali these extra benefits. 


@ FAST TURNOVER 

@ COMPLETE QUALITY LINE 
@ SELECTED DISTRIBUTION 

@ ALL SEASON SALES 

@ FORCEFUL SALES HELPS 


STAUFFER 
DUSTER 





CYCLONE 





ROTO-BLAST DUSTER 


I can stock because it brings OWELL 
in customers the year around.” aa all 
A Lowell Dealer yi Wanifactluring Co. 
(name on request ) 
DEPT. 51, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 


PREMIER 


“Consider Lowell the best line 





WORLD’S LARGEST MANUFACTURER 
OF SPRAYERS AND DUSTERS EXCLUSIVELY 


















CRUMP Christmas Special! 


WESTERN SADDLES 


No. 





Crump sells onl: 


Richmond, Va., 


871 


in Natural Russet 





DEALER 75 
SPECIAL g 
PRICE 
No. 871. Riding. Tree: 14" with 12" 


swell, canvas covered; 234" cantle, 
2/4" leather covered horn. Skirts: 
21/4" x 12144" felt lined. Stirrup leath- 
ers: 2" with extra liner around stirrup. 
Fenders: 7" x 15". Double rig with 
1%," tie straps. Girth: 16 strand cot- 
ton. Finish: natural russet, embossed 
fenders, skirts, jockey and seat. 


through more than 7,000 reliable retail dealers. Write Dept. 2J, 


‘or information on dealer franchises now available on better quality 


Farm Harness, Horse Collars, English & Western Saddlery, Police Equipment, Racing 
& Show Harness. 


B. T. CRUMP COMPANY, INc. 


Main Office and Factories: Richmond, Virginia 


N. Y. Office: 76 Reade St. 


Chicago Office: 666 Lake Shore Drive 
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HULL MFG. CO. 


P. O. Box 246-HA10, Warren, Ohio 
Send me Information and prices on the Hull Auto- 


mobile Compasses. 


NAME 
Check 


STREET 
CITY 


© Dealer (€ Chain Store 


creased customer 
complete customer satisfac- 


@ Hull Compasses have a 
15-year reputation for mak- 
ing music that dealers en- 
joy. Featured numbers are 


sales and profit, in- 
interest, 


tion. Why not book 
this sparkling trio 
for a permanent en- 
gagement? 


(A) BEACONLITE 


Illuminated Automobile 
Compass. List Price 
$5.95 


(B) STREAMLINE 
Standard Automobile 
Compass. List Price 

$3.95 

(C) STREAMLINE 


Marine Compass. List 
Price $2.75 


0) Jobber 


STATE 















K4cos_ Nomogenized 


Neatsfoot Oils 


Processed from the _ foot 
bones of the finest healthy 
beef animals slaughtered in 
the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils more uni- 





form, smooth and penetrat- 
ing. 











SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 

... the fibers in all fine tanned leather 

MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 


ATSLENE 
SO BELT OORESSING OO | 

Contains Mutton Tallow 
Made in Stick and Liquid 











Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 








WHAT'S NEW 


Presto Deepwell Cookers 


National Pressure Cooker Co., Eau 
Claire, Wis., is offering the Presto 
Deepwell pressure cookers as standard 
equipment of the Presteline custom “8” 
electric range. Deepwell pressure cook- 
ers have a 6 qt. liquid capacity. This 








model is equipped with the Homec Seal 
and the gage can be set for 5, 10 or 15 
lbs. pressure, enabling the homemaker 
to do her home canning without addi- 


tional equipment. Also offered in the 
range is the Wel-Com-Up, a structural 
feature which permits lifting of pres- 
sure cooker heating element from the 
well to the top of the range for use as 
a fourth surface unit. Change can be 
made while unit is hot, no tongs are 
required. Pressed Steel Car Co., Inc., 
will be the first maker of electric ranges 
to incorporate Presto. 


Ball Pen, Key Chain 


Carter Co., 725-727 Rahway Ave., 
Elizabeth, N. J., offers a ball pen with 
key chain attached in red, green or 
blue inks. Pens are said to last a year 
with normal usage. 


Grease Gun Steel Mount 


General Corp., 823 Mercantile Bank 
Bldg., Dallas, Tex., has devised a steel 
mount made to hold a hand grease gun. 
Worth grease gun mount will fit easily 
on all makes of tractors, driver’s seat 
box, side of the hood, or fenders, says 
maker. Mount permits “on the spot” 
lubrication. 
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Malco Maid Merchandiser 


Malden Mop & Brush Co., 11 Parlin 
St., Everett, Mass., is offering a com- 
pact, 3-way merchandiser for display- 
ing its “Malco Maid” mopheads. Dis- 
play can be used easel style on the 
counter, attached permanently to the 
back of the counter or hung on the 
wall. Constructed with a hardwood 
frame and six horizontal spindles, it in- 





cludes a dustproof, waterproof display 
card in four colors. Display is 38 in. 
high, 18 in. wide—and fills a space 
eight in. deep. Holds 18 mopheads, six 
each of three different sizes. Prices are 
on the display card above the mop- 
heads. Each mophead is individually 
packaged in eight-color lithographed 
wrappers. 


Electric Soldering Tool 


Vulcan Electric Co., Danvers 3, 
Mass., offers an electric soldering tool 
so counterpoised that it is said to ap- 
pear as if the tip is attracted like a 
magnet to the point to be soldered. All 
parts are replaceable. Tip is clear of 
interference so it can easily reach hard 


| 
| 





to get at points. It is always in the 
clear view of the operator. Plug tip. 
Aluminum fins are designed to dissipate 
the heat and keep the hand cool. Unit 
has standard heating head which is 
said to be Underwriters’ Laboratory ap- 
proved. 
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PRE-WAR TONKIN CANE is only one reason why 
jobbers, dealers, anglers everywhere prefer these 
outstanding Union Hardware rods. Union’s rod 
makers devote their years of experience to build- 
ing fine rods whose action and finish pleases even 
the fussiest: of fishermen. Union’s tremendous 
production facilities assure amazingly reasonable 
prices. Feature these four rods for prestige and 
profit. The demand requires rationing our supply. 
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Wy Lod 


Three pieces plus extra tip, with medium stiffness and weight 
for wet or dry fly. Pre-war Tonkin cane, brown toned, 
wound in two colors with butt cluster. Tenite screw locking 
reel seat with nickel plated butt cap. High quality ferrules 
and guides. Choice of 812 ft. or 9 ft. lengths (Order No. 
A 5001-1) 


Sur, Casting Koda 


One-piece swelled butt with detachable grip, length 7 ft. tip, 

30 inch grip. Seasoned pre-war Tonkin cane, brown toned. 

Two color windings and butt cluster. Stainless steel chromium 

plated guides. Nickel plated brass tarpon screw locking 

reel seat and retrieving collar. (Order No. A 5003-1) mn 
ii 


Pier, Goat or Junion Surf Rodel i 


Same specifications as above, in a choice of two ee Bi 


= 


— 


Co 
oon 


Eo 


i 


(Order No. A 5002-1 for 5 ft. tip and 18 inch grip; 
No. A 5002-2 for 7 ft. tip and 21 inch orip) 


jean 














we 


1} rma) 11989144 $5 Yoo 


7) 


WHEN ORDERING FROM YOUR JOBBER, SPECIFY 


HARDWARE COMPANY 


ROLLER AND ICE SKATES 
FISHING RODS, HAND TOOLS 


Torrington, Connecticut 


ae 


fini 
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DEPENDABLE 
SOURCE FOR ALL 


FASTENERS 


REGULAR | 
CAP SCREW 


+ 


WING NUT 
MACHINE 


SCREW 


vy 


SOCKET HEAD 


arn WOOD SCREW 


STOVE BOLT 





FAST SHIPMENT ON 
PACKAGED FASTENERS 


When you need fine quality machine 
screws, wood screws, wing nuts, cap 
screws, socket head cap screws, stove 
bolts and other fasteners, order from 
STRONGHOLD. 

STRONGHOLD fasteners are made 
on speedy, precision machines that per- 
form every operation with true accuracy. 
If you need 10 gross or 500 gross of a size 
STRONGHOLD is your one source either 
from stock or quick factory delivery. 


NOW AVAILABLE IN 
METAL EDGE BOXES 


Your customers will appreciate the advan- 
tages of purchasing their packaged fasteners 
from you in STRONGHOLD'S new metal edge 
boxes. Gone are the days of split seams and 
spilled screws! No longer do you have to hope 
and pray that boxes stay together. The tough 
durable construction of STRONGHOLD'S me- 
tal edge boxes withstands the punishment of 
shipping and constant handling. Each box bears 
a color-coded label that makes identification 
quick and easy 
Yes. STRONG 
HOLD’S FAST- 
ENERS in the 
new metal-edge 
boxes mean money 
in your pocket! 

Check and mail 
the coupon below 
for any or all of 
the items offered. 


( 





J 


ne 
STRONGHOLD SCREW PRODUCTS INC. 
t 231 W. Hubbard St., Chieago 10, Ill. 

Please send me FREE the items checked below. 

C] Sample gross of packaged fasteners in 

metal edge box 

‘Pocket Library of Engineering Data."’ 
Current STRONGHOLD ‘‘In Stock"’ inventory list 
for immediate delivery 


Position 
Company 


Address 


: 
I 
t 
1 
1 Name 
! 
! 
! 
t 


City : Zone State............ . 
ees 
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WHAT'S NEW 








Seven Quart Wear-Ever 
Cooker 


Aluminum Cooking Utensil Co., New 
Kensington, Pa., is offering a 7 qt. 
| Wear-Ever pressure cooker. Cooker em- 








ploys the cam type closure and is large 
enough to permit canning of 4 pt. jars. 
An additional 10 lbs. weight is included 
for use in canning non-acid vegetables, 
meat, fish and fowl. Regular 15 Ib. 
weight is for use in cooking all other 
foods. Cooker is made of hard sheet 
aluminum with an extra thick bottom. 
Equipped with flexible stainless steel 
“snap-tite” cover and heat resisting 
finger fitting bakelite handle with hang- 
up ring on pan. Molded flat gasket is 
of a special composition resistant to 
heat, grease, food, air and water, says 
maker. Can be removed and replaced 
after each use. Safety plug in cover 
will release when there is more than 
| 24-30 Ibs. pressure in pan. Cooker has 
a non-clog steam vent with seven safety 
openings. Suggested retail fair-traded 
price is $16.95 in the east and $17.95 
in the west. 


Flash-Cove Corner Trim 


The B & T Metals Co., Columbus 
16, Ohio, is featuring a series of flash- 
type cove base units. Available for 
both 4% in. and 6 in. cove base 
heights, the new sections may be used 
with all gages of material, according to 
the maker. Series includes inside and 


outside corners, right and left end 





stops, a binder bar for securing the top 
edge of the covering and a matching 
cap trim for use where linoleum ex- 
tends on up to wainscot height. These 
corner pieces require no* special tools, 
equipment or skill. Sections are 
stamped for light weight aluminum al- 
loy. brightly polished. Trims conceal 
all fastenings, provide sanitary flush 
fitting corners that are claimed to seal 
permanently against moisture. 


Outboard Mofor Tools 


Olson Co., 201-203 S. Kendall St.. 
Battle Creek, Mich., is making tools for 
repairing outboard motors which are 
suggested to retail for $36. Tools con- 
sist of a Universal wheel puller, starter 
spring winder, and centering tool. 
Puller is designed for use on all motors. 


on 











and the winder and centering tool are 
for Johnson’s, Evinrudes and Gale 
motors. 


Indirectly Heated 
Dispensing Tanks 


Two indirectly heated, thermostatic- 
ally controlled, melting and dispensing 
tanks with indirectly heated dispensing 
valves. Maker states that as the heat 
comes into the compound uniformly at 
the same controlled temperature from 
every sq. in. of the inner surface of the 
inner vat of the double boiler arrange- 
ment, it is impossible to coke or char 
the material being heated. Both are 
built on the double boiler principle and 
feature a series of oil-carrying tubes 
that run through the length and width 
of the inner vat so as to bring the same 
thermostatically controlled indirect 
heating from within the melting com- 
pound itself. The same oil bath is used 
to heat a new type of poppet action 
dispensing valve that, it is claimed, can- 
not freeze or drip. Both gas-fired and 
electrically heated equipment is avail- 
able. Both are fully insulated and 
heated from the inside. Aeroil Products 
Co., Inc., Park Ave. at 57th St., West 
New York, N. J. 
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Spillway Engineer 

Basically a marble runway, Spillway 
Engineer may be set up by the child in 
various ways—a long continuous ramp 
or slide, or in a series of short lengths 





each of which provides a different di- 
rection to the marbles used in play. 
Amusing and instructive, the construc- 
tion toy is designed to provide practice 
in finger manipulation and in muscle 
and eye coordination. Consists of four 
chutes, six bases, 12 cross-pieces, 12 
dowels of different sizes, four end-pegs, 
and six colored marbles. Suggested to 
retail for $2.25. Milton Bradley Co.., 
Springfield, Mass. 


‘Bord-Jak' 


Maco Corp., Huntington, Ind., is of-' | 
fering a tool called Bord-Jak patterned | 
on the lever principle, similar to a jack, 
and designed for quick application of 
flooring, siding and sheathing with the 
tightest possible joints. Maker claims 
it is not necessary to hammer, block and | 
set boards to obtain close-fitting joints. | 
Tongue and grooved or square faced | 
flooring or siding can be brought into 
perfect tight-fitting alignment without | 
battering of the lumber, it is said. Ac- 
cessory feet, a part of each tool, will 
eliminate spreading and _ squeezing 
joists or studs that bow too closely to- 
gether. When applying sheathing or 
siding, tool is used in a vertical rather 
than a horizontal position. 


‘Jiffy-Wiper' 


\ll-rubber five by three in. squegee 
is an efficient tool for cleaning windows, 
mirrors, tile, or automobile windshields. 
Can be stored in glove compartment. 





Suggested to retail for 20 cents, it is 
stapled on a colorful card. Acushnet 
Process Co., New Bedford, Mass. 
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be FAST MOVING ITEMS 


For Furniture, Hardware 





and Department Stores 


Adjustable CURTAIN STRETCHER yy 


Smooth surfaced wood for delicate iy WY, 
curtains, brass pins to eliminate rust. t 
Upper and lower braces steadied !P 
with heavy gauge aluminum pilates, 4 emerx 
easel legs fastened to aluminum 
strips. Easily assembled. Packed in ee Neer 4 
individucl cartons. Adjustable from \ : 
21°’ x 24” to 50x 90”. y } 





‘ : =a q 
+ 4 a 
poe i ) =~ - 
4 ¥# 

\ } Folding CLOTHES DRYER 
' . — Well constructed of strong, durable 

a 1 wood, smoothly sanded, folds neat- 
La ly for storing. .. When opened 31” 
‘ wide and 64” high. Collapsed, 31” 


wide and 5” high. 
30 FEET OF DRYING SPACE 


Jobbers and Dealers 
Attention Manufacturers Agents contact- write 


ing Hardware and Furniture jobbing trade! PIKE MANUFACTURING C0., inc. 


TALLADEGA ° ALABAMA 


Territories now open for sales representation. 








and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @ Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 
Insure Your Earnings... Protect All ! 


Why Not? Have your PERSONAL ACCIDENT 














SICKNESS POLICY PAYS 
$25.00 PER WEEK $10.00 PER WEEK 
FOR CONFINING FOR NON-CONFINING 
SICKNESS SICKNESS 
Estimated Annual Cost $24 


ACCIDENT POLICY PAYS 
$5,000.00—$10,000.00 $25.00 --$50.00 
FOR ACCIDENTAL FOR WEEKLY 
JEATH DISABILITY 
Est‘mated Annual Cost $15 


MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACOUNT OF ADVANCED AGE! 


SEND THE Ce ne Soa ae 
COUPON ; John S. Whittemore, Sec.-Treas. 


| Eastern Commercial Travelers 


T re} D A Y ! 80 Federal St., Boston 











; Without obligation, please send complete information and 
tee ol | application for membership to 

I 

CE 5 ino nW6us see 4eWSbOd be Ou 100550. 0000 600 bn den 6bEb RRS 
1 
ePrice ee 
(0 ee ee OS aidiaccrnes 
| HA-47 (No Solicitors Will Call) 

























ON-RUST 


SANIT-KIT 


NON-RUST ALUMINUM 


CUNCH KITS 


%& HEAVY GAUGE SOLID ALUMINUM 
% SEAMLESS CONSTRUCTION 
% SAN ITARY— ROUNDED CORNERS 
¥e PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 


Patent coil spring 
throat for unusual 
beating action! 

Perfect balance... 


lasts longer. 
For the millions who 
still prefer the old 
fashion way. 


WASTE 
BASKETS 


“The Full Line” 


Plain colors. 

Decal decorated. 
Original hand paint- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal Specialties, 


sold through leading hardware 
jobbers from coast to coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 
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Kay-Tite Made in Colors 


Kay-Tite, a preparation said to con- 
trol water seepage in all types of porous 
masonry is now available in brick, red, 


green, blue, buff, cream, spanish buff 
and rose in addition to grey and white. 
Addition of the colors to the line will 
enable the user to apply Kay-Tite to 
blend with existing color schemes. It 
is packed in 10 lb. cans and 50 lb. 
drums. Kay-Tite Co., White St., West 
Orange, N. J. 


Ohmer Cash Register 


Electric cash register model M-346-4 
is 16% in. by 18 in. by 21% in. and 
weighs about 122 lbs. Register fea- 
tures large front and rear indication, 
department or transaction keys, com- 
pulsory keyboard, six clerk keys, 
locked-in totals and counters, locked-in 
autographic detail record, a plus key, 
master key and lock, large cash drawer, 
and is strongly cénstructed. Finished 
in baked enamel decorated with chrome 
trim. Wiped clean with a damp cloth. 
Registering capacities from one cent to 
$999.99 are provided, depending on 
model selected. All sales recorded are 
added into one of four money totals, 
protected by a locked hood. Totals can 
be read and reset to zero any time. Plus 


key permits registration and provides a 
printed record of sales larger than the 
board capacity. Suggested to retail for 
$565. Ohmer Corp., subsidiary of Rock- 
well Mfg. Co., Dayton 1, Ohio. 


Upholstery Fabric Book 


Illustrated booklet describing various 
types of coated fabrics engineered for 
upholstery has been issued by the 
Fabrics Division, E. I. duPont de 
Nemours & Co., 350 Fifth Ave., New 
York City, Fabrikoid, pyroxylin-coated 
fabrics, Fabrilite, vinyl plastic-coated 
fabrics, available in fire-resistant quality 
and Cavalon, synthetic rubber-coated 
fabrics, are all described in the booklet. 


Four Cup Percolator 


Leonard Orman Co., Philadelphia, 
Pa., is introducing a one to four cup 
percolator made of heat-proof glass with 
an aluminum lid and basket and a de- 
tachable streamlined bake-lite handle. 


Handi-perk has a wide mouth for easy 
cleaning, non-drip spout, heat-proof 
glass, easy to grip handle, wide bottom 
that fits all burners, and stainless steel 
trim. 


Space Heater 
Service Manual 


Duo-Therm Division, Motor Wheel 
Corp., Lansing, Mich., has issued a 
space heater service manual which is 
presented in large typewriter-style type 
with profuse illustrations, making it 
easy to follow. Copy is boiled down 
to a minimum and the service procedure 
is set down in a logical step-by-step 
routine front cover to back cover. Us- 
ing the manual the company feels that 
most anyone in a short time can choose 
the right size heater for their home— 
locate and install it properly and place 
it in operation. 
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The SINGLE-STROKE JUICER with 


VOLE MEELEL 





Note, too, its many advanced fec 
tion of advantages women instantly appr 


Modern streamline design, plus smooth surfaces, See A 


pion a real beauty and surprisingly easy to keep clean. 


_ finished in white shane and ‘hese itisa handsome addition <a aft 


any kitchen. x 
Lagiding deportoiant stores and progressive deckert 


_ are stocking the Champion, Get your share of this new and profit 


dle tiakiaas wie ae: Order now. ee ee 
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PATENTS PENDING 


EXTENSION LEVER 


SS 


slides in and out of the handle. Gives 
greater leverage and vastly reduces the 
amount of hand pressure needed for ex- 
traction. 


UPPER PRESSURE CUP easily remov- 
able for washing. A quick twist 
does it! 


LOWER CUP & STRAINER 


life out easily. Elimina- 
tion of holes from the 
upper part of the 
strainer prevents accu- 
mulation of pulp; makes cleaning easier. 


~ EXTENSION BASE 
-_ prevents juicer from 
tipping when in use. 
Can be brought into 
position with a flick 
of the finger. 


SAFETY LOCK 


When the headpiece is 
at its highest elevation, 
lever locks. Headpiece 
can’t drop acciden- 
tally; lever can’t fly 
back and strike user. 





THREADING 
PIPE Is NOW 
THE EASIEST 
joB WE DO! 


"Cutting, threading and reaming 
pipe by muscle-power used to be 
one of our toughest jobs. Our 
employees hated to fill a pipe 
oles, Our pipe sales suffered. 
Now that we own a "PIPE 
MASTER", threading pipe is one 
of the easiest jobs we do. Our 
pipe sales have shown a health 

increase due to our faster service. ' 


That's a sample of what dealers 
tell Oster Distributors. The "PIPE 
MASTER" is a money-maker. Its 
standard range is !/," to 2" pipe. 
Extra range !/g" pipe. With 
auxiliary drive shaft, 2!/." to 6" 
pipe can be threaded with 
geared receding die-stocks. 
Check up on the "PIPE MASTER". 
Yse form below. 


MAIL IT TODAY! 














WHAT'S NEW 











Easi-Bild Pattern Rack 


Easi-Bild Pattern Co., division Pat- 
tern Publishing Co., Pleasantville, 
N. Y., is offering a dealer display rack 





for Easi-Bild patterns. Dealer assort- 
ment consists of 80 different patterns. 
Each pattern provides a simple method 
whereby an unskilled person can build 
everything from a lawn chair to a five- 
room house, says the maker. Patterns 
are suggested to retail from 15 cents to 
$5. Made-up samples of various items 
that have seasonable appeal are avail. 
able to dealers. Full size rocking horses 
are now going out. The samples can be 
sold by dealers after using same for 
display purposes. Any slow selling pat- 
terns may be returned for full merchan- 
dise credit. 


Dizzy Dises 

Norton Trading Co., Ihc., 595 Madi- 
son Ave., New York City, is making 
Mystery-Powered Dizzy Discs which 
float in mid-air, jump, fly, turn somer- 
saults. Item consists of three discs 









THE OSTER MFG. COMPANY 
2028 East éist Street, Cleveland 3, Ohio 


Send FREE Catalog “LIST NO. 24-A" which 
describes the No. 502 "PIPE MASTER" 
Portable Threading Machine. 


I ral retesactecettessoskcepicataecieasnhicn 
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plus a one and a half inch upright 
which is set into a wooden circular 
platform. Rings are strong magnets, 
non-metallic and moulded like ordinary 
plastics. Packed in a colorful box with 
instruction sheet. Packed one doz. in 
a bright folding display carton, Dizzy 
Discs are suggested to retail for 25 
cents. 


Fire Stop Paint 


Plicote, Inc., 664 N. Michigan Ave., 
Chicago, IIl., is offering a fire resistant 
paint in colors for walls, ceilings and 
woodwork. Paint is washable, ready- 
mixed and self-sealing. Available in 
green, blue, yellow, peach, ivory and 
white. One gal. is said to refinish an 
average size room. Maker states it can 
be applied over wallpaper, plaster, com- 
position, concrete, steel or brick in one 
coat. Plicote claims that it can pre- 
vent many serious fires by stopping 
small fires before they spread. 





Muffinaire 


United Aircraft Products, Inc., Day- 
ton, Ohio, is offering the seamless 
“Muffinaire” made of 18-gage aluminum. 





Cups are spun, the utensil edges are 
smoothed and the surface is brightly 
finished. Six-cup size is 10 by 7 in., and 
the 12-cup size is 13 by 10 in. Weight 
of six-cup is five oz. and of the 12, nine 
oz. Said to provide even distribution of 
heat over all moulds. Large size is sug- 
gested to retail for 99 cents, small size 
59 cents. 


‘The Hole Story'—Brochure 


“The Hole Story,” is the title of a 
brochure describing the uses of Misener 
single and multiple cut rotary hole 
saws for fast cutting of holes, disks 
and circular grooves in sheet metals, 
wood, plastics, wallboard, plywood, 
fibre and other materials. Illustrations 
show the saws used with portable elec- 
tric drills, lathes, and other power tools, 
in home workshops, electrical plumbing 
and heating installation work. Misener 
Mfg. Co., Inc., 202-8 Walton St., Syra- 
cuse, N. Y. 
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Steam Radiator Valve 


Heat Timer Corp., 160 Fifth Ave., 
New York City, offers a steam radiator 
valve which automatically controls the 
temperature of each radiator on which 


it is installed. Design permits room-by- 
room variation in heat adjusted to the 
preference of the occupant. Etched on 
the cylindrical side of the unit is a 
scale of temperatures ranging from 55 
to 80 deg. A movable indicator is ro- 
tated until it points to the desired tem- 
perature reading on the scale. Valve 
will automatically discharge air only 
when the temperature within the room 
falls below the indicated setting. This 
allows steam to enter the radiator until 
room temperature has reached the de- 
sired degrees of heat. Maker says it 
can be installed on any one-pipe steam 
system whether hand fired or automati- 
cally fired and with any fuel. 





Companion Cabinet 


E-Z-Do, 261 Fifth Ave., New York 
City 16, offers the “Companion,” a 
lingerie shoe cabinet which can be used 
also to store household linens. Wider 
drawers can be used for table linens 
and guest towels, while the deeper 
drawers are fine for bath towels. Also 





adaptable for nursery use. Wood framed 
throughout, it is 23 by 12 by 11 in. 
Print in 12 colors is washable. Sug- 
gested to retail for $3.49. 
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"LOOK! 
BOSS GLOVES!” 














BOSS Millmaster 4817 
Made for rugged handwork 


+ 
ok. £2 
OY Vy ‘yy 

6 fV 


& 





j 













Steady, boys! ... 


Boss Work Gloves are best because they maintain 
this perfect balance: They’re always job-designed 
They’re always carefully made. That’s why they’re making 
profits for alert dealers throughout the country. 

Next time you order, ask for the best— 


ask for Boss! 


WORK GLOVES 


58 YEARS OF HAND PROTECTION 





THE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILL. 
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“IRON-ON” 
RUG BINDING 






































is a FAST SELLER 
is sold NATION WIDE 


@ Adhesive backing of highest 
quality imported gums 


@ Quality proven by over 7 
years selling by the leading 
HARDWARE STORES 
FURNITURE STORES 
DEPT. AND VARIETY STORES 


@ Made in a range of 20 colors 


Also used extensively as a heavy 
duty mending tape for articles of 
most every description 


50 
No. 1000 $12 Gross Yards 


Regular 11/6” Width 
RETAILS AT 15c A YARD 
INSTRUCTION SHEETS 
COLOR CARDS DISPLAY CARDS 
NEWSPAPER MATS 


CHROMIUM DISPLAY CASE 











Contains one 36 yard roll each of 
the following colors: 


BLACK « TAUPE « MEDIUM BROWN 
MEDIUM RED + DARK GREEN 
DARK BLUE « DARK BROWN « DARK RED 


TOTAL 2 . $9 5.00 TOTAL 
GROSS YARDS cost 
Binding Shipped F.0.8., W.Y., Display Case F.0.B., Cinclanati, Ohie 


GILMAN B. SMITH CO., INC. 


913 Broadway—at 21st St., New York 10, N. Y. 




















WHAT'S NEW 








Trimming Knife Merchandiser 


Stanley Tools, New Britain, Conn., 
offers a merchandiser for its 299 alumi- 
num trimming knife. Display box is 
buff colored and individual knife pack- 


Say, oy 

TRiMnaia,- ' 

KnitinG | 
IFE : 
, 





aged are maroon and white on a silver 
foil background. Orange and white dis- 
play card illustrates and lists uses of 
the knives. 


Flash Fire Alarm 


Flash Fire Alarm Co., 137 Cam- 
bridge St., Winchester, Mass., offers a 
lightweight and portable battery op- 
erated unit which requires no perma- 
nent installation and can be hung on 
any wall. Factory tested thermal units 
set off warning signal when 140-degree 
temperature is reached. For additional 
protection other Flash Fire Alarm units 
may be connected by wire to provide 
simultaneous warning signal. Suggested 


retail selling price is $5. 


Rittenhouse Chimes 


Rittenhouse Co., Honeoye Falls, 


N. Y., adds two new models to it’s elec- 
tric door chime line. The two models 





feature improved resonance chambers 
that are said to give exceptionally high 
volume and tone clarity so the signal 
can be heard throughout the average 
home. Both models sound two notes for 
the front door and one for the rear. 
Operate on a 10-volt door bell trans- 








former. Symphonette, which is sug- 


gested to retail for $5.95, has rec- 
tangular lines and measures about 9 by 
4% in. Available in blue and silver, 
ivory and burgundy and gray and 
white. Lyric III is suggested to retail 
for $12.50. Has three long lacquered- 
brass tubes suspended from an ivory 
plastic housing. Polished brass cleft 
ornament supplies added decoration. 
Chime is 8% by 46% by 2% in. 





Wayne Ink, Brush Holder 


The Wayne Products Mfg. Co., 103 
S. Wells St., Chicago 6, IIL, offers an 
ink, paint, pencil and brush holder that 
attaches to a drafting or drawing board 
by one push pin or thumb tack, at any 
angle. Keeps the ink, or paint at finger 
tips. Allows space for brushes or pen- 
cils without their falling off the board. 





Made of heavy gage aluminum and 
finished in gold, brown or red. Sug- 
gested to retail for $1.89. 





Book—'The Selling Man’ 


Book on the techniques involved in 
specialty selling has been published 
written by W. A. Matheson, executive 
vice-president of the Eureka Williams 
Corp., Bloomington, IIL, in charge of 
the Williams Oil-O-Matic Division. 
From the time of the first meeting be- 
tween salesman and prospect to the 
point at which the sale is clinched, Mr. 
Matheson is concerned constantly both 
with what is going on in the prospect’s 
mind and how the salesman’s mind is 
working to convert what he learns into 
an order. He is talking shop at all times 
in the book, which is written in an in- 
formal and conversational vein. Heating 
Publishers, Inc., 232 Madison Ave., 
New York City 16. Suggested to retail 
for $5. 





Fishing Line Catalog 


Sunset Line & Twine Co., 564-566 
Sixth St., San Francisco 3, Cal., has is- 
sued a new catalog on its Sunset fishing 
lines, with a separate price list. All 
the lines and their display boxes are 
illustrated in color and fully described. 
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1. 3-WAY STEAM ACTION 
works when ironing back- 
ward! Forward! Sideways! 
It’s Silex big-selling 
exclusive feature. 


2. INSTANTLY CHANGES 
from “steam” iron to “dry” 
iron. Just flip the switch. 
It’s Silex 2-irons-in-one. 


3. FRESHENS VELVET 

Furs! Felt Hats! Veiling! 
Silex special “vapor stream” 
jet is another fast-selling 
exclusive feature. 


4. SPEED UP FLATWORK— 


Quick-irons linens, cottons 
and sheets at high tempera- 
ture without scorching. j 





6. AUTOMATIC HEAT 
CONTROL 

keeps heat even— protects 

fabrics. Steam safeguards 

melting and sticking of fibers. 


7. AMAZINGLY LIGHT— 
Easy to handle, lift, work. 
Weighs only 412 lbs. 


8. TESTED—ACCEPTED— i * 
Carries both Underwriter’s 







5. BETTER LOOKING 


i dd 








+ 
sir 





smooth finish with ‘ 
beveled sole-plate to slip 
under buttons. 

























* Approval and the Good 
Housekeeping Seal. No steam 


f, 7 bon but Silex re we . , 
a & 
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and look at this National Christmas Advertising! 


Big dramatic full-page ads in the December issue of GOOD 
HOUSEKEEPING and the December Ist issue of LIFE will 
sell the one-and-only, two-in-one Silex steam iron—to a 
combined audience of 34,500,000 readers. Pointing out 
that Silex is the steam iron—fast, efficient, beautiful, 
ractical, combining every advantage for speedy, easy 
ironing. We tell...and you sell! Feature this famous iron now, 
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Easy to carry, easy to 
use, easy to sell — three big 
reasons you should keep the 
LUFKIN T « | Lufkin “Mezurall” and 
q pe 1 es “Wizard Junior” in plain view 

on your counters. Concave nickel 

plated blades, prominent markings—easy to read. Smooth, easy operat- 
ing. Satisfied customers mean repeat business—sell Lufkin for sure satis- 
faction. THE LUFKIN RULE CO., SAGINAW, MICH., New York City. 


COMPARE 


DURATITE WITH ANY OTHER 
WOOD BASE PLASTIC FILLER 


See why if’s better! 


ACCcuRACY 






































LY DURATITE 


When you see how much faster and easier 
Duratite is to work — fills holes in wood, metal 
or plastic in just one application, dries with only 











© Shrinkage $0 S08 1% shrinkage, stays in, can be cut, sawed or 
\ sanded to a smooth surface — you'll stock and 
pt ot ~ recommend it. Complete line of sizes. Try it 
- Saws, cuts, sands at our expense. Nationally Advertised! 


Fine Texture 
- Takes high finish “ 
@ Water and — 

@ seven Wood Color 


WEBB PRODUCTS COMPANY 
238 South G Street e San Bernardino, California 
Dept. H, Norcross, Georgia 





SEND FOR FREE SAMPLE 


Name 





Address 





City Zone___State 





Jobber’s Name 
WOOD DOUGH AND SURFACING PUTTY 
















WHAT'S NEW 





Vacuum Cap Opener 





“ 


} 
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Washburn Co., 29 Union St., Wor- 
cester, Mass., has developed a vacuum 
cap opener which opens vacuum sealed 
containers with a twist of the wrist. 
Maker states the quick lever action of 
this utensil will easily open any vacuum 
type jar, can or tumbler without bend- 
ing the cover. Since the cover is not 
distorted, container can be resealed to 
retain the freshness. Design and the 
rounded edges on the arms of the 
opener eliminate the danger of cat 
fingers or chipped glass, it is said. 
Handle contains a _ standard bottle 
opener and a special key at its end for 
open ketchup, prune juice, etc. 





W estinghouse Radio Displays 


Four new point-of-sale displays for 
the Westinghouse Electric Corp., 306 
Fourth Ave., Box 1017, Pittsburgh 30, 
Pa., for radio dealers’ floor or window 
are available. Shown is the electronic 
feather display which presents the out- 
standing features of the electronic 
feather and shows the turntable with 
tone arm in operation. Also the rain- 























ofie.3 


bow tone FM display, family fireside 





promotion display and a Christmas gift 
display showing Santa delivering radios. 
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Plexiglas Tackle Box 


Practical Plastics, Inc., 418-20 Fre- 
mont Ave., Daytona Beach, Fla., offers 
a salt-water-proof, weatherpraof, seam- 
less fishing tackle box made from 3/16 
in. Plexiglas. Hinges, hasps and handles 
are of % in. Plexiglas. Box has three 





compartments in the bottom, a remov- 
able four compartment center tray and 
six compartments in the top section 
with latched-on lid. Rubber gasket is 
designed to assure snug closing. Box 
is 16 by 6% by 6 in., and weighs 4% 
Ibs. Also suitable as a sample case for 
sporting goods salesmen and as a dis- 
play case for stores as its contents are 
visible from any angle. 





Boilerpoach 


Kovacs Products, Inc., New York 
City 13, is introducing the Boilerpoach 
which boils or poaches eggs at the same 
time or separately. Unit serves as a 
tray. Two cups are removable and the 
utensil is easy to clean. Eggs for boil- 
ing are put in side receptacles, eggs to 
be poached are broken into buttered 
cups. Poacher is set in pan with wa- 
ter to bottom of cups. Suggested to re- 
tail at 59 cents each, packed 2 doz. to 
box, one gross to shipping carton. 





Motor Car Coin Holder 


Trydea, Inc., Suite 1818, 30 Rocke- 
feller Plaza, New York City 20, is in- 
troducing a coin-holding unit which 
consists of a metal semi-cylinder with a 
compressed spring. This is backed by 
a rubber suction cup which secures it- 
self, when moistened, to the dashboard. 





Nickels, pennies, dimes and quarters, 
halves or folding money are slid into 
the coils of the spring which holds them 
in place. Also useful in kitchen for 
newspaper or delivery tip coins. Sug- 
gested to retail for 39 cents. Packed 
two doz. to a box, which weighs 2 lbs. 
Tag of instructions, pink with blue let- 
ters, is attached to unit. 
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Comparable to a smart 
streamlined train, the 
smooth, modern beauty of 
the Illinois Padlock marks it 
as the most outstanding lock 
you can sell. No sharp cor- 
ners to catch clothing or mar * 
the cabinet, locker or door on 
which it is used. 





































¥% Beauty in design . . . ruggedness in construction. These 
qualities give Illinois Padlocks the eye appeal and de- 
pendable performance so important in any hardware item. 
Double locking rotary bolts of hardened steel, an exclu- 
sive Illinois feature, lock the case hardened shackle on 
both sides. Super safe . . . it’s rap-proof and has two sets 
of positive operating tumblers with 500 key changes. 
Order from your jobber today or write direct. 


THE ILLINOIS LOCK COMPANY 









800 South Ada Street - Chicago 7, meendlll 
* Circulators 


Hoshes 2 on 
Dude 


63 years of Peerless research in the 
Science of Heating and its allied prob- 
lems of Engineering, Design, Styling 
and Finish has resulted in today’s out- 
standing quality heating equipment. 





The Peerless line is 


x Made to Sell 
*x Made to Satisfy 
* Made to Last 


C2erles 


MANUFACTURING CORPORATION 


LOUISVILLE, KENTUCKY 

























Makes BETTER Soldering EASIER \ 


VULCAN Counterpoised 


Electric Soldering Tool 


NEW. The long-lasting quality of 
standard VULCANS, plus advan- 
tages peculiarly its own. 


ALL PARTS REPLACEABLE 


So expertly counterpoised 
that the tip seems to be 
attracted like a magnet 
to the point to be sol- 
dered. Tip is clear of 
all interference, so it 
easily reaches hard- 
& to-get-at points, al- 
\ ways in clear 
' view of the op- 
erator. 


PLUG TIP 


Aluminum fins dissipate the heat 
and keep the hand cool. 


Standard Heating Head UL approved. # 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
MAKERS OF A COMPLETE LINE OF ELECTRIC SOLDERING TOOLS—SCREW a 








PLUG TIP—PYGMY—MERCURY—ELECTRIC GLUE POTS—ELECTRIC SOLDERING 
POTS AND OTHER ELECTRICAL HEATING DEVICES. 








rue UNIVERSAL 


1535 EAST FIRST STREET 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 


WHAT'S NEW 


Everhot Fan-Heater 


The Swartzbaugh Mfg. Co., Toledo 6, 
Ohio, is introducing the Everhot fan 
and heater made of steel and aluminum 











and finished in hammered blue. As a 
heater, motor fan and elements are said 
to balance to create the most heat pro- 
duction and as a fan motor steps up 
to its full speed for maximum circula- 
tion of air. Heater is said to circulate 
80-7 cu. ft. of heated air per minute. 
Nine streamlined louvres glow with re- 
flections mirrored from the elements 
concealed within. Fan has four blades, 
6 in. diameter. Induction type motor, 
115 v. AC 50/60c. Has retractable 
chrome steel handle and a three posi- 
tion off, cold, hot switch. Unit weighs 
six lbs., and packed one to a carton, 
seven lbs. 


Shelby Steel Circular 


The Shelby Spring Hinge Co.. Shelby, 
Ohio, has released a circular conceruing 
Shelby double acting gravity hinges and 
spring steel buffers. 








‘Synthe-Wood' Mender 


Ambroid Co., 305 Franklin St, Bos- 
ton. Mass., offers Synthe-Wood mender, 
a repaic material that hardens into 
wood when exposed to air. This material 
is wood in paste form and when dry 
is said to have all the strength and 
qualities of fine hardwand. It can be 
sawed, planed. painted. stained or var- 
nished and will hold nails or screws 


my <MBROID 
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without splitting. The four-oz can is 
<uggested to retail for 35 cents. Packed 
one doz. in a display box, six doz. to 
shipping container, weight 25 lbs. 
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Fairchild Grinder 


Fairchild Industries, Inc., 110 Main 
St., Burlington, Vt., offers a multi-pur- 
pose power tool designed specifically 
for the home craftsman and hobbyist. 





However, the power of the grinder also 
makes it suitable for the repair and 
serviceman, the model maker and even 
light production work, claims the maker. 
Streamlined to fit the hand. Motor is 
dynamically balanced to insure smooth 
vibrationless operation. Finished in a 
hard baked enamel. Shaft housing has 
% in. long flat area fur ease in clamp- 
ing. Features Universal type motor, 20,- 
000 RPM, 1/20 11.0, 115 V.A.C.-DC 
and single pole switch. Length, 9% in., 
weight, 26 oz., chuck capacity, 3/32 in., 
% in. cord. two-vonductor, 6% ft. 
length. Includes four stones, one saw, 
three assorted] burrs and a brush. Sug- 
gested to retail for $19.75. 





Portable Water Softener 


The Rainier Water Softener Co., 6129 
S. Manhattan Place, Los Angeles, Cal., 
offers a portable water softener with 
bead-type Rain-X. With this unit the 
apartment dweller can _ enjoy soft 
water for a suggested retail price of 
$24.50. Rainier portable, with 5000 
grain exchange capacity is said to soft- 
en about 700 gallons of water of aver- 
age hardness. Extra capacity is made 
possible by bead-type Rain-X Rainier 
resinous softening agent. Unit is fitted 





quickly to any faucet. Regeneration re- 
quires a siphon, supplied with the 
softener. and a jar or bowl of salt 
water. Unit is chrome-plated with fluted 
sides and rests in a synthetic rubber 
base. 
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sturdy, tough, 

built-for- 
every-job GOLD 

where scoops 








are needed. 
MAGOR CAR CORPORATION 


Shovel Division 


50 Church Street, New York 17, N.Y. 


THE KLEIN-LOGAN CO. 


PITTSBURGH 3, PA. 


For 89 years makers of highest quality PICKS, MATTOCKS, 
SLEDGES, WEDGES, BARS and RAILROAD TRACK TOOLS 


at ™ = 


























Weight 21/2 lbs. 


No. 27 HOE and CUTTER GARDEN MATTOCK 







Weight 21/2 Ibs. 


No. 28 GARDEN PICK MATTOCK 


Light, but sturdy. Made of the same high grade steel as our 
standard Picks and Mattocks. Both tools take a standard double 
bit axe handle carried by every retail hardware store. Tool with 
handle weighs one pound less than the standard three pound 


mattock. 
TELL YOUR JOBBER YOU WANT — 


KLEIN-LOGAN TOOLS 















Projecting Wings 
on Shank Prevent 


50 Stronger, Bal 
anced Ferrule of 


Greater Diameter, ° Blade frem Turn- 


Reduces X\ # ing in Handle 

Splitting 

> : 
r 


An ingenious Shoulder , 
Formed im Blode Gives 
Added Strength to Super 
Grip Handle 


LIP 
WO ER GRIP 


SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it” . .. the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
esi FORSBERG Hand 
MV 








d 
Drills. All popular sizes up to 
4” chuck capacity. 









WHALE BRAND COPING SAWS 

No. 24 , .. An extra deep, finely finished f 

Stock, 94" x 3/16", depth "Gx4" Hardwood handle. 
wi 0. 20H i 

} ~ 4, #., specially hardened and 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 



























WHAT’S NEW 
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Indicator Caliper 


Woodworth Specialties Corp., Bing- 
hamton, N. Y., is making a four-in. in- 
dicator caliper for inside measuring. It 
has hollow legs, one of which encloses 
a spring actuated indicator hand. Made 
of stainless steel the caliper is sug- 
gested to retail for $2.75. Pointer end 
of the hand comes to the outside 
through a slot in the leg and sweeps 
across the indicator marks when pres- 
sure is applied to the opposite end of 
the hand. As a result, there is nothing 
to interfere with the use of the instru- 
ment in close quarters. Packed in in- 
dividual boxes, 544 by 2% by % in., 12 
to a carton with an easel display card 
in each carton. Weighs about 2 Ibs. per 
carton. 


Plastic Spouts 


Stacy Lewis Mfg. Co., 110 Gay St., 
Cambridge, Md., is making plastic 
spouts to insert im powdered cereal 
boxes, soap flake boxes, salt, sugar, etc. 
“E-Z” pour spouts are available in red, 
white, and blue. They are mounted two 
to a display card, packed two doz. to a 
box. 





Gasoline Can 
The Alva T. Smith Co., 161 W. Wis- 


consin Ave., Milwaukee 3, Wis., has de- 
veloped a gasoline can for use in ser- 
vicing outboard motors and small gas- 
oline engines. “Phil Rite” is easy to 
carry and low enough to permit storage 
under seat of boat, car trunks, or club 
lockers—9% by 17 by 6% in. Closure 
of the airvent and nozzle is accomplish- 
ed in one locking operation. Flexible 
Neophrene hose permits the can to be 
held away from the tank, providing un- 
obstructed view while filling. Raising can 
starts flow, lowering stops it. Automatic 
hose return. Equipped with hose strain- 





er. Filler cap is interchangeable with 
standard auto tank caps. Replacement 
caps can be had at filling stations. It 
is factory washed and treated inside 
and out for rust resistance. Four packed 
to divided carton weighing 28 lbs. Sug- 
gested to retail for $6.95, fair-traded. 
Capacity two and a half gals. 





Aluminum Wheelbarrow 


Waltrow Co., 1355 Market St., San 
Francisco, Cal., is offering a 12% lb. 
aluminum wheelbarrow with reinforcing 





rod around the top rim. Tubing, 1% in. 
with .065 wall. Wheelbarrow has zero 
pressure tire, three ft. hopper. Takes 
but 15 minutes to assemble according 
to maker. Designed for light and heavy 
duty work. Individually packaged in 
175-lb. test shipping carton, 32 by 25 
by 8 in. Suggested to retail for $17.95. 
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WHAT THEY NEED 
~YOU HAVE 
with the MILLERS FALLS 


Hacksaw Blade Line 


Hacksaw blade needs vary. There’s a one 
best type of blade to fit each. With the 
Millers Falls line, you meet every cus- 


tomer’s needs — exactly. 


BLU-MOL Molybdenum High Speed 
Blades out-perform any blade and meet 
all requirements for the toughest service, 


longest life and lowest cost per cut. 


TUF-FLEX Alloy Blades are super- 
tough, super-flexible . . . yet super-hard. 
They'll cut thin sheet, tubing, gutter-pipe, 
drill rod or tool steel. The teeth just 


won’t strip. 


STANDARD STEEL Blades by Millers 


Falls enjoy world-wide fame. All-hard or 
flexible, they meet the everyday needs for 


good, low-cost blades. 


You never miss a sale when you stock the 
complete Millers Falls Hacksaw-Blade 


Line. And you can always recommend 


them with confidence. 


ONE THING IN COMMON— QUALITY 


MILLERS FALLS 
TOOLS 


SINCE 


i868 


MILLERS FALLS COMPANY 


G R E E N F tf E L D 
MASSACHUSETTS 
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I need a high 
speed, long- 
life blade that 
will cut any- 
thing. 


| need an un- 
breakable, un- 


I need a good 
tough standard 
steel blade for 
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A non-profit 
Exhibit 
.. for the 


manufacturers 


by the 
manufacturers 


meses ws " 


HOUSEWARES 
AND MAJOR 
APPLIANCE 
MANUFACTURERS 


JANUARY 
15 = 22,1948 


120,000 sq. ft. of exhibit 
space—the greatest amount 
of space ever used for a 
Housewares show. 


INTERNATIONAL 
AMPHITHEATRE 
CHICAGO 


NATIONAL 
HOUSEWARES 
MANUFACTURERS 
Dy} Lele 7 wale), | 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
Chicago 54, Illinois 


Telephone: 
Delaware 8585 


Drill Set Container 


The Cleveland Twist Drill Co., 1242 
E. 49th St., Cleveland 14, Ohio, is mak- 
ing a new and improved drill set con- 
tainer made of plastic with a clear 
plastic top which provides full visibility 
when the container is closed. Two sets 
of drills are offered in this package. 
Set No. 57 consists of eight Cle-Forge 
high-speed drills for fast cutting of 
harder, tougher materials. Sizes: 1/16, 
3/32, %, 5/32, 3/16, W32, %4, and 
9/32 in. Set No. 26 contains eight 
Cleveland carbon steel drills in the same 
sizes. They are straight shank drills 
which meet the wide range of needs in 
the home, on farm, for radio repairs, 
minor automobile work, vocational 
schools and the like. Said to fit any 
standard hand, breast, post, bench or 
electric drill. Both sets are packed 12 
to a display carton. Cartons can be 








used effectively for counter or window 
display. 


Adjustable Truss Block 


Howard B. Rich, Carrollton, Ky., is 
making adjustable truss blocks. As most 
of the step ladders used are six-ft. lad- 
ders, and five truss blocks are needed 
foz such a ladder, the blocks are made 
up five to a package. Will work for new 
and uld ladders alike. 





Shopping Cart 





Specialty Welding & Mfg. Co., 2336 
Third Ave., New York City 35, is offer- 
ing a shopping cart made of wire and 
strip metal, with a silver-colored finish. 
Eight-in. spoke wheels have a red finish, 
with silver hub caps—heavy rubber 
tires. Handle is covered in rubber. Folds 
up in a unit 2 in. wide. Suggested to 
retail for $4.49. Packed six pieces to a 
carton, weighing about five lbs. 


























“Ways to please a lady," Proctor Electric Co.'s Christmas promotional package given 
free to dealers, pleases both sexes. It is a store-wide promotional package built to 
move not only Proctor merchandise but other nationally known appliances. The Christ- 
mas promotion is backed by the company with a consumer advertising campaign in 


national women's gazi and newspapers, on a nationwide basis. In the pro- 
motional package are listed 100 ways to use the display material, coded diagrams 
showing suggested window, counter and floor displays, gift wrapping paper featuring 
the promotional theme, descriptive give-away literature on the products, and easel 
type display cards featuring individual Proctor appliances. Provision has been made 
in each ad for the deoler to include whatever other appliances he is promoting in his 
store. H. S. Perkins, New York district manager for Proctor shows distributor execu- 
tives James Darcy, left, and Ernest Meserve, right, of the Graybar Electric Co. what 
the banner says. 
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nufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Bread Street 
SAN FRANCISCO: 703 Market St. 











Acme} SHEAR & SCISSORS TIPS 





— 


a 
Catch 


every other 
HOUSEWIFE 


Every other housewife in your neighborhood is a 
prospect for fine scissors and shears. 

Don’t take our word for it. Listen to one of the 
largest manufacturers of sewing thread: 

“A survey we made shows that 50% of America’s 
housewives make clothes at home. That means 
every other married woman is a prospect for 
materials and tools used in making, altering and 
mending clothes for themselves and their families.” 

These housewives need Dressmaking Shears 
.. . Sewing Scissors—and Acme makes them all. 

These women also need Kitchen Shears . 
Office Shears for their husbands...School Scissors 
for their children. Acme makes these, too. 

And, even more important to you, Acme makes 
satisfied customers—/friends for your store. 

Acme shears are quality shears 
and have been for 70 years. In- 
spection standards at Acme are 
high and they’re strictly en- 
forced. 35 finishing operations 
make Acme shears look better, 
sell better, work better. Acme 
shears keep on cutting smoothly 
—and we keep on doing our 
best to get them to you faster. 





ACME surar 


BRIDGEPORT 1, CONNECTICUT 
Makers of 
ACME «+ EVERSHARP + KLEENCUT 
World's Largest Manufacturer of 
Scissors and Shears. 
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Yale & Towne Elects Calvert Carey 
President, Fred Danning, Executive V. P. 


Calvert Carey has_ recently 
been elected president and Fred 
Dunning, executive vice-president 
of The Yale & Towne Mfg. Co., 
Chrysler Bldg., New York City. 





CALVERT CAREY 


Mr. Carey is the fifth president 
of the 79-year-old company, suc- 
ceeding the late W. Gibson 
Carey, Jr., his brother. Mr. Dun- 
ning will continue to serve as 
secretary and treasurer of the 
company. Both gentlemen have 
been directors for many years. 


Mr. Carey joined Yale & 





Towne in 1934 as assistant to 
the vice-president, then Joseph A. 
Horne. He became director in 
1942 and was elected vice-presi- 
dent in charge of manufacturing 
when Mr. Horne was elected 
chairman of the board in 1943. 
He served in the Navy from 1914 
to 1931 and retired as lieutenant 
commander. He was recalled to 
active duty in 1932 for two more 
years. While serving in the Bu- 
reau of Ordnance in Washington, 
he also served as senior naval 
White House aide. 

In 1915 Mr. Dunning joined 
Barrow, Wade, Guthrie & Co., 
who assigned him to assist in 
the audit of the books of Yale 
& Towne. He remained with the 
company until 1922, except for 
18 months’ service in the army, 
during World War I. In 1922 he 
joined Yale & Towne as chief 
accountant. In 1925 he became 
assistant secretary; four years 
later he was also made assistant 
treasurer. In 1932 he succeeded 
W. Gibson Carey, Jr., as trea- 
surer and in addition in 1939 
succeeded John Henry Towne as 
secretary. In 1935 he had been 
elected a member of the board 
and in 1942 he was appointed 
a trustee of the Towne Service 
Building which was established 
to provide medical and recrea- 
tional services to Yale employees 
of Stamford, Conn. 





ACE HARDWARE CORP. 
APPOINTS BUYERS 


The Ace Hardware Corp., 
wholesalers, 1319 S. Michigan 
Ave., Chicago 5, Ill, has an- 


nounced the appointment of three 
buyers to its staff. Joseph La 
Rocco has been named buyer in 
the hardware department. He has 
been engaged in various capaci- 
ties in the wholesale and indus- 
trial supply field for over 31 
years having been connected with 
H. Channon Co., Hibbard Spen- 
cer, Bartlett & Co., and the Sterl- 
ing Products Co., all of Chicago. 

Edward Koutnik has been ap- 
pointed buyer of electrical sup- 





FRED DUNNING 
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plies and appliances. He has been 








engaged in buying particularly 
for over 28 years, having been 
with Manhattan Electrical Sup- 
ply Co., Inland Electric Co., and 
Efengee Electrical Supply Co., 
all of Chicago. 

R. W. Wibalda will buy all 
plumbing and heating supplies, 
fixtures and water _ systems, 
pumps, etc. In addition to buy- 
ing, Mr. Wibalda is experienced 
in technical phases of the in- 
stallation of plumbing, heating 
and ventilating lines. He was 
associated with Michigan Con- 
solidated Gas Co., and J. J. How- 
der Co., Muskegon, Mich. 





W. D. DREYER NAMED 
EXPORT SALES MGR. 
TEXTILE MILLS 


William D. Dreyer associated 
with the management of Tex- 
tile Mills Co., Chicago, for the 
past two years, has been ap- 
pointed export sales manager. 
Mr. Dryer’s plans include a 
study of the immediate possibili- 





WILLIAM D. DREYER 


ties of the European markets, 
especially for the Tex-Knit Burn- 
proof ironing board cover. He 
was lieutenant commander in the 
U. S. Navy during the war act- 
ing as Port Director in New 
Guinea, Philippines, and Borneo. 
He also served with the U. S. 
treasury department in the For- 
eign Funds division. 









JOHN SWAN, SALES MGR. 
NA-MAC PRODUCTS 

John Swan has recently been 

appointed sales manager of Na- 


Mac Products Corp., Los An- 





JOHN SWAN 


geles. Mr. Swan has been asso- 
ciated with various phases of 
housewares merchandising for 
more than 20 years. He was 
with Poulsen & Narden, Inc., in 
an executive capacity. Na-Mac 
Products is a recently acquired 
division of William R. Warner 
& Co., Inc. 

GEORGE BARNES, PRES. 

O-CEDAR CORP. 


George Barnes, formerly ex- 
ecutive vice-president and gen- 
eral manager of the O-Cedar 
Corp., 2246 W. 49th St., Chicago, 
was recently elected president of 
the company at a board of di- 
rectors meeting. 

Mr. Barnes later announced 
the appointment of P. K. O’Con- 
nor, vice-president in charge of 


factory operations. 





CENTRAL STATES HDWE. 
10TH ANNUAL MEETING 


Central States Hardware Club, 
Inc., Chicago 9, IIl., will hold its 
10th annual meeting, Jan. 19, 
1948 in the Grand Ball Room of 
the LaSalle Hotel, Chicago. Fol- 
lowing the business meeting of 
electing officers and directors, 





there will be entertainment. 
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J. E. TOWNSEND MADE 
SILEX SALES MGR. 
J. H. Townsend has recently 


been appointed sales manager of 
The Silex Co., Hartford 2, Conn., 
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J. H. TOWNSEND 


to succeed J. M. Moore. Paul R. 
Curtis was simultaneously pro- 
moted from the sales staff to as- 
sistant sales manager, the post 
held formerly by Mr. Townsend. 





PAUL R. CURTIS 


Mr. Townsend has devoted 24 
Years to all phases of selling, 
sales policies, market research 
and product research. Before 
joining Silex in 1944, he con- 


public utility field for 22 years 
for the Union Electric Co., of 
Missouri, St. Louis County Gas 
Co., and Cities Service Co. of 
Kansas. 


HAAS, GEN. MANAGER 
MAYFLOWER INDUSTRIES 

HOME APPLIANCE DIV. 

Milton E. Haas has recently 
joined the Mayflower Industries, 
distributors of the Thor auto- 
matic washers and Gladirons for 
metropolitan New York, all of 
New Jersey and eastern Penn- 
sylvania, as general manager of 
the home appliance division. 





Since leaving the army, Mr. 
Haas was with the May Depart: 
ment Stores Co., as manager of 
the Government Surplus Property 
Division and until recently was 
refrigeration sales manager of the 
Times Appliance Co., Westing- 
house distributors. Prior to enter- 
ing the service, he was with Rex 
Cole for .10 years as sales man- 
ager for department and chain 
store divisions. 





MILLER HEADS AMERICAN 
HARDWARE DEALER 
MERCHANDISING DEPT. 


R. H. Miller has recently been 
appointed manager of the newly 
created dealer merchandising and 
advertising department, American 
Hardware Supply Co., Pittsburgh, 
Pa. Mr. Miller was formerly 
with G. C. Murphy Co. in its 








ducted sales operations in the 
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sales promotion and advertising 
department and had completed 
20 years with that company be- 
fore joining American Hardware 
Supply. 

Mr. Miller started as a stock 
boy with the Murphy company 
and was manager of a key store 
before his transfer to the sales 
promotion and advertising de- 
partment in the main office. 





MALCOLM WARREN, 
RAY-G-VAC DIV. MGR. 
Malcolm N. Warren has re- 

cently been appointed manager 
of the southern division for Ray- 





MALCOLM WARREN 


O-Vac Co., Madison, Wis., with 
offices in Memphis. He succeeds 
George A. Shipley who has been 
transferred to company head- 
quarters. 


MAX ABRAMS ELECTED 
PRESIDENT, EMERSON 
RADIO EXPORT CO. 


Emerson Radio and Phono- 
graph Corp. recently announced 
the formation of a new sub- 
sidiary to be known as Emerson 
Radio Export Co., Inc. Max 
Abrams has been elected presi- 
dent of the new company and 
Joseph Kattan will serve as vice 
president and general manager. 
Sol Gross is treasurer and direc- 
tor, and Raymond Herzog sec- 





R. H. MILLER 





M. J. WALKER 


M. J. WALKER APPOINTED 
PINCOR PRODUCT SALES 
VICE-PRESIDENT 


M. J. Walker has recently been 
appointed vice - president in 
charge of sales for Pincor Prod- 
ucts, 5841-49 Dickens Ave., Chi- 
cago 39, Ill. Mr. Walker became 
associated with Pincor in 1943 
as sales manager of the lawn 
mower division. He has long 
been associated with the lawn 
mower industry and will now di- 
rect the expanded sales program 
for all Pincor products, both 
domestic and export. 


SAMUEL MAIRS ELECTED 
CHAIRMAN OF ARCHER- 
DANIELS-MIDLAND CO. 


Samuel Mairs, formerly execu- 
tive vice-president of Archer- 
Daniels, Midland Co., Minneap- 
olis, Minn., has recently been 
elected chairman of the board, 
while T. L. Daniels, executive 
vice-president, has been named 
president. Both positions were 
previously held by the late Shreve 
M. Archer. 

W. L. Dedon, vice-president 
and treasurer has been elected 
executive vice-president and will 
continue as treasurer. 

Erwin A. Olson, vice-president 
in charge of the flax fiber divi- 
sion has been elected a director 
and Samuel O. Sorenson, techni- 
cal director, was made vice-presi- 





retary and director. 


dent in charge of research. 
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Delaware Hardware Co., Wholesale Firm, 
Celebrates 125th Anniversary With Party 


The Delaware Hardware Co., 
Wilmington, Del., which claims 
to be the ninth oldest hardware 
company in continuous operation 
in the country, celebrated its 
125th anniversary with a clam 
bake party for its customers and 
male employees, held in_ its 
offices, store and warehouse, 
Friday night. Nov. 21. 

The guests, who numbered 
nearly 400, included owners and 
buyers of retail stores and indus- 
trial firms from all parts of the 
Del-Mar-Va peninsula, and south- 
eastern Pennsylvania, which con- 
stitutes its trading area. 

Harry Topkis, president, and 
I. B. Finkelstein, first vice presi- 
dent and treasurer, acquired the 
business from its former owner 
in 1922. J. Henry Topkis, secre- 
tary, general manager and sales 
manager, and Perry Topkis, 2nd 
vice-president, are sons of Harry 
Topkis. 

The company wes founded in 
1822, at its present address, 2nd 
and Shipley Sts., and was known 
as Garrett & Sons. In 1857 the 
company name was changed to 
the Kent Iron & Hardware Co. 
A short while later the name was 
changed to the present one. 
Messrs. Topkis and Finkelstein 
bought the business in 1922 when 
Walter D. Mode, president, re- 
tired because of ill health. 


The present establishment now 
comprises nearly half a_ block. 
Four adjoining buildings were 
successively added to the orig- 
inal structures as the business 
expanded. 

While the firm operates a retail 
hardware store its dealings are 
primarily of a wholesale nature. 








It has numerous industrial ac- 
counts. It carries a full line of 
general hardware, builders’ 
hardware, industrial and mill sup- 
plies and farm equipment. 

The company now has 50 em- 
ployees, a number of whom 
worked for Messrs. Topkis and 
Finkelstein before they entered 
the hardware field. The employees 
with the longest service are: 
Harry Haason, 45 years; James 
Wilson, 42; Charles Fountain, 
41; Norman Murphy, 34; Harry 
Donnelly, 32, and Miss Jeanette 
Hough, 31. 

CHAMBERLAIN TELLS 
BOOSTERS IMPORTANCE 
OF REAL SALESMANSHIP 


Until goods are sold they are 
not of great value, R. W. Cham- 
berlain, vice-president in charge 
of sales, Stanley Works, New 
Britain, Conn., told more than 
40 members and guests at the 
Nov. 21 meeting of the Hardware 
Boosters, Inc., at the Midston 
House, Madison Ave. and 38th 
St., New York City. Selling is 
giving service and being thought- 
ful of customers, he declared. 
Some of the hardware field’s 
greatest salesmen and sales ex- 
ecutives had never read books on 
salesmanship. 

He traced the history of his 
organization, from its founding in 
1843 by F. T. Stanley, who sold 
his product from a cart, up to 
the present day. His company’s 
growth, he emphasized, “could 
not have been accomplished with- 
out an enlightened attitude on 
the part of management towards 
the importance of selling.” The 








R. W. CHAMBERLAIN 


original idea of selling “three 
hinges to a door,” he attributed 
to Saunders Norvell, who by that 
proposal not only suggested a 
method of increasing volume but 
also one better serving the ulti- 
mate consumer. 





DU PONT SEMESAN NOW 
RETAIL PRODUCTS DIV. 


The E. I. du Pont de Nemours 
& Co., Wilmington, Del., has 
changed the Semesan division 
name to the Retail Products divi- 
sion and Joseph A. Jenemann, 
formerly manager of sales de- 
velopment for the Grasselli 
Chemical Department, was simul- 
taneously appointed division man- 
ager. Leo L. Stirland, active in 
the sales of seed disinfectants for 
10 years, is in charge of the 
Semesan section responsible for 
the sale of seed disinfectants. 
James H. Dunbar, Jr., heads the 
garden products section respon- 
sible for the sales of household 
and garden products. 





COLEMAN COMPANY 
NAMES TWO REGIONAL 
SALES MANAGERS 


The Coleman Co., Inc., Wich. 
ita, Kan., has recently announced 
the apie of two regional 
sales managers, P. W. DeGood 
and Larry Jagoda of the Central 
and New England divisions re. 
spectively. Mr. DeGood who has 
been with the company over 25 
years, was formerly regional sales 
supervisor in the mass distribu. 
tion division and Mr. Jagoda was 
a district representative in the 
New England area. 

C. R. McPherson, formerly as- 
sistant manager of the floor fur. 
nace sales department, Wichita, 
has been made manager of the 
furnace department of the com. 
pany’s Philadelphia office. Mr. 
DeGood’s territory consists of 
Missouri, Kansas, Nebraska, 
Towa and western Illinois while 
Mr. Jagoda covers Maine, New 
IHlampshire, Vermont, Massa 
chusetts, Rhode Island, New 
York City, Philadelphia, Mary- 
land and Washington, D. C. 





R. J. AMBACHER MADE 
BUYER, E. J. McALEER 
HDWE. HOUSEWARES DIVS. 


Richard J. Ambacher has re- 
cently been appointed buyer for 
wholesale hardware and _ house- 
wares divisions, E. J. McAleer & 
Co., Inc., wholesale hardware 
dealers, 1422 N. Eighth St, 
Philadelphia 22, Pa. 

Mr. Ambacher has returned to 
McAleer after several years ex- 
perience in selling houseware 
and hardware items to distribu- 
tors. Prior to that period he was 
associated with E. J. McAleer for 
13 years, six years of which were 
in the capacity of buyer. 











MITCHELL LEWIS & STAVER’S 29 DEALERS ARRIVE AT ASHLAND station to be the guests of The F. E. Myers & 


Bro. Co. for factory training class. The Myers company inaugurated a training program for its dealers’ and distributors 


personnel over two years ago and since that date 33 groups of trainees have attended the classes. In addition, 200 meetings 
have been conducted by Myers district managers and salesmen in the field. A. G. Bergreen, manager, pump and equipment 


sales, Mitchell, Lewis & Staver, Myers 
He was so impressed by the value of the meetings that he made plans 


months ago. 
to attend the classes. 
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Pacific Northwest distributor, attended a class for distributor personnel severa 
to bring many of his dealers to Ashland 
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NATIONWIDE PUBLICITY REACHES 
MILLIONS OF DAILY USERS 
Advertising appearing in 25 magazines is 
telling millions of farmers and others how 
they can save money at every milking, and 
be sure of protecting milk QUALITY with 
the new, economical Perfection DUBL- 
CHEM- FACED Milk Filter Discs. Out- 
standing success in milk filtering, from 
coast to coast, makes them the “talk of 

the dairy industry”, 

ORDER STOCK FROM YOUR JOBBER 
Favorably known! Easier to sell! Faster 
turnover! Bigger profits for you! Stock 


up now ... and display them. Call your 
jobber today, F 


NOTE: Perfection and Elgrade lines also available, 
as usual, in double faced, single faced, and nat- 
vral finish. 


Write for samples 


Standard Sizes 
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D. A. HUTCHISON 
| STERLING TOOL PROD- 
| UCTS MAKES ADVANCE- 
MENTS IN SALES FORCE 

Tool 
has 


Sterling 
Chicago, advanced D. A. 
manager for the Illinois, Wiscon- 
sin, Indiana territory, assistant 
sales manager for the company. 
He will direct the company’s 
sales activities with its domestic 
distributor organization. 

V. H. Drummond has 
promoted to district manager of 
the central territory formerly 
handled by Mr. Hutchison. 
Drummond was formerly district 
manager in Missouri, Kansas, 
and Nebraska. Jerry J. Howe, 
who handled Sterling’s sales un- 


been 








in the Chicago metropolitan 
area, succeeds Mr. Drummond. 
Neil S. Rowe, after spending two 
years in the inside sales and ser- 


Products Co., 


Hutchison, formerly district sales 


Vv. H. DRUMMOND 





Mr. | 


JERRY J. HOWE 


der Mr. Hutchison to distributors | 


vice departments, will handle the 
Chicago territory sales which Mr. 
Howe relinquishes for his new 
position. 








HEAVY BUYING MARKS 
NAT’L HARDWARE SHOW 

While immediate delivery was 
the by word with many 
panies as the National Hardware 
Show held at Grand Central 
Palace, New York City, Oct. 15- 
18, opened, the heavy buying 
soon placed many of these com- 
panies on anywhere from 90 days 
to a year’s delivery. Several ex- 
hibitors are said to have taken 
orders well over a million dollars 


com- 


in volume. 

The items shown for the first 
time at the show received a tre- 
mendous reception and many a 
newcomer into the hardware field 
found a niche awaiting with dis- 
tribution assured from contacts 
made. 

Buyers from all over America 
as well as 32 foreign nations 
were _ present. Arrangements 
have been made to take addi- 
tional space for next year’s show 





less of the location, the buyers 
sought out the exhibitors and 
traffic was as great on one floor 
as another. 


PROTECTIVE COATINGS 
CORP. ORGANIZED 
The Protective Coatings Corp., 
Richmond, Calif., has recently 
been incorporated to manutfac- 
ture roof coatings, caulking com- 
pound, asphaltic base aluminum 
paint and specialty items. The 
principal operators of the com- 
pany are Paul Battenfeld, for- 
merly vice-president, Battenfeld 
Grease & Oil Corp., Kansas City, 
Mo., and Jim Brady, former 
paint manager of the Omaha divi- 
sion for Pittsburgh Plate Glass 
Co., with which he was associ- 
ated for 18 years. Mr. Battenfeld 
is chairman of the Roof Coating 
Committee of the National Paint, 
Varnish, and Lacquer Associa- 





as*this year proved that regard- 
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MAKINEN CO. FLYROD 
NAMING CONTEST 


The Makinen Tackle Co., 
Kaleva, Mich., is sponsoring a 
contest to procure a name for it’s 
new flyrod lure, which is mod- 
eled after the Wonderlure in 
features, in action and in char- 
acteristics. To enter the contest, 
merely send a name of several 
names you think might fit this 
lure and write 25 words giving 
reasons for your choice. The 
person submitting the winning 
entry receives a Chevrolet fleet- 
line sedan, the second winner, a 
Karriall trailer, and the third a 
television set. There are 50 major 
awards and 2000 additional ones. 
Each entry should be accom- 
panied by a box top or identifica- 
tion tag from any Makinen lures. 
The contest started Nov. 1 and 
will close Sept. 30, 1948. Other 
awards offered include: Old 
Towne canoe, Johnson seahorse, 
portable radio, cylcoid reel, ac 
tionrod, and Coleman camp 
stove. 

The name will be selected on 
appropriateness and _ originality 
and the statement will be judged 
on sincerity, logic and aptness 
of thought. In case of ties, 
duplicate awards will be made. 
All winners will be notified by 
mail and a list of the 50 major 
prize winners will be mailed to 
any contestant requesting same 
and including a stamped self 
addressed envelope. Any person 
in the United States and Canada 


_|on the company’s sales staff in 


| Makinen, its advertising agency 
and members of immediate fam- 
ilies. 

Entries should be mailed to 
contest editor, Makinen Tackle | 
o., Kaleva, Mich. The judges | 
of the contest include: Jack 
Macy, western manager, Field f 
Stream; Paul Bergstrom, super- 
intendent of Makinen Tackle | 
Co., and C. J. Ollendorf, C. J. 
Ollendorf Advertising Agency. 





L. T. CRAIG, GENERAL 
SALES MGR., STEEL 
CO. OF CANADA LTD. 
Lee T. Craig, 
ant general sales manager, 
recently been appointed general 
sales manager of The Steel Co. 
of Canada, Ltd., P. O. Box 460. 
Montreal, Canada, succeeding 
the late D. B. McCoy. 
He has successively held posi- 
tions of increasing responsibility 


formerly assist- 
has 


Toronto, Winnipeg and Hamilton, 
and therefore has acquired a 
broad knowledge of his 
pany’s products. 


com- 


H. G. SUNDHEIM ELECTED 
PRES., GLOLITE CORP. 


Harry G. Sundheim, Jr., form- 
erly of Sears, Roebuck & Co., 
has recently been elected a di- 
rector and president of The Glo- 
lite Corp., Chicago, wholly own- 
ed subsidiary of Noma Electric 
Corp., 55 W. 13th St.. New York 





is eligible except employees of 


Citv 11. 














153 Years of Service Represented by Walter Moore, 50 
years, W. E. McGrath, 49 years, Charles Rau, 54 years at a 


recent Hanna Paint Mfg. Co., 


tion. 
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Columbus, Ohio, dinner honor- 
ing Mr. Moore, held at the Athletic Club. He was presented 
with an engraved watch by Walter Hanna, president of the 
company. Mr. Moore is vice-president in charge of produc- 
This dinner was the conclusion of a three-day sales 
meeting at which it was announced that the company had 
completed its most successful year. 

















Everysopy Wants A 


LO)}- RIS “ 
Liks és J 30 We 


AEROSOL 
INSECTICIDE 
DISPENSER 


Suggested 
Retail 


1.49 





/ 4 








'MPROVED- AUTOMATIC 


FLY-TOX 


PEG us Pat OFF 
we 





ACTive menensil 
TT seeeeeee ae 
er 






‘oon A $1264 OF 


NEW, MORE POWERFUL FORMULA* 
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MONTH! 


7 HE “C.Q." Keystone Grindstone is a large, 

rugged model, priced to please both you 
and your customers. It is available in several 
sizes, each providing sharpening utility to 
satisfy the most exacting. You will like its 
many extra-value features. The cast iron 
trough is one-piece to last indefinitely. Ad- 
justable tool rest and drip shield are stan- 
dard equipment. 

The Keystone is the heaviest model in the 
entire “C.Q.” Line ... it's for the tough, long- 
sharpening jobs that ordinary grindstones 
cannot handle efficiently. Once in your ter- 
ritory, it will sell others - build extra business 
and profits. Full par- 
ticulars upon request. 
Write us today! 
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John W. Anderson, The 


In an attack aimed chiefly at 
“giant retailers” John W. Ander- 
son, president, The Anderson Co., 
Gary, Ind., and president of the 
American Fair Trade Council, 
Inc., told more than 200 members 
and guests at the annual meet- 
ing, Nov. 13, at the Waldorf- 
Astoria, New York City, that 
“Fair Trade laws merely enable 
a manufacturer to prevent the 
sale of his branded products at 
prices yielding less than a nor- 
mal profit—which means _ they 
prevent retailers from losing 
money on those products.” Em- 
phasizing that “giant retailers” 
are in business to make money, 
and do, he accused some of them 
of fighting for Fair Trade law re- 
peal, because they use “as ‘loss 
leader’ price bait only popular 
branded products of known in- 
tegrity—and therefore easiest to 
sell, if desired, at prices yielding 
a normal profit.” 

Further Mr. Anderson de- 
clared, “With the retail price of 
a branded product spiraling 
downward under ‘loss leader’ 
pressures, the manufacturer is 
pressed to reduce quality to meet 
demands for lower and lower 
prices. Arbitrary reductions in 
quality must begin with the 
elimination of that narrow top 
margin which usually multiplies 
the value of the product to the 
consumer. The consumer thus 
gets less ‘quality mileage’ per 
dime of retail price.” Likening 
fair trade laws to rules against 
foul blows in prize fights he de- 
clared that “Those who claim 
loudly that only ‘unrestricted 
competition’ promotes free enter- 
prise, secretly desire open license 
to disable their smaller competi- 
tors by foul practices.” 

A panel comprised of attornies, 
retail association officials and di- 
rectors of the Council discussed 
various phases of Fair Trade 
laws, after which announcement 
was made of intended expansion 
in publicizing the cause of Fair 
Trade. 

John W. Anderson, president, 
The Anderson Co., Gary, Ind., 
was reelected president of the 
Council and John Wyckoff Met- 
tler, Interwoven Stocking Co., 
New Brunswick, N. J., continues 
as vice president. John W. Scott, 
secretary, Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., is the 








new secretary-treasurer. Newly 


















































Fair Trade Council 
Attacks Opponents 


Anderson Co., re-elected 


president, and John W. Scott is new secretary-treasurer 


|elected directors are: W. R. At- 
kinson, vice president, Hamilton 
Watch Co., Lancaster, Pa. and 
Thomas F. Kelly, manager, 
dealer relations, The Hoover Co., 
Chicago, Ill. Other directors are: 
Messrs. Anderson, Mettler and 
Scott; B. S. Peirson, general 
sales manager, Consumer Divi- 
sion, Corning Glass Works, Corn- 
ing, N. Y. and C, R. Sheaffer, 
president, W. A. Sheaffer Pen 
Co., Fort Madison, Iowa. 





R. L. PURCELL MADE 
EKCO COMPTROLLER 


Robert L. Purcell has recently 
been named comptroller of Ekco 
Products Co., Chicago. Mr. 
Purcell was controller of In- 
ternational Detrola Corp., De- 
troit prior to joining Ekco. Be- 
fore the war he was with Ernst 
& Ernst, Chicago accounting 
firm. During the war he was a 
major in the quartermaster 
corps. 





PREVORE MOVES OFFICES 
FACTORY TO OWN BLDG 


Prevore Electric Mfg. Corp., 
has recently announced the re- 
moval of executive offices and 
factory to the Prevore Bldg., Ful- 
ton St., at Clinton Ave., Brook- 
lyn 16, N. Y. 











WILBUR DEXTER CARLSON 


has been appointed to the sales 
staff of the National Silver Co.’s 
New York branch. Having been 
in the silver industry for 15 
years, Mr. Carlson is well 
equipped to handle the New 








England area. 
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NEW PROCESS FOR WIRE 
FABRIC MFG. DEVELOPED 
BY R. J. SOUTHWELL 


A new process for the manu- 
facture of wire fabrics has been 
developed by Raymond J. South- 
well, Unity Road, Nichols, Conn., 





R. J. SOUTHWELL 


formerly sales manager of the 
Campbell division of American 
Chain & Cable Co., Inc. 

Before joining American Chain 
& Cable, Mr. Southwell spent 
many years in the manufacture 


and sales of wire fabrics. His 
former affiliations were: vice- 
president, Clinton Wire Cloth 


Co., and American Wire Fabrics 
Co., both part of Wickwire 
Spencer Steel. His new process 
involves equipment of a new de- 
sign that will make an unwoven 
fabric of wire bonded together 
with plastic which welds the 
joints and protects the wire 
against corrosion. First machine 
will be built in the Bridgeport 
area for Pennwoven, Inc., Lock 
Haven, Pa., manufacturer of 
window screen cloth. Mr. South- 
well announces that he will also 
act as consultant for others in 
the development and promotion 
of new products and patents. 





CONLON-MOORE CORP. 
ANNOUNCES CHANGES 


The Conlon Division of Con- 
lon-Moore Corp., has appointed 
Robert West, formerly district 
sales manager of the St. Louis 
area, direct factory representative 
of the company in Illinois and 
eastern Missouri. 

James T. Sneveley, assistant 
enamel superintendent of Flor- 
ence Stove Co., for 14 years has 
been named superintendent of 
th enamling department, Conlon- 
the enameling department, Con- 
lon-Moore, Moore Division, Joliet, 
Til. 


Harry T. Worthington, vice- 


Moore Division, Joliet, will par- 
ticipate in the convention of the 
Institute of Cooking & Heating 
Appliance Manufacturers in Cin- 
cinnati, Dec. 1-3 as chairman of 
the smokeless coal research pro- 
gram group of the Batelle Re- 
search Institute and as a mem- 
ber of the executive committee 
of the appliance organization’s 
gas heater division. 

The Conlon division of the 
company was honored recently 
through the presentation of the 
achievement award of the Cicero, 
Ill., Safety Council for progress 
in reducing lost-time accidents. 





LLOYD APPOINTED 
N. Y. REPRESENTATIVE 
FOR H. B. IVES CO. 


Edward F. Lloyd has been ap- 
pointed to represent The H. B. 
Ives Co., New Haven 8, Conn., in 
Long Island, Brooklyn, Manhat- 
tan, Bronx and parts of eastern 
New Jersey, in addition to con- 
tinuing as manager of the New 
York office of the Chicago Spring 
Hinge Co. 4 


EARL R. NELSON NAMED 
RYERSON STEEL-SERVICE 
PLANT MANAGER 


Earl R. Nelson has recently 
been appointed manager of the 
Cincinnati plant of Joseph T. 
Ryerson & Son, Inc., Chicago 80, 
Ill., steel distributors, succeed- 
ing Wayne D. Dukette. Mr. 
Dukette will head the company’s 
new steel-service plant in the San 
Francisco area now under con- 
struction. 

Mr. Nelson joined Ryerson in 
1938 in the firm’s credit depart- 
ment in Chicago until 1932 when 
he was transferred to Cincinnati 
as credit manager. In 1937 his 
activities were centered in the 
sales division and for the past 10 
years he has served as salesman 
in the Dayton-Springfield, Ohio 
area. 








president, and general manager, 
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EARL R. NELSON 








































































: 
| MAIL THIS COUPON 
| HOLT MANUFACTURING COMPANY 
68 
651-681 20th STREET - OAKLAND 12, CALIFORNIA 
| Please send me free floor care booklet and catalog: 
I 
| ‘NAME 
| 
| ADDRESS ; 
I 
{city STATE 





HOLT MANUFACTURING COMPANY 


Oakland 12, Calif Newark, N.J 
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Supply Distributors and 


Manufacturers Discuss 
Sales Training in Newark 


The joint regional conference 
sponsored by the American Sup- 
ply & Machinery Manufacturers 
Association. Inc.. and the Na 
tional Supply & Machinery Dis- 
tributors Association at the 
Robert Treat Hotel, Newark, 
N. J., Nov. 19, attracted more 
than 150 members and guests and 
concerned itself chiefly with 
proper selection, training. place- 
ment and direction of salesmen. 
One of a series of conferences, in 
numerous cities, the gathering 
was under the joint sponsorship 
of the two associations, with 
W. W. Kemphert, Worthington 
Pump & Machinery Corp., Harri- 
son, N. J., second vice-president 
of the manufacturers’ group, as 
chairman, and was “dedicated to 
the principle of lower distribu- 
tion costs and more sales in sup- 
port of a_ productive national 
economy.” 

A. G. Carey, president, Rudel, 
Carey & Briggs, Inc., New York 
City and Ralph M. Johnson, vice- 
president and general sales man- 
ager, Norton Co., Abrasive Divi- 
sion, Worcester, Mass., discussed 
“Today’s Need for Training in 





Salesmanship for Salesmen and 
Managers.” Mr. Carey 
stated that no company can limit 
its thinking to the making of 
profit, for if the United States 
doesn’t shoulder its burden the 
entire economy of the world will 
collapse. Salesmen must sell 
themselves, their products and 
their industry to their customers 
and a sales manager must be a 
combination coach, instructor, 
psychologist, field marshall and 
analyst. Mr. Johnson said we 
must not only provide the highest 
standard of living, in this coun 
try, but must raise it to 
higher levels. Training today is 
for economic strength 


Sales 


even 


necessary 
tomorrow. 

Selection of salesmen 
of aptitude testing were discussed 
by G. H. Boucher, vice-president, 
Pyrene Mfg. Co., Newark, N. J., 
and R. H. Barr, manager, mill 
supply division, Reilly Bros. & 
Raub, Inc., Lancaster, Pa. Mr. 
Boucher said such tests are de- 
sirable as an aid but not the en- 
tire reason for selecting an ap- 
plicant for a position. There are 
ready made salesmen but 


and use 


few 


such tests serve to predict a fu- 

| ture as to possible failure or suc- 
cess of an applicant and to deter- 
| mine: his ability to get along 
| with people; his interest in sell 
ing and his ability to face crises 
in his personal as well as his 
business life. His company, said 
Mr. Barr, uses aptitude tests, and 
wants salesmen to be not only 
producers of sales but also de- 
velopers of ideas and men pos- 
sessed of leadership qualities. 
Salesmen must know whot a 
product does as well as how it is 
made. 

“Customer Coverage — Market 
Evaluation,” were discussed by 
P. W. Evans, secretary, Beals, 
McCarthy & Rogers, Inc., Buf- 
falo, N. Y. and R. P. Melius, 
director of sales, The Delta Mfg. 
Co., Milwaukee, Wis. The need 
for being “a stockroom to indus- 
try’ was emphasized by Mr. 
Evans who said that of 184,230 
manufacturing plants in_ this 
country 30 per cent of them turn 
out more than 90 per cent of the 
nation’s production. However, 
production figures are not a good 
basis for figuring volume in a 
given industrial hardware dis- 
tributor’s territory since some 
relatively small fields, in the na- 
tional economy, might be good 
customers for a concern. He em- 
phasized the need for serving 
both large and small concerns as 
it is unwise to have too much of 





any concern’s business from too 





few customers. He urged the im. 
portance of showing a customer 
that a particular product will do 
a job faster and more econoni- 
cally than some other item. Mr. 
Melius warned against confusing 
potentials with sales ability and 
pointed out that during and since 
the war considerable industrial 
migration has occurred in many 
parts of this country. He urged 
the importance of knowing cus- 
tomer requirements and evalua- 
tion of markets by major lines, 
setting goals and striving to at- 
tain them. 

J. F. Aspey, Jr., Black & Decker 
Mfg. Co., said that good product 
design and finish have long been 
given great attention but that the 
package which reaches the user 
has, generally speaking, not been 
given the proper thought. The 
package must carry the product 
to the user and identify in its 
travels as well as merchandise. its 
contents. Size, type, quantity, 
name and address of manufac- 
turer, etc., must be_ indicated 
plainly where all can quickly see 
it. Proper packaging can con- 
tribute to speed and convenience 
in order handling. 

R. H. Russell, treasurer. Jr. 
Russell & Co., Holyoke, Mass.. 
distributors, urged manufacturers 
to take steps to help distributors 
by packaging in units of one, 
10, 100 and 1000 and in simpli- 
fication of pricing—quoting net 
prices instead of chain discounts. 
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Gesing Co. 25th Anniversary Banquet was held recently with cocktails served at the company’s office from 5 to 7 P.M. 
and dinner in the Ohio room of the Hotel Statler. This manufacturers’ representative of builder hardware items is located 
at 729 Caxton Bldg., Cleveland 15, Ohio. Fifty-five hardware wholesale, hardware consultants and friends attended. Guests 
at the speaker's table included: Roscoe M. Ewing, attorney, toastmaster, S. O. Hooghkirk, regional director of American 
Society of Architectural Hardware Consultants, D. R. Lasier, president of The Norton Lasier Co., Chicago, W. J. Hodge. 
vice-president of The Norton Lasier Co., W. J. Feddery, Central Western Manager of HARDWARE AGE, and John R. NEW 
Schoemer, speaker of the evening who is managing director of National Contract Hardware Association, and executive sec: CHICAGO ° § 
retary-treasurer of the American Society of Architectural Hardware Consultants. Mr. Hodge was narrator during @ I 
minute movie of door closer history presented by the Norton Lasier Co. 
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TIP-TOP} WYTEFACE 
POCKET STEEL TAPES 


For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. l/, -inch width. In handsome chromium- 
platec case, small and light enough for 
oy or handbag. Pull out the tape—it 
ocks. Press the button—the tape springs 
back. Made in 36 and 72-inch ane 
}Reg. U. S. Pat. Off. 











HOW a Wryterace* Steel Tape. Your cus- 


tomer will take it every time. Show him how 






easy to read the jet black markings on the white 






background are —in the brightest glare or in 






hardly any light at all. You can assure him that 






WyreFace Steel Tapes are easy to keep clean, are 






rust-resisting and hard to kink. Ask your jobber 






about WyTEFACE Steel Tape and Steel Tape Rules. 






*Trade Mark. Wyrerace Steel Tapes and Tape Rules are protected 
y U. S. Pat. 2,089,209. 
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EXTRA sale. too! 


Recommend WIL-BOND with 
every paint, varnish or 
enamel sale 


Because it saves so much time and effort 
in preparing any surface for refinishing, 
Wil-Bond has become a big profit-maker 
for dealers everywhere. 

Whether used on greasy walls, soiled 
woodwork, or glossy varnish or enamel, 
Wil-Bond is equally effective. For Wil- 
Bond actually does THREE jobs at once 
—cleans, dulls, and bonds. 

Simply dampen a clean cloth with Wil- 
Bond and go over the surface. Dirt, 
grease, wax, etc., wipe off cleanly . . . any 
gloss is completely dulled . . . and a slight 
tack is set up which causes the new finish 
to cover evenly and bond perfectly. 

So when you sell paint, varnish, or 
enamel, complete the sale with Wil-Bond. 


WIL-BOND 


Cleans, Dulls, Bonds—in one stroke , 





Another profitable "Sale-finisher™ 
IMPERIAL Rapid BRUSH CLEANER 


Every paint and paint-brush customer is a made- 
to-order prospect for Imperial Rapid Brush 
Cleaner—the quick-acting, ready-to-use cleaner 
that leaves bristles with their original spring 
and liveliness. No mixing, stirring, nor over- 
night soaking needed. 





Wilson-Imperial Co., Dept. H-127, 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON FOR INFORMATION OR ADVERTISING DISPLAYS 


i 
r WILSON-IMPERIAL CO., Dept. H-127, 1 
} 115 Chestnut St., Newark 5, N. J. { 
! I am now handling the products checked below. Please send ; 
! advertising displays on them. F 
: O) Wil-Bond (] Imperial Rapid Brush Cleaner i 
I I am not at present handling the products checked below. Please 1 
t send_me full information on them, 1 
I O) Wil-Bond (J Imperial Rapid Brush Cleaner 
; SE os ws-eob arcs eh bias aCadds oOr ue hn dawas.o nudes saresUEaeiwauwk 1 
: RMN cGccnr te aR eae eh sR DOEOT Cea dacestRl net orwonr ns aSeaeodiT ; 
PO CHY soe eeeeeeeeeeeeeeseeteeeeetereeens NR itictctvusinconeds : 
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GEORGE KLOTZ 


GEORGE KLOTZ NAMED 
INDEPENDENT LOCK 
PHILADELPHIA SALESMAN 


George Klotz has recently been 
appointed sales representative for 
Philadelphia and southern New 
Jersey for the Independent Lock 
Co., Fitchburg, Mass., succeeding 
David Clark who was promoted 
recently to manager of the com- 
pany’s Philadelphia branch. Mr. 
Klotz’s sales experience was 
gained with a Philadelphia 
wholesaling house. 


McDOUGALL-BUTLER 
ACQUIRES PROPERTY 


A. S. Butler, president of Mc- 
Dougall-Butler Co., Inc., Buffalo. 
N. Y., has recently announced 
that the company has purchased 
land adjacent to the main office 
and factory and plans are under- 
way to expand production and 
shipping facilities on the prop- 
erty. 


A. D. TAYLOR JOINS 

B. M. VAUGHN & CO. 
Allen D. Taylor, formerly con- 
nected with Brown & Root, Inc.., 
Houston, for five has 


years, 





- D. TAYLOR 


joined B. M. Vaughn & Co., man- 
ufacturers’ agents, Houston, Tex, 
Since leaving Brown & Root he 
has been engaged in selling 
throughout the same territory he 
will cover for Vaughn, namely; 
Dallas and Fort Worth trade 
areas, also north and west Texas, 
He will maintain headquarters in 


| Dallas. 





GAROD ELECTRONICS 
APPOINTS BANDITSON 


FACTORY SALESMAN 
Garod Electronics Corp., 70 
Washington St., Brooklyn 1, 
N. Y., has announced the ap- 


pointment of Harry Banditson as 
factory sales representative in 
Virginia, Maryland, Delaware 
and eastern Pennsylvania. He 
will operate from 2300 Ocala 
Ave., Baltimore. He is a veteran 
merchandiser in the radio and 
appliance field and his new ap- 





HARRY BANDITSON 


pointment will include all sales, 
advertising and promotion ef- 
forts in that area. 


STOKER & SONS CO. 
REORGANIZED 


Stoker & Sons, Salt Lake 
City, Utah, has recently reor- 
ganized and incorporated under 
the name of the Stoker Hard- 
ware & Supply Co. The company 
is both a manufacturer and 4 
retailer and has recently com- 
pleted a new warehouse to house 
the sheet metal and tin plant 
and store stock it uses. 

In its manufacturing division, 
the company will produce all 
types of livestock, boat and util- 
ity trailers. Officers and directors 
of the company are: Sterling 
Stoker, president and director: 
Mary Milne, secretary-treasure! 








| Bert Hock and Robert Stoker, 


and director; Robert I. Bowles, 







directors. 
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The ALUMINUM PAINT OF 1001 USES! 


Inside or out . . . on bridges or 
bicycles ...on boilers or basement 
walls Cres-Lite SYNCHROME 
is the finest paint protection you 
can buy. One coat covers most 
surfaces with a chrome-like finish 
unsurpassed for resistance to heat, 
moisture, fumes, weather and cor- 
rosion. Its high hiding power and 
durability make it the best pro- 


WEOLENT BRONZE powoen cone 





tective coating for any interior or 
exterior surface. For complete de- 
tails write Topay for free copy 
of ““A Guide To Using Aluminum 
Paint.” 

GUARANTEED— Cres-Lite SYNCHROME is a 
quick-drying synthetic resin oil paint guaran- 
teed to contain only pure 325 mesh alumi- 
num and the highest quality grades of oil, 
pigment and synthetic resins. 


116 WEST ILLINOIS ST., CHICAGO 10, ILLINOIS ¢ 1841 SOUTH FLOWER ST., LOS ANGELES 15, CALIFORNIA 
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INDIAN IMPORT CO. 
SEEKS NEW LINES 


Mehta Parikh & Co., Kapasia 
Bazar, Ahmedabad, India, im- 
porters and exporters, wishes to 
acquire the following lines: In- 
dustrial accessories, electrical 
goods, leather and rubber goods, 
hardware and sanitary wares, tex- 
tile mill stores, glasswares and 
crockery, plastic products, cutlery 
and gift wares. Anyone inter- 
ested should send samples, price 
lists, catalogs, terms and condi- 
tions. The company will act as 
agent for both imports of prod- 
ucts from the United States and 
exports of Indian commodities, 
arts, and novelties. The Eastern 
Bank, Ltd., London, is the com- 
pany’s English bank and the 
company’s shippers in England 
are M/s J. S. Holt & Moseley, 
Ltd., 33 Brazennose St., Manches- 
ter, and M/s F. Bower & Co., 
Mersey Chambers, Liverpool. 





SIX BORG-WARNER CORP. 
DIVISIONS AFFECTED BY 
CONSTRUCTION PROJECT 


Borg-Warner Corp., Chicago, 
has announced construction proj- 
ects that will increase the manu- 
facturing facilities of six differ- 
ent divisions. The Mechanics 
Universal Joint Division, Rock- 
ford, Ill., expects to have com- 
pleted by Jan. 1 an additional 
137,300 sq. ft. plant in Memphis, 
Tenn. The Norge Division is in- 
creasing the production facilities 
of its Effingham and Herrin, IIl., 
and Chattanooga, Tenn., plants. 

The Herrin washing machine 
plant floor area is being in- 
creased one-fourth and the Chat- 























INTERMOUNTAIN ASSN. hardware and implement dealers in convention, Nov. 3-4 
at Salt Lake City elected the following slate of officers: president, Rufus Parks, Magna, 
Utah; vice-presidents, A. E. Ekstrant, Boise, Idaho and Claire Merrell, Brigham City, Utah. 
Directors for one year are: Wilson N. Lunt, Cedar City. Utah; W. A. Spears, Provo, Utah; 
Thomas Vaughn, Idaho Falls, Idaho, and Winton Gray, Buhl, Idaho. Directors for two 
years are: Ralph Hollingsworth, Ontario, Ore.; C. V. Lilenquist, Tremonton, Utah; R. J. 
Schwendiman, Twin Falls, Idaho, and Maxwell Becker, Caldwell, Idaho. Three-year direc- 
tors: D. E. Crosier, Salina, Utah; J. C. Baldridge, Boise, J. M. Parkinson, Rexburg, Idaho, 
and Ira S. Pearce of Elko, Nev. Leon Weeks, Boise, Idaho, is secretary-treasurer. 

In photo above, seated left to right, are: Messrs. Lunt, Lilenquist, Morgan, Parks, 
Weeks, Bladridge, and Parkinson. Standing, left to right are Messrs. Pearce, Hollings- 
worth, Vaughn, Becker, Merrell, Schwendiman and Crosier. 








= 


tanooga plant, where compressor 
mechanisms and portable water 
coolers are made, is doubling its 
manufacturing facilities. 

The Gear division has trans- 
ferred its activities from the two 
locations in Detroit to one plant. 
Borg & Beck division will build 
a one-story building to provide 
77,250 sq. ft. of floor space to 
relieve congestion in its Chicago 
plant. Pesco Products has started 
construction of a laboratory for 
testing aircraft fuel systems and 
the Morse Chain Co. division is 
nearing the completion of a $2,- 





000,000 three-year program of 
rehabilitation and expansion at 
its Ithaca, N. Y., plant. 





MORRIS YEAGER FIRM 
NOW 20 YEARS OLD 


Morris Yeager, 2111 Market 
St., Philadelphia 3, Pa., manufac- 
turers’ agent, celebrates its 20th 
anniversary this year. The busi- 
ness started as an importing firm 
of decalcomania decorative trans- 
fers and branded as Yeager- 
decals. Mr. Yeager then became 
a distributor of Nu-Enamel in the 





Philadelphia area and from that 
time on continued to expand 
both in firms represented and 
volume achieved. At present the 
territory, which comprises the 
states of Pennsylvania, New 
Jersey, Delaware, Maryland, Vir- 
ginia and Washington, is covered 
by four sales representatives. The 
company uses four warehouses as 
the business is not a manufac- 
turers’ agency only, but an ex- 
clusive distributor of products 
offered to the trade in the terri- 
tory above. 








. ‘cc’ 


gi 





At a recent five-day meeting held in Milwaukee for the 22 district sales managers of the Delta Mfg. Division, Rockwell 


Mfg. Co., the importance of the dealer was stressed throughout. Each of the district sales managers answered 


the question, 


“What new Homecraft power tools are needed in your territory?’ However, in reality it was the 2,000 Homecraft power too 
dealers in the United States and Canada who answered this question in the form of orders to Delta representatives. Also 
emphasized was the importance of coordinated efforts between Delta, its sales representatives and dealers. H. Campbell Stucke- 
man, vice-president, told the group that in an effort to keep the dealers supplied, an expansion program evolved has about 
doubled the Milwaukee plant's pre-war facilities. He also brought out the underlying theme of the meeting when he urge 
the district managers to adopt the thought that “There's a bigger market, a bigger line of products, a bigger plant and 4 


bigger you.” 


Col. Willard F. Rockwell, chairman of the board of the Rockwell company, predicted a $50,000,000 market i* 


home workshop power tools for the coming year and estimated that Delta could secure 40 per cent of this trade. 
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POWER TOOL 
ACCESSORIES 


> 


#370—%” Hardened 3-jaw Chuck to fit 42”-24 Spindle. 


Other threading to specification. 


#373—'2” Hardened 3-jaw Chuck to fit 2”-24 Spindle 
Other threading to specification. 


#380—'%" Chuck with No. 2 Morse Taper Arbor. 
#381%2” Chuck with Arbor to fit 42” or 5” Spindle. 
#382—'2” Chuck with Collars and Arbor to fit 4”. 

or %” Spindle. 
#383—Arbor to fit 2” or 46” Spindle, with Collars. 
#384—'” Chuck with 4%” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 2” Shafts. 


#411—Electric Drill Arbor for holding Grinding or Pel- 
ishing Wheel. 


#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 


HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 


TOOLS OF QUALITY 



































Sales Rep. 
Eastern, Midwestern, 
Central and 


ba Par Western States: 
ohn H. Graham 

J Co., Inc. o 

New York City 


Southern Rep. 
Sanford Bros. 
Chattanooga, Tenn. 


SINCE 1836 


HENRY CHENEY HAMMER CORP 


LITTLE FALLS—N. Y 
Sales Office: 217 BROADWAY, NEW YORK CITY 
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Record Paint Sales Forecast Though 





End of Sellers’ Market Is in Sight 





ERNEST T. TRIGG 


ITH an average of 600,000 

new housing units needed an- 
nually until 1960 and with 16,000,- 
000 homes needing major repairs, 
the paint industry can look for a 
record volume of sales during the 
next 13 years. Whether or not this 
volume will maintain the $1 bil- 
lion all time high assured the paint 
industry in 1947 will depend upon 
what action labor, distributors, and 
manufacturers take to bring the 
cost of housing to within reason- 
able limits, Fred H. Ludwig, presi- 
dent of Merritt Lumber Yards, 
Reading, Pa., and national author- 
ity on housing, declared before the 
recently concluded convention of 
the National Paint, Varnish and 
Lacquer Assn. at Atlantic City. 


Costs Advancing 


Speaking before 1500 represen- 
tatives of the paint and varnish in- 
dustry on the potentials facing paint 
trade sales, Mr. Ludwig said today, 
present high prices are not defer- 
ring the purchase or construction 
of homes by individuals. However, 
not only painting costs but costs of 
everything that goes into building a 
house are rapidly advancing to a 
point where the total cost will be 
more than customers can afford to 
pay, he observed. 

Therefore, what labor does to- 
wards increasing its production and 
what distributors and manufacturers 
do to bring their costs down will 
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Paint and other costs getting to a 

point where total costs will be 

more than some consumers can af- 

ford to pay. Ernest Trigg retires 

from paint-varnish association 

presidency. Is succeeded by Brig. 
Gen. Battley (ret.). 


govern the market for building ma- 
terials and specifically paint within 
the immediate future. . 

In the paint industry, the re- 
quests that will be made and granted 
when the next round of labor con- 
tracts come up for consideration this 
fall, which will not only increase 
the cost on paint but increase the 
cost of applying paint as well, will 
surely slow down the general con- 
sumption of paint next year, Mr. 
Ludwig declared. 

Paint + manufacturers therefore 
can look for a healthy, near-record 
volume of business for more than a 
decade based on record housing and 
repair needs of the United States 
consuming public. However, paint 
manufacturers can expect and im- 
mediate end to the abnormal sell- 
ers’ market which has existed since 
the war. 


Must Realign Policies 


From now on paint companies 
must realign their sales policies to 
fit intense competition and the more 
selective buying habits of United 
States consumers. 

Wendell Berge, former assistant 
United States Attorney General, at 
the concluding session of the con- 
vention said that there has been 
an ever-increasing tendency among 
business men to eliminate competi- 
tion from the production and dis- 
tribution of goods. 

“This tendency to eliminate com* 
petition,” said Mr. Berge, “is wholly 
inconsistent with our professed basic 
philosophy. If we don’t awaken to 
the dangers of this tendency we may 
find in due course that our competi- 
tive capitalistic economy has been 
in fact replaced by a system of 
government control of most of the 
important aspects of business as- 
pects of business activity. 

“Politically such control would 
become inevitable if competition 





JOSEPH F. BATTLEY 


should be increasingly eliminated 
from economic life. The absence of 
competition means monopoly and 
the American people would not long 
stand for private monopoly. As it 
became apparent that different in- 
dustries, one by one, were succumb- 
ing to monopoly control, the po- 
litical demand for public regula- 
tion would increase. 

“In time,” he added, “we would 
probably find most industries strict- 
ly regulated, if not owned and con- 
trolled, by the Government. This 
state of affairs we certainly do not 
want.” 


Officers Elected 


At the closing session of the Na- 
tional Paint, Varnish and Lacquer 
Association’s 59th annual conven- 
tion, Joseph F. Battley (Brig. Gen. 
retired), Washington, D. C., was 
elected president to succeed Ernest 
T. Trigg who has retired after 14 
years of continuous service but has 
been elected chairman of the execu- 
tive committee. Roy B. Anderson, 
Brooklyn Varnish Mfg. Co., Brook- 
lyn, N. Y., was elected vice-presi- 
dent and E. A. Foy, Jr., Foy Paint 
Co., Inc., Cincinnati, Ohio, was re- 
elected treasurer. 

Regional vice-presidents (one- 
year term) are: New England, 
Franklin J. Lane, Boston Varnish 
Co., Everett, Mass.; Eastern, Wal- 
ter G. Sibley, Jr., Felton Sibley and 


(Continued on page 183) 
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Az Laat! tHE HANDY HOUSEHOLD TOOL 


Stelray SELF CENTERING PUNCH 


Starts holes for NAILS 
or SCREWS ... at 


angles ... tight spots 
+ «+ «+ corners. 








on display ... 
TODAY ! 





‘iis ways to yoo get | 
tures, shelves, brackets, 
Expertly designed and  B 


ed. Appeals to hobbyists and 
craftsmen. 


Ask your Jobber — or write. 
One dozen to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 


SHELTON, CONN. 
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STAR HEEL PLATES 


ARE IN DEMAND 
AND ARE PROFITABLE 
FOR YOU TO HANDLE 









No. 5 
“Pioneer Brand" 


STAR HEEL PLATE CO. 


357 WILSON AVE., NEWARK 5, N. J. 
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HOMES & GARDENS, AMERICAN HOME, 
and SUNSET magazines. They are pre-selling 


your customers on this unique, all-in-one alu- 
minum juicer that gets a// the juice...no bitter 
peel oil. They know how K WICKY Juicer races 
through fruit juicing in less than a minute... 
is easy to use, rinse and clean, and costs ONLY 
$1.00. These pre-sold customers will be asking 
for KWICKY Juicer. Be sure to have an ade- 
quate supply on hand. 

PROMOTE KWICKY JUICER FOR CHRISTMAS SALES 


QUAM-NICHOLS COMPANY 


33rd Place and Cottage Grove « Chicago 16, Ii. 
167 














December 4, 1947 


Wire products raised — On 
Nov. 6, Pittsburgh Steel Co. advanced 
its prices on nails and staples $15 per 
net ton, and farm and poultry fence 
$10 per ton. The new prices to the 
trade are $5 base per keg for bright, 
blued and coated nails and polished 
and galvanized staples; $4.75 for galva- 
nized nails, and “column 101” for farm 
and poultry fence—all f.o.b. Pittsburgh. 
The increases were, it is said, forced by 
rising production costs. During the 
OPA period the company was given 
special dispensation to quote prices on 
nails above the general ceilings then in 
effect. The Pittsburgh advances will be 
immediately passed on the customers of 
warehouses handling nails from this 


producer. 
* . * 


Window shades higher—Job- 
bers report that, on Nov. 1, they were 
advised of an advance on cloth window 
shades, approximating 10 per cent. 


* * * 


Heaters — Trilmont Products 
Co., Philadelphia, Pa., has announced 
reduction of its suggested retail selling 
price of the Trilmont Safety Heater 
from $33.00 to $19.95 including federal 
tax—slightly higher in western zone. 
The reduction is paving the way for 
introduction of a new economy model, 
made of new materials and on large 
scale production, the new model to have 
the same safety factors. With the new 
reduced suggested retail selling price 
of the heater the suggested price for 
combination of it and the company’s 
clothes dryer is reduced from $34.50 to 
$24.95. 


Glycerin prices raised — On 
November 12, leading producers raised 
glycerin prices 10 to 10% cents per 
pound, to a total of 39% to 40% cents, 
effective immediately. The increase 
was the first change since June, when 
the prices were reduced, and in most 
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instances brings the price back to last 
spring’s level. 
* - . 

Insulating plastic reduced— 
The price of “Polyethylene,” an insu- 
lating plastic, has been reduced 4 to 7 
cents a pound for various grades, effec- 
tive November 10, by Bakelite Corp., a 
unit of Union Carbide & Carbon Corp. 
The reduction, the second in six months, 
brings the price 60 per cent lower than 
it was in 1942, The cut was made pos- 
sible by increased production, Bakelite 


said. 
* - . 


A lot more carpet — Carpet 
mills are turning out 36 per cent more 
yardage than they did last year, and 
production still is rising. This was told 
to some 600 home furnishings retailers, 
at a merchandising clinic in Chicago, 
recently. Carpet manufacturers are 
leading the style parade in home fur- 
nishings. Retailers today are finding 
that the consumer is choosing the right 
rug or carpet for a room before planning 
other decorative effects. Carpet prices 
have increased 30 per cent over 1941, 
but this compares with increases of 37 
per cent on other home furnishings, and 
116 per cent on agricultural products 
the merchants were informed. 


Cleanliness more costly—On 
November 15, the Procter and Gamble 
Co. announced a 6 per cent increase in 
the price of its soap and soap products, 
effective immediately. The increase is 
the fourth this year, officials said. After 





a 6 per cent raise in March, increase of 
10 and 6 per cent were announced Sep- 
tember 29 and October 22, respectively. 
“The recent increases in the price of 
soap are due entirely to recent in- 
creases in the prices of fats and oils 
from which soaps are made,” said the 
company’s president. 
* * « 

Tire prices increase—Effec- 
tive November 10, some makers an- 
nounced retail and wholesale prices on 
auto and truck tires were increased 744 
per cent. Tractor and industrial pneu- 
matic tires will move up 5 per cent. 
Prices of tubes and airplane wheel tires 
were not unchanged, said L. A. Mc- 
Queen, vice-president. Rising material 
and manufacturing costs, among other 
things, were given as the reason for the 
increases. Natural rubber prices have 
climbed by 50 per cent in the last two 
months. Higher freight rates are adding 
to production and distribution costs. 
Coal prices are higher, and wage rates 
are up. 

eo * e 

Nickel — A reduction of 1% 
cents per pound in the price of refined 
nickel, in this country, has been an- 
nounced by The International Nickel 
Co., Inc., New York City, effective Jan. 
1, 1948, simultaneously with a like re- 
duction in the United States import 
duty on refined nickel. As of Jan. | 
the new United States contract price 
for 99.9 per cent electrolytic nickel 
from the Port Colborne, Ont., Canada, 
refinery will be 33% cents per pound 
instead of the present price of 35 cents. 
* * . 


Television—Due to engineer- 
ing developments which have lowered 








ADVANCES 


Nails, Staples. Farm, poultry fence. Glycerine. Window shades. Bedding. 
Mattresses. Certain television sets. Aluminum. Magnesium. Soap. 
Soap products. 

DECLINES 
One type of heater. One type clothes dryer. One plastic. Nickel. 
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BETTER MADE BRIGHT WIRE GOODS 
AND HARDWARE SPECIALTIES 
“STANDARD PACK" includes bright wire items stocked 








We manufacture and stock, Gate hooks, Cup hooks, Screw hooks, 
Hammock hooks, Clothes hooks, Clothes line hooks, Ceiling 
hooks, Curtain rod hooks, Cabinet hooks, "S" hooks, Screw hooks, 
Screw eyes, Eye bolts, Turnbuckles, Corrugated fasteners, Screen 
door springs, braces, handles. Storm sash operators, and hang- 
ers, Pole line hardware, Saw horse brackets and many other 
items too numerous to mention. 


See your jobber or write direct to 





“UNIT PACK" Includes all fast moving items either 
carded, boxed, In envelopes or bundles. Best for dis- 
play and quick sale with added profit. 

“HARDWARE SPECIALTIES" all boxed in appeall 
display cartons Include storm sash, screen door hard- 
ware, saw horse brackets and many home needs. 

“MAKE YOUR OWN" line of construction sets packed 
in display cartons includes many workroom and back- 






















CHAS. 0. LARSON CO. © STERLING, ILLINOIS 
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“VERNONTOWN" Masons’ Tools In STAINLESS Siee/ 





Now a New Complete Line of Masons’ Tools in all popular patterns and sizes fabricated 
in Genuine Allegheny Ludlum Stainless Steel. Rust-proof and Stain-proof. Hand ground, 
precision balanced. Hardwood handles. Superior tools priced reasonably. 





~— si te ii cal TAOS 4 


Stock No. 
Pointing Traowels 
4” —5”"—6”" 300 
London Pattern Brick 602 
Iowa Pattern Brick 601 
Cement Trowels 401 
Plaster Trowels -402 
Sidewalk Trowels 403 
Gauge Trowels 603 
Margin Trowels 307 
Tile Points 700 
Tile Trowels 604 
Coping Trowels 605 
Darbies 800 
Hawks 801 
oon Rubber Floats 100 
2 a oro Alum. Floats 100 


STOCK LIST: 


Packed 


1 dz. 
Ind. 
Ind. 
Ind. 
Ind. 
Ind. 
1 dz. 
1 dz. 
6 dz. 
Ind. 
Ind. 
Ind. 
3 to Box 
1 dz. 
1 dz. 


Reasonably Prompt Delivery 
Ali “Vernontown” Masons’ Tools are— 


UNCONDITIONALLY GUARANTEED Sold solely through recognized jobbers. Cuts available. F.O.B. Mt. Vernon, N. Y. Rail 


Freight allowed on shipments over 500 lbs. 








METEX CORP., 338 West Lincoln Ave., Mount Vernon, N. Y. 
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costs, the price of its direct-view home 
console television - radio - phonograph 
model] was reduced effective Nov. 15 by 
United States Television Mfg. Corp., it 
was announced by Hamilton Hoge, UST 
president. The list price of the compact 
model will be $745, a reduction of $150. 

Recently United States Television re- 
duced prices on all its projection type 
television sets. The only model in pro- 
duction at that time which was not 
lowered in price was the direct-view 
console set. Greater mass production 
and the absorption of development costs 
by heavy sales throughout the nation 
were responsible for the previous price 
reductions. 

+ * + 


Mattresses and bedding up— 
Prices of mattresses and other bedding 
are being raised by some manufactur- 
ers, ranging as high as 20 per cent. 
Simmons Co. has stated that the retail 
price of its Beautyrest Mattress will be 
raised to $59.50 from the present $49.50, 
effective November 24. Eclipse Sleep 
Products, Inc., has. advanced prices of 
all of its bedding 7 to 10 per cent, ef- 
fective on all future orders for January 
delivery. Other manufacturers are said 
to plan increases averaging about 5 per 
cent. 


The “non-ferrous” metals— 
A very active demand is maintaining 
firm price levels for the non-ferrous 
metals group—copper, lead and zinc. 
Copper is sold at 2144 cents a pound, 
Connecticut Valley, but small tonnages 
of foreign mined metal have brought a 
slightly higher figure. Producers re- 
ported October deliveries to American 
industrial users totaled 112,202 tons of 
refined copper, highest for any month 
since June. American refineries turned 
out 108,169 tons of refined copper in 
October, and at the end of the month, 
stocks held by producers in the United 
States totaled 74,507 tons. Lead de- 
mand continues in excess of available 
supply and the principal sellers have ra- 
tioned the metal among their customers. 
The price has held firm at 15 cents. New 
York. Zinc prices are firm at 10% 
cents per pound, East St. Louis. The 
American Zinc Institute reported slab 
zinc output was 71,745 tons in October. 
Stocks at the end of October totaled 
138,568 tons. The industry reported 
63,411 tons were transferred to “govern- 
ment account” in August and Septem- 
ber, presumably for permanent stock- 
piling. Tin prices have held at 80 cents 
per pound, but some industry sources 
predict a price increase next year, be- 
cause producer’s costs have risen. 


Aluminum and magnesium 
—Both lightweight members of the 
metals family—aluminum and mag- 
nesium—have recovered from sales and 
production slumps earlier this year. 
Aluminum began its recovery in Sep- 
tember, and the demand now is s0 ac- 
tive that a period of shortage is at hand, 
say spokesmen of Aluminum Co. of 
America and Reynolds Metals Co. 
Magnesium’s downturn, too, has re- 
versed, according to officials of Dow 
Chemical Co. and Magnesium Co. of 
America, but the upturn in demand has 
been Jess emphatic than for aluminum. 
Prices of aluminum in November moved 
up to a 15-cent per pound range, by in- 
creasing 1 cent to 1%4 cent in the vari- 
ous grades. Secondary aluminum, be- 
cause of the depletion of the govern- 
ment’s battle scrap, now is selling for 
about the same price as the virgin metal. 
The Bureau of Mines reported produc- 
tion of primary aluminum in the first 
eight months of this year totaled 393,- 
513 tons compared with 227,150 tons in 
the similar period of 1946. A Magnesium 
Co. of America executive reports sales 
of almost all kinds of magnesium prod- 
ucts are increasing continuously at 
present. October sales, he estimated, 
were up 15 per cent from September. 
Wrough products and die castings are 

















Known since 1865 
for 


“KEY BLANKS THAT FIT” 


We are now completely equipped for the 
~~ prompt handling of Key Blanks for all cylin- 
der locks. Consolidate your purchases. Save 
















hookkeeping and handling costs by buying 
all your key blanks from one source. Specify 
GRAHAM Key Blanks—for prompt service 


and for quality. 


If your jobber does not carry them, 
write direct to us. 


We also manufacture a line of Locksmiths’ Supplies and Luggage Hardware. 


THE GRAHAM MANUFACTURING CO. - Derby, Conn. 
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“doing very well,” and sand castings 
lagnesium have recovered from the general slump 
— a he in this field. Two-thirds the weight of 
and mag- duminum, magnesium still is taking 
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this year. is claimed. 
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old washer and ironer sales, continu- 


: ange ing at the highest rate in history, estab- 
taled 393,- ished new records in September, ac- 
50 tons in cording to figures announced by the 
Magnesium {merican Washer & Ironer Manufac- 
ports sales turers’ Association. Sales of standard- 
sium prod- ize household washers in September 
meudly at taled 354,094 units, compared with 
estimated, ales in September, 1946, of 184,215 
September. units. Sales of portable washers with 
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amounted to an additional 41,287 units 
a in aca le I. September. Ironer sales in Septem- 


stings are 


ler totaled 53,277 units, compared to 
les in September, 1946, of 13,413. 
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oe BY CRAFTSMEN 


GREENLEE CHISELS AND GOUGES 


You need them in a hurry we know. And GREENLEE 
craftsmen are hard at work for you... but always in 
a “‘careful hurry’. ..so that you get this kind of top 
quality in your chisels and gouges: Blades of special- 
analysis, high-grade crucible steel ... expertly formed, 
heat-treated, and carefully polished and inspected for 
long-lasting, fine-cutting edges. Perfectly balanced. 
Proper over-all design and hand-fitting handles. Sell 
top quality . . . sell GREENLEE! 


=> _ 
EGREENLEE 








STOCKED BY LEADING WHOLESALERS 







FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 










Auger Bits e Expansive Bits e Socket Butt Chisels ¢ Socket Firmer Chisels ¢ Car Bits e Razor Blade 
Draw Knives ¢ Automatic Push Drills e Spiral Screw Drivers « Bit Extensions e Bell Hangers’ Drills « 






Turning Tools « For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1812 Herbert Avenue, Rockford, Illinois, U.S.A. 
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VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


COOtA 


PAINT COMPANY. INC. 


Retablished 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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dustries, for application on nearly every 
manufactured product “from pencils to 
locomotives.” Industry leaders expect 
that competition will be tougher next 
year for architectural paint sales, but 
see little likelihood of a decline in 
prices. Industrial business has been 
very good and will continue so, as long 
as durable goods manufacturers are 
working at near-capacity. The Bureau 
of Labor Statistics wholesale price in- 
dex of paints and paint materials 
showed a high of 176 per cent (of the 
1935-39 par) last March, followed by 
successive declines down to a level of 
155 in August. However, industry 
members question the sharpness of this 
decline, saying that only a few known 
brand names of paints were reduced, 
and material prices certainly did not 
drop enough to bring the index down 
so far. 
* 2 

In the “synthetics” field — 
Use of synthetic rubber in the produc- 
tion of plastics promises development of 
many materials more durable, versatile, 
and colorful than heretofore produced, 
Standard Oil Co. said recently, in its 
publication The Lamp. Blending of 
synthetic rubber with “thermosetting” 
plastics has been one of the most suc- 
cessful developments in this field. Such 
plastics are used in telephone instru- 
ments, small radio cabinets, electric 
clock cases, and similar items. Ordi- 
narily this type of plastic is breakable 
and has a narrow color range, but by 
blending with Buna-S sythetic rubber, 
chemists have been able to make plastics 
of almost any degree of toughness or 
flexibility. For example, plastic fend- 
ers on motorcycles can now be made to 
“bounce back to their original shapes 
when dented,” it is said. The rubber 
blending also widens the color possi- 
bilities, so that now the variety of 
colors is almost unlimited. Rubber 
blending also has been satisfactory with 
“thermoplastic” rosins, which can be 
melted down and molded as often as 
desired. This group of plastics is used 
in making fountain pens. toothbrushes, 
combs, and the like. The introduction 
of rubber has improved colors but the 
main contribution is the improved 
quality imparted to leather-like fabrics 
used in luggage, handbags, and auto- 
mobile and furniture upholstery. 
Among recent new products is a liquid 
rubber plastic, which can be painted on 
the backs of rugs to make them fire re- 


tardant. 
. * + 


Fifteen inch rims planned— 
Retailers who handle replacement auto 
tires are interested in a recent Goodrich 
survey, which shows that most automo- 
bile manufacturers will use 15-in. rims 
on their 1948 models. The reason for 
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e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 
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JAR OPENER 


One of the most popu- 
lar of Zim's efficient 
household helps. 
Opens anything 
that wears a cap 
—glass, bottle, can, 
Mason jar. Strong, 
. all-steel construc- 
=> tion. White enamel 
or chrome finish. 








CAN OPENER 
There isn't a housewife in 
the U. S. who wouldn't 


go for one of these. Neatly 
opens any shaped can. 
Constructed for long ser- 
vice. Folds out of the way 
when not In use. 


—_—_— wn ae ae eee eee 


FLATIRON RES 


An Important addition 
to any ironing board. 
Leaves entire board 
free for ironing. Folds 
back when not used. 


ZIM MANUFACTURING CO. 


WRITE FOR Headquarters for 
LITERATURE Labor Saving Home Appliances 
AND PRICES 


3047 Carroll Ave. Chicago 12, ill. 


‘BEST BUY OF THE YEAR 





Clrmstrong 


ELECTRC HEATER No. 514 


This profitable and exceptionally popular 
seller is made of finest quality 24-gauge iron, 
finished in rich porcelain enamel, walnut or 
white. Attractive design. Easy to keep clean. 
Excellent heating capacity. 
Patented nichrome element guaranteed against 
burnout for five years. Approved by Under- 
writers Laboratories. AC or DC. 1320 watts. 
15” high, 14” wide, 6” deep. Weighs 614 
Ibs. $6.95 retail. $7.50 west of Denver. 
An Armstrong heaters are pre-war quality 
end priced right. PROMPT SHIPMENT. 
Order this and other fast selling Armstrongs 
from your jobber. 


ARMSTRONG PRODUCTS CORP. 


the larger rim is the fact that the new 
extra-low-pressure tire is expected to be 
standard equipment on these models. 
The cross-section measurements of pas- 
senger tires probably will be con- 
sistently larger than the “6.00” size 
which has dominated the field for the 
past several years. 


. s * 


Oil and gasoline shortage 
seen—The oil industry cannot meet 
fully the nation’s requirements, both 
for heating oils during the coming win- 
ter, and gasoline for next summer. This 
prediction was made by J. W. Boat- 
wright, manager of sales research, 
Standard Oil Co. (Ind.), to a recent 
session of the American Petroleum In- 
stitute annual meeting. Meeting of 
anticipated requirements for kerosene 
and distillates would be accomplished 
at the expense of gasoline production, 
said Mr. Boatwright, and to meet gaso- 
line requirements next summer would 
curtail burning oil output this winter. 
Faced with these two prospects, he 
urged the industry to equalize its pro- 
duction between gasoline and fuel oil 
during the next seven months, so that 
each product will be available in ap- 
proximately the same ratio to their 
respective demands. By this process, 
each product will be about 5 per cent 
short of meeting estimated demands. 
Consumers were warned to adopt eco- 








nomical practices both in the use of 
gasoline and heating oils. While the 
industry is catching up in its race to 
provide enlarged production facilities to 
meet demand built up during the war, 
said Mr. Boatwright, for the immediate 
future, careful distribution and economy 
of use are essential. 


Crop estimates “off”—An 11,- 
000,000-bushel reduction in the corn 
outturn in October, and a 3,600,000- 
bushel cut (less than expected) in esti- 
mated soybean production was reported 
in the Nov. 1 crop figures of the Bureau 
of Agricultural Economics. The Bureau 
also said that winter wheat seeding was 
far behind schedule in the southwestern 
winter wheat belt, with the lack of 
moisture hampering operations. The 
most encouraging feature affecting the 
over-all grain picture was the report 
that throughout the corn belt the qual- 
ity of corn is running better than 
thought possible a month ago, despite 
slightly lowered per acre yields. The 
Bureau did not comment on soybean 
quality, but department spokesmen in- 
dicated it is generally good. Also, 
Washington has re-estimated this year’s 
cotton crop at 11,505,000 bales of 500 
pounds gross weight. This estimate is 
a decrease of only 3,000 bales from the 
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This jovial fellow is on our pay- 
roll — but he’s working for you. 
He is the registered trade mark of 
JUICE KING home juicers, and 


stands for superior quality in ma- 


terials . . . workmanship . . . de- 
sign. He is your assurance of fast 
turnover and a protected profit— © 
your customers’ warranty that they 
are securing the finest home juicer 
made. Feature JUICE KING — 
the beautiful, easy-to-clean home 
juicer in demand the country over. 


These important features 
confirm JUICE KING’S 
leadership: 


1. Single Stroke Handle, 2. Juice- 
All Strainer. 3. Deep-Well Cup. 
4. Interlocking Cup, Strainer and 
Base. 5. Steel Handle. 6. Iridite 
Finish. 
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NATIONAL DIE CASTING co. 


Touhy Ave. at Lawndale, Chicago 45, Illinois 
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DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged + Malleable-tron + Steel 





© Heat Treated * 2 Sizes 

Durbin-Boomer F-1—2 swivels, 3%, % or }4” chain 
Duroin-Boomer F-2—2 swivels, %, 44 or %” chain 

Malleable Iron © Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 14” chain 
DELTA No. 1—1 swivel, 5% or %’ chain 
DIXIE _ No. 1-2 swivels, \% or 4" chain 
LONE STAR 1-2 swivels, %, % or % “chain 
LONE STAR 2—2 swivels, %, 44 or %” chain 






WIRE STRETCHERS 
ps STEEL CONSTRUCTION 





plain bearings, 3%’ rope 
roller bearings, %" rope 
plain bearings, %” rope 
roller bearings, 34" rope 
roller bearings, 43” rope 


ALL-STEEL ROLLER BEARING HOISTS 





























4 Size | Cap. | Ship. Wt. = 
No. R Lbs. Ths. Construction 
12 yy’ 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 
Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Louis 5, Mo 








ROOFING 





IMMEDIATE DELIVERY 


IN CARLOAD LOTS 
ORL. C.L. 

@ Light Weight! 

@ Easy to Use! 

@ 5 Sizes! 


36” — Hy" — 4 wo 





1%” — 1%" 


Made of Heavy 9-Gauge Aluminum 
. Barbed . . . 2” Head. 


Write or Wire Today 
For | Price List and Soagtedt 














last year was 8,640,000 bales, and 12,- 
390,000 bales was the 10-year (1936-45) 
average. 

* * & 


Air express gains — Interna- 
tional air express marked up a gain of 
32.4 per cent for the nine months end- 
ing Sept. 30, 1947, the Air Express 
Division of Railway Express Agency re- 
ported recently. There were 448,351 
shipments dispatched to and from for- 
eign countries during the nine-month 
period compared with 338,439 shipments 
the previous year. 
* 2 + 

Retail sales reports — Ap- 
parently Christmas holiday shopping is 
beginning to swell the sales volume of 
department stores. The Federal Re- 
serve Board reports for the week ended 
November 8, a 10 per cent gain, and 
for the latest four weeks, an 8 per cent 
rise, above year-ago similar periods. The 
U. S. Commerce Department reports 
that sales of chain stores and mail order 
houses in September were 23 per cent 
above those of September last year, but 
principally because of increasing prices. 
The total, $2,105,000,000, for Septem- 
ber, was 4 per cent above August. 

* * * 

Another building survey — 
Recently made public was an analyis, 
by Shearson, Hammill & Co., of the 
construction industry, indicating “sus- 
tained building activity over the next 
several years.” The recent uptrend in 
building expenditures indicates that 
about $18,000,000,000 will be spent this 
year for construction, maintenance and 
repairs of buildings. This figure repre- 
sents an increase of 23 per cent from 
1946 and is substantially greater than 
war-time, or even pre-war, annual aver- 
ages. It compares with $14,300,000,000 
for the “boom years” of 1925-29. De- 
spite this high Jevel, building expendi- 
tures this year will still be only 9% 
per cent of national income, as com- 
pared with an average of 17 per cent 
in the ten-year building boom that fol- 
lowed World War I. Construction costs, 
often cited as the main obstacle to the 
“building boom,” are about 100 per 
cent above those prevailing in the 10 
boom years after World War I. This, 
of course, distorts the relationship in 
terms of physical volume. Although the 
dollar volume this year will be 54 per 
cent above the average of those years, 
the physical volume will be roughly a 
fifth below the 1920-29 average. There 
appears to be a large backlog of build- 
ing which has been delayed by the 
hope of lower costs, the survey con- 
cludes. This should be reinstated when 
it becomes evident material and labor 
costs are not going to collapse. A bet- 
ter flow of-materials should make for 
increased labor efficiency and overall 
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5,700 memlk 
Every User Recommends It— § jionai Asso: 
Every man who uses a Townsend Wire Dealers sho 
Stretcher is pleased with the ease with tied, in a 
which it is attached to the wire, the rapid- chains, gaso 
ity with which the wire is brought into § oi. home 


position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Order through Your Jcbber 
EMBURY MFG. CO., WARSAW, N.¥. 
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lower costs. Recently, the labor supply 
has been increasing. 
ok ok 

Competition—and how — Not 
only chain tire dealers, but the “inde- 
pendents,” in recent years have broad- 
ened their lines of merchandise until 
now the average tire dealer has a line 
of products as diversified as that carried 


by the corner drug store. A survey of 





5,700 members completed by the Na- 
tional Association of Independent Tire 
Dealers showed that major items car- 
tied, in addition to tires, included 
chains, gasoline, oil, spark plugs, acces- 
sories, home appliances, radios, books, 
games, sporting goods and a wide va- 
riety of other products. 


a ok * 
More workers—more con- 
sumers -—- Among the significant 


changes at home, which will influence 
the debate as to the amount of “lift” we 
can offer abroad, is an 
nearly 14,000,000 in the population 
since before the Second World War. 
The total now stands at 144,000,000 and 
5,000,000 net additional is expected 
through the next three or four years. 


increase of 


The United States birth rate in the first 
eight months of 1947 was 27 per cent 
higher than in the same period of 1946, 
and infant mortalities were 12 per cent 
lower. The Census Bureau has had to 
raise its estimate as to the peak expect- 
able population, and to postpone the 
peak year to the end of the century. All 
is means more workers here, more 
consumers, and an essentially higher 
national income in the years ahead than 
had been previously expected. There 
has been an incrase in buying on a per 
capita basis, up nearly a third since be- 
fore the second World War. This effect 
has served to expand the domestic mar- 
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ket so that some claim a buying power 
which already exceeds the potential 
markets of Europe, South America and 
Asia combined. 
On the es 
Form Up sales—down profits—De- 
partment stores this year on an average 
ain Globe ill earn barely half of what they did 
Mast year, according to a recent survey of 
tore executives. This profits decline 


MB U RY thas taken place despite continuing high 


L T ® dollar sales volume, and it is “guessed” 


that many department stores will suffer 
ANTERN 
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profit declines ranging from 20 per cent 
to 70 per cent. The squeeze on profits 
this year has come from a number of 
factors, executives said. Listed high 
"among unfavorable influences were 
Tising payroll costs, with the necessity 
of hiring many new employees in a 
period of rising wages; heavy mark- 
downs in the first half of the year; 
and the high costs incurred in improv- 
ing both store properties and services. 
Department stores generally are buying 
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FULL LINE OF 
HAND & POWER 


Gtportly 


MANUFACTURED BY 


WISSOTA ’ 


BACKED BY MOST YEARS’ EXPERIENCE IN DESIGN, 
MANUFACTURE AND MERCHANDISING OF TOOL GRINDERS... 


WISSOTA top quality Hand Tool Grinders are sturdy . . . streamlined . . . sure-to-satisfy. 
These attractive fast sellers have smooth accurate machine-cut gears, durable precision 
machined one-piece gear case and appealing baked-on wrinkle finish. Equipped with heavy 
adjustable tool rest and high-grade Vitrified Abrasive Wheels. Your jobber's salesman can 
tell you more about these cash register ringers! Retail from approxi- 
mately $2.50 to $7.00. 


A COMPLETE LINE OF HAND & POWER GRINDERS 


Precision-built WISSOTA grinders—of modern design—are mas- 
terfully produced, carefully assembled and packed. They in- 
clude the best grinders for shop, garage, farm, school or home. 


EASY ON THE TEMPER 


Speed-tested Vitrified Wheels are regular 
equipment on WISSOTA power grinders. 

fe... fast ... cool-cutting for tough 
all-around jobs. 


Write for Descriptive Catalog 


WISSOTA Wancfactaring Co 


















SOLD COAST - TO- 

COAST BY LEADING 

HARDWARE & iIM- 
PLEMENT JOBBERS 


MINNEAPOLIS }, 
MINNESOTA 






175 




















































Connect Tubing 
to Fitting. 


Connect Superseal 
Fitting to Range. 


Push Range or 
Appliance into 
destred position. 


with Supeucdl, 


GAS APPLIANCE CONNECTORS 
@ QUICK, EASY, COMPACT .. 


Make Connection 
to wall outlet. 








neat, flush-to-wall installations 
every time—that’s the Super- 
seal Connector Way. These 
complete assemblies of spec- 
ial alloy aluminum tubing and 
Superseal fittings of premium 
grade malleable iron are avail- 
able in any combination of 
elbows, straight fittings or 
shut-off valves, as required. 


The long 10° tapered cone 
of a Superseal fitting assures 
permanent, gas-tight seal... 
no shearing when nut is tight- 
ened. Tubing can be bent as 
desired. Assembly can be used 
repeatedly without damage to 
tubing or heavy hex fittings. 
Underwriters’ Approved for 
all gases. 


AVAILABLE NOW. Write 
for complete description. Over 
400 U. S. Distributors .. . one 
near you. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


CASTINGS CORPORATION 
COLUMBIA, PA. 








cautiously, and unforeseen demand often 
compels them to replace goods at a 
price that virtually wipes out profit 
from previous sales. Despite the earnings 
outlook, department stores generally are 
doing business at a higher dollar 
volume than last year. They all look 
forward to a Christmas sales volume 
better than that of 1946. 


* * *# 


Business in October—The De- 
partment of Commerce announced a 
more-than-seasonal lift in production 
and employment in October, which fol- 
lowed a pickup in new orders and in- 
ventories in the last few months. Con- 
struction activity also helped the ex- 
pansion in a time when the normal 
trend is toward a slackening pace. 
Prices generally were up during Octo- 
ber, but in the last two weeks there was 
no change in farm prices. There was a 
net employment increase of 300,000 in 
the month, bringing total employment 
to more than 59,000,000. There was a 
2,200,000 increase in non-agricultural 
employment in the 12 months, but farm 
employment was unchanged from a year 
ago. 

& — o 

Reporting on construction— 
Continuing, the Department said that 
residential building is leading the cur- 
rent uptrend in construction, with value 
put in place advancing to $550,000,000 in 
October, compared with about $350,000,- 
000 a year ago. “Starts” of private per- 
manent housing units rose more than sea- 
sonally to 92,000 in September with no 
decline indicated for October. It now 
seems likely that a total of 825,000 to 
850,000 units will be completed in 1947, 
compared with approximately 440,000 
units completed last year. 

* * * 


No credit rush — While the 
President has suggested an extension of 
credit controls, actually effects thus far 
of the abandonment of Regulation W 
show no disturbing symptoms. A na- 
tion-wide survey of department store 
and credit groups has disclosed little, if 
any freer use of credit, and only a limit- 
ed expansion of sales volume because of 
more liberal obtainable credit. The 
general behavior of the public users of 
credit has offered a sharp contrast to 
the widely feared expectations of a buy- 
ing rush to follow the ending of Regu- 
lation W. Some of the predictions of 
a sharp stepup in charge and installment 
transactions probably were based on the 
theory that consumers would use more 
credit to forestall Congress acting to 
reimpose some further form of control. 


* * *# 


“Harvester” sets new record 


—Sales of International Harvester Co. 


reached a new record hight at an esti- 
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KEEP WARM-SAVE FUEL 


Don’t put up with dangerous, drafty zones 
in your home when it’s so easy and inex- 
pensive to weatherstrip with Mortite. 
Simply pressgpliable Mortite around win- 
dows, Fa oe seh etc. It keeps cold 
out, keeps heat in, shuts out dust and dirt, 
too! Mortite adheres to any clean, dry sur- 
face. No tools, no tacking needed. Anyone 
can apply it. 


3 Sizes: 29c - 98¢ - $1.25 


Higher west of Rockies and Canada 
Get at stores or write for free circular 
patentee tna 










Above is one of the new Mortite advertise- 


ments in ; 

American Home Saturday Evening Post 

Better Homes & Gardens Popular Mechanics 

Time Parents’ Magazine Popular Scionce 

Sales are growing for Mortite, now In 3 sizes. 
Order through your jobber. 


J. W. MORTELL CO. 
508 Burch St. Kankakee, lil. 














CHAIN TONGS 


“ARMSTRONG BROS.” Chain Tongs come In 
“Standard”, ‘Reversible Jaw’’ and ‘Ideal’ (V- 
jaw) types—Iin sizes for 
every need. Their drop- 
forged jaws have milled ¥ 
teeth, are hardened, tem- 
pered and tested for 
wearing qualities. They 
have heavy ferged-in lugs 
that give extra bearing on 
the handles to which they 
are rigidly held by a large 
hardened steel bolt. The 
handles are forged and 
heat treated to the correct 
balance of stiffness and 
spring. Shackles are drop 
forged and chains proof- 
tested to 2/3 catalog 
strength (3,600 Ibs. to 
40,000 Ibs.) 









Write for Chain Tongs 
Circular 










Armstrong Bros. Too! Co. 
314 N. Francisco Ave., Chicago 12, 
U. S. A. 


New York and 
Sen Francisco 
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mated $739,505,000 in the fiscal year 
ended October 31, say Company execu- 
tives. This volume was more than 50 
per cent higher than the total in the 
preceding fiscal year. “The 1947 sales 
total, while quite gratifying in compari- 
son with past years, could have been 
substantially greater had we been able 
to obtain all the materials we needed 
for capacity operations throughout the 
year, and had we not lost production 
as the result of work stoppages in sev- 
eral key manufacturing plants,” said the 


officials. 
* * . 


Productivity lag costly — A 
chief “economic pressure” which has 
led to present high price levels is indus- 
trial wages which have doubled since 
1939 without an accompanying increase 
in output per workers, says the Na- 
tional Association of Manufacturers. In 
its price survey, the NAM said, it found 
that although unit output a man-hour 
since 1939 has made a net gain of only 
7 per cent, the labor cost a unit was 
about 89 per cent greater last July than 
in 1939. “The problem of wages versus 
prices,” the NAM said, “hinges di- 
rectly upon the unit labor cost, and the 
unit labor cost in turn depends upon 
the factors of wage rates and output 
per man-hour. Since wage rates have 
been pushed upward almost continuous- 
ly since 1939, the problem resolves itself 
into a question of productivity or out- 
put per man-hour.” Conceding the im- 
portance of machinery as affecting out- 
‘put per man-hour, the report said that 
there is an average of $6,600 worth of 
machinery, supplies and ready cash be- 
hind the average worker in industry to- 
day. “However, merely giving a man a 
better machine does not insure that he 
will use it most effectively. There has 
been considerable resistance to the use 
of wage incentive systems which tend 
to get more production. Also, rigid 
seniority systems sometimes make it 
impossible to place the right man in the 
tight job.” The Association admitted 
that productivity also depends upon 
many other functions of management 
quite apart from personal effort of 
labor. Also, the flow of materials 
through a plant is of the utmost im- 
portance in getting maximum output. 
The most widespread difficulty in the 
efforts of industry to get unit costs and 
prices down, has been the material 
shortages of recent years. 


* > * 


Personal incomes at new 
peak—American incomes soared to an 
all-time high in September, the Depart- 
ment of Commerce said recently. Per- 
sonal incomes cover all receipts by in- 
dividuals, including “relief” payments, 
along with wages and salaries, business 
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FOR $28.90 YOU GET: 


i—S shelf rack 
1—WW 1326—1326 Washers 
aa sizes wrought steel washers from % te 


sizes 
1—-HN 218—218 Nuts 
10 sizes USS SF Hex Nuts from %%" te i" 
bolt sizes 
1—HN 255—255 Nuts 
8 sizes USS Hex Jam Nuts 


from 1%" to %" bolt sizes 
1—SC 140—140 Screws 
16 sizes Socket Hd Cap Screws 


(Allen Type) 


For yo 


SATISFIED SHARON DEALERS! 


SSHARON GROUP 


WL 


ANOTHER 


fast-selling 






for 
IMMEDIATE 










Total Space 1 FOOT 
a $28.90 
Total Profit $30.35 


Every item is electro galvan- 
ized and clearly marked. 
Easy to find—always in place. 


BOSTON 10, MASS. 










GROUP “B” ASSORTMENT 





















STEEL 


NEW YORK 





JOHNSON XLO MUSIC SPRING WIRE is precision wire essen- 


tial for a wide variety of uses. 


It comes to you attractively 


packaged for display and convenient handling in '/4 Ib., '/2 Ib., 
and | Ib. units. Complete range of sizes. Meet the need for 
small packages of quality spring wire with JOHNSON XLO 
MUSIC WIRE. Order through your wholesaler. 


AND WIRE 


WORCESTER 1, 
CHICAGO 


DETROIT AKRON 


A fi * oy 
e “ ‘i ; i 
ake yi 4 seers i 


COMPANY, INC. 
MASS. 
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FOR BEST SERVICE ON 
THESE STEADY SELLERS 


e Our policy is to give prompt 
service on superior products and 
a fair price through recognized 
jobbers. Below are some of the 
items in our line, all available 
now through your jobber. 


Wrought Nut 
EYE BOLTS 
Bright Zinc Plated 


TURNBUCKLES— 
“Alumaloy” Bodies 
—Steel Hooks and 


Eyes 
-) 
Pg 


SCREEN DOOR 
BRACES 


ALWAYS DEPEND ON 
/: Turnbuckles, Inc. 


729 West Lake Street © Chicago 6, Illinois 





¢ A Quality Fair Trade Item 
that builds satisfied customers. 


e A copper top tank ball with 
pure molded rubber bottom that 
does a real job—it's right for 
every tank. 


Order a dozen TODAY! 
Retails for 50¢ each $6.00 doz. 
Costs you 3.37 doz. 
YOUR PROFIT 2.63 doz. 


Write for information about MASTER-FIT 
Tank ball that meets all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


151 EAST SOth ST. NEW YORK 22.N. Y 











and farm net income, dividends and 
interest, and net rents of landlords. In 
September, these factors of personal in- 
come rolled up to an “extraordinary 
annual rate” of 210 billion 300 million 
dollars, the Department said, explain- 
ing that the large figure was largely the 
result of the heavy cashing of GI termi- 
nal leave bonds in September. How- 
ever, it explained that even if the bond 
cashing were left out, September’s an- 
nual rate would still be nearly $4 billion 
above August. A major reason, too, 
was the upswing in factory pay rolls in 
September, to an annual rate of $45 
billion, exceeding even the war-time 
highs reached in early 1945. 


Voluntary Quota System 
On Steel Continues 
Best Way 


N its Nov. 20 issue The Iron Age, 

national metalworking weekly, 
which HARpWARE AGE is affiliated 
stated, “The industrial  straight- 
jacket suggested this week by the 
President if enacted and put into 
force would mean less steel for 
those now clamoring for supplies 
rather than more. The only com- 
pletely successful plan inaugurated 
during the war after dismal at- 
tempts at allocations was the Con- 
trolled Materials Plan. This neces- 
sitated a tremendous task force 
which included some of the fore- 
most experts from steel industry 
ranks. It it unlikely that these men 
could be gathered together, taken 
away from their business, in a 
peacetime period.” 

“During the early part of 1946 
steel consumers had a taste of an 
allocation plan which was partial 
and which was administered by in- 
dividuals unfamiliar with the steel 
distribution problem. Although the 
total number of priorities only af- 
fected about seven to nine per cent 
of total steel output, bottlenecks 
because of the piling up of priorities 
on specific steel products almost 
wrecked the post war recovery dis- 
tribution picture. 


While steel shortages today — 
when measured against demand — 
appear greater than at any time 
since the war ended, the simple rea- 
son for this situation is that coal 
strikes and other stoppages caused 
heavy losses in steel production. The 
voluntary quota system inaugurated 
by practically all steel companies 
is not perfect. But according to in- 
formation obtained over a wide front 
by The Iron Age most steel consum- 
ers believe it to be the best prac- 
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SHELBY—DEPENDABLE HARDWARE 
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> $ 
Lift or Pull? : 
: Lift or Pull? : 
; ‘ 
> + 
. It's called a Sash Lift—but ¢ 
* it has a dozen and one uses ¢ 
$ around every home. Sash lift ¢ 
® —door pull—drawer pull—box 4 
¢ handle—etc., —etc. ; 
+ 
® 
2 Wrought bar handle —finely § 
@ finished. Two sizes—4!/2” and 3 
© . ; 
3 ‘ 
> It's a MUST item for your $ 
@ shelves — but it won't stay ¢ 
@ there long. Feature this Shelby ‘ 
$ Hardware of the Month. A % 
3 sure seller. ° 
®© é 
@ Your Jobber has them. ‘ 
: $ 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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tical approach until supply and de- 
mand are in better balance. 
“There is no situation today in the 
domestic steel picture which calls 
for domestic allocations of steel out- 
put. If any restrictions are placed 
on steel production at all they must 
include all products. Past attempts 
at piecemeal allocations have been 
a dismal failure. With the country 





in the throes of a booming postwar 
economy the number and type of 
steel orders far surpasses the steady 
and identical types of business 
which were booked during the war 
days. 

“Steel producers this week fail 
to see by what measure the gov- 
ernment or any other group could 
determine whether steel require- 
ments were essential or nonessential. 
It was difficult enough during the 
war to arrive at this demarcation 
but would be a practical impossi- 
bility during peacetime. If the steel 
industry does not somehow and 
quickly find some way to more ade- 
quately satisfy the current demand 
for steel some type of restrictions are 
almost a certainty. They may not 
be as drastic as those which the 
President seeks. 





Any attempts to place ceilings on 
steel products without comprehen- 
sive safeguards against higher wage 
and material costs would eventually 
react against higher steel produc- 
tion. Steel firms already are strug- 
glng with high maintenance and 
construction costs in order to in- 
crease their capacities. Without some 
margin of profit to draw from it 
would be impossible to keep pres- 
ent equipment in its most efficient 
state to say nothing of adding new 
capacity,” said The Iron Age. 

“To say that there was not a 
fair-sized black market in steel dur- 
ing the war is to fail to recognize the 
facts. The current gray market 
while representing only 5 per cent 
of total steel output could form a 
frm foundation for a flourishing 
black market if strict price controls 
were put into force. Partial price 
control would be hardly better than 
nothing at all. Past experience has 
proven that production is generally 
stuffed up on those items which are 
uncontrolled.” 

Any price controls which might 
be placed upon iron and steel scrap 
would immediately bring into op- 
eration a host of dodges, gimmicks, 
and general “shortcuts.” During the 
war overgrading of scrap was quite 
common in some areas. Ordinary 
heavy melting grades were often sold 
at premium prices under. another 
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The portable, hand- 
powered tool that is needed 
wherever metal is to be cut — 

in the shop or out on the job. 


You can sell Porter Cutters with 
fullest confidence because they are made 
to give complete satisfaction and to stand 


up under the severest usage. 


H. K. PORTER, INC. 


Full line includes all 
sizes and types with the 
name Porter on every handle. 
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HEAVY APPLIANCES 
ROLL EASY WITH 





1] built-in features of 
Easload Appliance 
Trucks guarantee easy 
rolling~—long life — ap- 
pliance protection. 

The entire weight of the 
load rests on the wheels, 
which slide back to carry 
the load at the touch of 
the .foot pedal. Curved 
(\ tubular handles make it 
\ easy to slide the load up 


and down stairs, into 


$48.50 f.o.b. 
Los Angeles, 


\ v Vy and out of the delivery 
\ ‘ truck. The refrigerator, 
vn radio, range, etc. is 
\ \ 


\ cinched onto the Easload 
\ \ by a double ratchet. Rub- 
, ber covered cross bars, 
uprights and wheel 
nuts give full pro- 
tection, 
Immediate Delivery 
Order Direct — or 
Write for Details 


COLSON 





EQUIPMENT & 
SUPPLY CO. 


1317 WILLOW ST. LOS ANGELES 13, CAL 












































Dependable steel products and 
unequalled steel service facil- 
ities...available for your steel- 
buying convenience at twelve 
cenveniently located * Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurals « Plates e Sheets 

e Tubing * Allegheny Stainless « 

Alloy Steel « Safety Floor Plate « 

Bolts ¢ Rivets « Metal Working Tools 
& Machinery, etc. 


Josepu T. Rverson & SON, twe. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 
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Clean 


CHROME COOK WARE 


“Home on the Range’”’ 
Sparkle to catch the housewife’s eye—priced 
sturdy, long-lasting, never-need-scouring 





to open her pocketbook—display and sell 

















THIS FREE! 


COUNTER DISPLAYER 








(SAMPLES ATTACHED) 


WITH YOUR ORDER FOR 
71-PC. ASSORTMENT 


All set up and ready to sell! 71 chrome 
and enamel finished Towel Bars, Roll Hold- 
ers, Toothbrush and Tumbler Holders and 
Soap Trays—with one of each mounted on 
FREE Display Board. 


Retails over $50... Your Cost $30.21. 
ORDER YOUR ASSORTMENT TODAY! 
Write Today For Free 
Folder and Prices 


george koch sons, inc: 


evansville.indiana 
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Budget Reform and Tax 
Reduction Objectives 
Of CED Program 


PROPOSAL for stabilizing fed- 
eral tax rates which would be 
set to balance the budget and pro- 
vide a surplus for debt reduction at 
a high level of employment and na- 
tional income, highlighted the pro- 
gram for federal budget reform and 
tax reduction which was presented 
on Nov. 12 in a report by the Re- 
search and Policy Committee of the 
Committee for Economic Develop- 
ment. 


The statement is the result of four 
years of study and is one of a series 
of CED statements on national pol- 
icy addressed to the problem of re- 
ducing fluctuations in the national 
economy and sustaining high pro- 
duction and employment. 

The proposals include tax recom- 
mendations for both a “normal” year 
when “temporary postwar costs have 
been eliminated from the budget” 
and for present transitional condi- 
tions. 

The Committee emphasizes that 
stable tax rates would mean that the 
amount of taxes taken from the pub- 
lic would rise with inflationary pres- 
sures, thus helping to restrain exces- 
sive demand, and would fall as de- 
mand declined, thus helping to check 
the downward movement. It recom- 
mends that tax rates be set sufficiently 
high to yield a surplus of about $3 
billion when about 96 per cent of 
the labor force is employed and 
prices are at a level consistent with 
high employment. 


Calls for Two Steps 


The CED tax reform program 
calls for two distinct steps: first, tax 
reductions in 1948 unless inflation- 
ary conditions make this unwise; 
second, subsequent reductions in fed- 
eral taxes so that when war influ- 
ences on the budget are ended, pre- 
sumably in the early 1950’s, the en- 
tire program can be put into effect. 
At that time, according to the Com- 
mittee, the total annual tax take 
could probably be $15 billion below 
the yield of the present system. 

On the basis of the present out- 
look for governmental receipts and 
expenditures in the calendar year 
beginning July 1, 1948, taxes could 
be reduced as much as $6 billion in 
the opinion of the Committee. The 
CED warns, however, that before 
making final decisions in regard to 
tax reduction in the near future we 
should have a clearer picture than 











Gripper Clips 


Registered U. S. Pat. Office 
Small and large 
holding 
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OOD TOOLS, INC. » 
Box 268 


Orange, Mass., U.S.A, 
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CULE CARD—cloens Slee, taps and dies quickly and 

HOG SCRAPERS Lingle or double ond. 

TROY FILE WORKS 
Est. 1831 N.Y. 

















The Junior Extension Light 
20 ft. approved cord, shockproof rubber socket 
& plug. JOBBERS PRICE—75 cents. 
a SAVE LAMP CO. 
P. O. Box Baltimore 11, Md 




















WHEN YOU WANT TO BE HEARD 


Speak to the right ‘‘class’’—in the right paper—in 
the right way. HARDWARE AGE will tell your story 
te the greatest number of hardware men In the hard 
ware trade. Its Classified Opportunitics Seetion Is the 
place te put your want ad for quick, tangible results. 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St. New York 17, N. Y. 
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THE PERFECT 
HOLIDAY SELLER 


Distinctive! Useful! Lasting! 











Orderfrom your jobber 





IMMEDIATE 








HOT-LIFT 
TONGS 


EXTRA LONG 
y EXTRA STRONG 
—EXTRA USES! 


Big 12-inch sturdy rustproof steel 
tongs. Pick up hot foods, jars, even logs. 
Carving aid. Extra handy kitchen aid. 
Packed 20 to carton. Retails 59c. Order 
from your jobber. 


BURPEE CAN SEALER CO., Barrington, Ill. 
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we now have as to probable expendi- 
tures in calendar 1948 and should 
have evidence that inflationary pres- 
sures have begun to diminish. 

Four goals underlie the Commit- 
tee’s budget policy: 1) stability in 
the economy at high levels of em- 
ployment; 2) restraint of unneces- 
sary government spending and great- 
er efficiency in government; 3) re- 
duction of the public debt; 4) mini- 
mum reliance on forecasting of eco- 
nomic fluctuations. 

The Committee recommends a sta- 
bilizing budget policy as the best 
way to reach these goals. It believes 
they cannot be achieved by a policy 
which attempts to balance the bud- 
get each year. It also rejects a policy 
that seeks to eliminate economic fluc- 
tuations by changing tax rates and 
expenditures to meet forecast 
changes in employment. 

“More than tax reduction is need- 
ed,” said Raymond Rubicam, chair- 
man of the CED Research and Policy 
Committee. “We also need tax and 
budget reform.” 


Consolidated Cash Budget 


Fundamental to the Committee’s 
proposals is use by the Congress of 
the consolidated-cash budget, which 
states the government’s intake and 
outlay. The consolidated-cash bud- 
get, it is stated, reveals the actual 
total of dollars currently taken out 
of the economy in taxation and the 
dollars being put in through govern- 
ment expenditures. 

Other changes recommended for 
the 1950’s when the Committee’s 
long-range program would become 
effective, carry further the effort to 
design a tax system which will cor- 
rect present adverse effects on risk 
taking and productive effort, reduce 
the excessive tax burden on the 
lower-income groups, and eliminate 
gross inequities. All excise taxes 
would be removed other than those 
on alcoholic beverages, tobacco, and 
gasoline. A reduction in the cor- 
porate tax from 38 per cent to 30 per 
cent would be made, and a second 
step taken toward the elimination of 
double taxation of dividends. 

CED proposals eventually would 
cut revenue from excises by nearly 
50 per cent or $4 billion. Elimina- 
tion of excises on transportation and 
communication is recommended as a 
“first-step” cut because they enter 


ening 0. MAT 


CAN- 0-MAT 
ARE “WANTED” 
CHRISTMAS 
GIFTS 


Here’s Christmas magic for you! 
In gleaming chrome and contrast- 
ing color enamel! Again this year 
these finer Rival items are starring 
in Christmas displays coast to 
coast! 


DELUXE @an- OMat 


This is the most 
beautiful can 
opener ever 
made! Stream- 
lined! No le- 
vers. Just turn 
handle forward 
to pierce and 
open can; turn reverse to release can. 
gleaming chrome with 
contrasting baked enamel 
in choice of four attractive 
colors. Also in all-chrome 
at $6.95. 


Here’s the juicer 
American women 
want most! A mir- 
acle in action! Just 
half a turn and al- 
most effortless pres- 
sure gets the juice 
from oranges, lem- 
ons, limes, grape- 
fruit! Has not just : s 
one, but eight new features includi 
patented Konvakone, which 
gets all the juice without 
seeds, pulp or bitter rind oil. 
Four smart colors. Also in 
all-chrome at $9.95. 


S 






Immediate Delivery 





In 


$498 


SINGLE ACTION fuiee Ofet 





ng: 


$598 





VISIT OUR EXHIBIT 
HOUSEWARE SHOW « CHICAGO 





JAN. 15-22 « Booths No. 1229-31-33 
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into the prices of all goods. 

As part of its long range program 
the Committee also recommends: 

1. A method for averaging income 





should be introduced for persons 





MANUFACTURING CO. 
KANSAS CITY, MISSOURI 
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MODERN PRODUCTION 
CALLS FOR WIRE FORMS 


M. 


“‘BROGKS / HOGKS® 


Today’s manufacturer elimi- 
nates lengthy machining opera- 
tions, excess weight, bulky ap- 
pearance and rising material 
cost by using Brooks Wire 
Forms. 


Brooks’ engineers will gladly 
analyze your product design to 
show where wire forms can 
modernize your production. 


S. Brooks & Sons, Chester, Conn. 
Since 1848 


































Sell ’em NOW for 


Work or Sport - 





} eax 
4+ 


$ 60 
$10.80 





» Regular, Men's Overime & Women's 





A 








Mach $1 00 Set Inctodes Four Clears 
ORDER FROM YOUR JOBBER 


nquire from 


GENERAL PRODUCTS, Englewood, N. J. 
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National Sales Agents for 


MORRONE MFG. CO. WESTERLY. R. | 















having widely fluctuating incomes. 

2. The tax on inter-corporate divi- 
dends and the penalty tax on filing 
consolidated returns should be elimi- 
nated. Their revenue yield is insig- 
nificant and they serve only to penal- 
ize many proper business arrange- 
ments. 

3. Both corporate and non-corpo- 
rate businesses should be allowed 
greater latitude in making annual 
allowances for depreciation. 

4. In applying to operating com- 
panies the penalty tax against ac- 
cumulation of profits to avoid indi- 
viduai income tax (Sec. 102 of the 
Internal Revenue Code), the burden 
of proving that accumulations are un- 
reasonable should be on the Trea- 
sury. 

5. The tax-free privilege on future 
issues of state and municipal bonds 
should be eliminated. 

All of the recommendations, Mr. 
Hoffman said, tend to encourage risk 
taking in business enterprise and thus 
help maintain high production and 
employment. 

Specifically, as first steps in this 
program of tax revision the Commit- 
tee includes reductions in individual 
income tax rates; a first stage reduc- 
tion in excises; extension to married 
couples in all states of the income- 
splitting privilege now enjoyed in 
13 states; a start on reduction of 
double taxation of dividends; and 
lengthening the period for carrying 
forward business losses, while short- 
ening the carry-back. 

Members of the CED Research 
and Policy Committee, which is re- 
sponsible for the statement, include: 
Raymond Rubicam, chairman, New 
York; Chester C. Davis, vice-chair- 
man, St. Louis; John D. Biggers, 
Toledo; James F. Brownlee, Fair- 
field, Conn.; Gardner Cowles, New 
York; Donald K. David, Boston; C. 
Scott Fletcher, Chicago; Marion B. 
Folsom, Rochester, N. Y.; George L. 
Harrison, New York; Robert Heller, 
Cleveland; Paul G. Hoffman, South 
Bend, Ind.; Jay C. Hormel, Austin, 
Minn.; Eric A. Johnston, Washing- 
ton; Ernest Kanzler, Detroit; Fred 
Lazarus, Cincinnati; Thomas B. Mc- 
Cabe, Chester, Pa.; Fowler McCor- 
mick, Chicago; Philip D. Reed, New 
York; Beardsley Ruml, New York; 
Wayne C. Taylor, Washington; and 
J. Cameron Thomson, Minneapolis. 

The Committee for Economic De- 
velopment is a non-partisan, non- 
profit organization of businessmen 
organized to conduct research into 
current economic problems. It has 
no connection with any other busi- 
ness group or with government. 













FOLDING CHAIRS 





Many styles. Upholstered & 
‘ables 


Tablet Armchairs — Folding 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 
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QUALITY AND PROMPTNESS 
is 
What Builds Our Business 
We are now in a position to give you 24 
hour service on these items: 


© RANGE OIL BURNERS ASBESTOS WICKS 
© ROOM HEATERS © WATER HEATERS 
© COPPER TUBING © BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hertford, Connecticut 
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Ylow SKOTCH 
WOOD JOINERS 


Order from your Jobber or write for details 


SUPERIOR FASTENER CORP.. 
2949 ELSTON AVE., CHICAGO 168, ILL. 





Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 
























CLIP-RITE 
CcCOOK’S 
—->EW— 
SUPER VALUE 


NAIL CLIPPER 
- wort 2O¢ 


THE H. C. COOK CO. 


27 Beaver St., Ansonia, Seas 
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) Reel in PROFITS ‘ 
| with COX 


’ Clothesline Reels 
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e Holds 200 ft. of line 
e Retails at less than 50¢ 
e Quick sales to women ( 
e All-welded construction 

e Green enamel finish { 
e Red, wood handles ( 
e Another Cox development 


DANDY PROFITS 
Write direct to Cox ( 
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for bulletin A121 


) Cox METAL PRODUCTS CO 
3014 W. Hopkins St. Milwaukee 10, Wis. 
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Record Paint Sales 
Forecast—End of Sellers’ 
Market Is in Sight 


(Continued from page 166) 


Co., Philadelphia, Pa.; Central, J. 
Harry Lawson, Enterprise Paint Mfg. 
Co., Chicago, Ill.; Southern, N. W. 
Kelley, Southern Varnish Corp., 
Roanoke, Va.; Southwestern, A. J. 
Knapp, Napko Paint and Varnish 
Works, Houston, Tex.; Western. 
R. S. Bennett, Bennett Glass and 
Paint Co., Salt Lake City, Utah. 

T. A. Flynn, Butler Flynn Paint 
Co., Washington, D. C., was elected 
divisional vice-president, wholesale 
division. New members of the ex- 
ecutive committee (three-year term) 
are: Lathrop G. Backstrom, presi- 
dent, Cook Paint & Varnish Co., 
Kansas City, Mo.; R. W. Blair, Jr., 
president, Jones-Blair Paint & 
Varnish Co., Dallas, Tex.; O.J.S. 
de Brun, president, Egyptian Lac- 
quer Mfg. Co., New York City; 
T. L. Daniels, ‘executive vice-presi- 
dent, Archer-Daniels-Midland Co., 
Minneapolis, Minn.; E. D. Griffin, 
vice-president, Pittsburgh Plate 
Glass Co., Pittsburgh, Pa., M. J. 
Merkin, president, M. J. Merkin 
Paint Co., New York City. 

The balance of the elected mem- 
bers of the executive committee who 





TOASTOVE 


ae 





SILENT AUTOMATIC POP-UP TOASTER 
combined with hot-plate and warming 
oven. Size 1314," long, by 934" wide, 
7." high. 


White Porcelain $21.95 ea. 
Deluxe Chrome $24.95 ea. 


Less 35% to dealers 
F.0.B. Chicago 
Weight 16 Ibs. ea. 


Lurie Hardware Co., Inc. 
552 West Lake Street 
Chicago 6, Ill. 
WHOLESALE ONLY 


carry over for one year and for two 
years are: (term expires 1948) 
Frank Bownes, Frank Bownes Co., 
Chelsea, Mass.; M. L. Havey, New 
Jersey Zinc Co., New York City; 
A. E. Horn, A. C. Horn Div., Sun 
Chemical Corp., Long Island City, 
N. Y.; E. S. Phillips, Devoe & Ray- 
nolds Co., New York City; A. W. 
Steudel, The Sherwin-Williams Co., 
Cleveland, Ohio; (term expires 
1949) S. C. Dunning, Wesco Water- 
paints, Inc., East Boston, Mass.; 
George W. Jenkin, Benjamin Moore 
and Co., New York City; H. S. 
Margetts, W. P. Fuller and Co., San 
Francisco, Cal.; Robert W. Mat- 
lack, Geo. D. Wetherill and Co., 
Philadelphia; Fletcher W. Rockwell, 
National Lead Co., New York and 
F. G. Weed, Rinshed-Mason Co., 
Detroit, Mich. 


Business Outlook Good 
HIGH level of business for the 


final quarter seems assured 
with corporations spending $3,600,- 
000,000 for equipment and unincor- 
porated businesses $400,000,000 
more. Total plant expenditures for 
1947 are expected to exceed 1946 by 
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Do you too, Suggest a 
DIETZ LANTERN as a 


Useful Christmas Gift? 


R.E. DIETZ COMPANY 
cae S new vonx Mill 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 














-12558 
Shanrou O-12 
LICENSE PLATE FASTENERS 





@ Includes Washer, Lockwasher and 
Wing Nut, '/" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 
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Shavon Foul and{ Screu! Lo- 














BOSTON 10, MASS. 
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out in front 
with 
GREAT NECK 


GOES||A | 


0 

N 

6 
t. WAY 
“Well done!" — that's easy to 
say for Great Neck work-wise 
tools. A job done with the aid 
of our various tools is likewise 
“Well done!" This is our con- 
tribution to your maintenance 
of good profits and good will. 
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REAL EYE & SALES APPEAL 
No. 60 KEYHOLE KUT-UP DISPLAY 
1 doz. per display 


Ideal for “hard to get at" jobs, 
cuts wood, metal, plastics, etc. 
Easy-grip aluminum handles 
(unbreakable) have sales-wise 
finish. Blades of Tungsten Steel, 
very flexible and breakage- 
resistant. 


great neck lines 


hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 


wood chisels & screw drivers 
(plastic or wood handles) 


SEE YOUR JOBBER 


GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 











Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 25-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-president and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention, 

Alabama, Retail Hardware Associa- 
tion of, annual convention, May 13-14, 
1948, at the Admiral Sims Hotel, Mo- 
bile, Ala. Mrs. J. H. Crowe, 509 No. 
19th St., Birmingham 3, Ala., secretary- 
treasurer. 

Air Conditioning Exposition, 8th 
International Heating and Ventilating 
Exposition, Feb. 2-6, 1948, at the Grand 
Central Palace, New York City. 

Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

American Hardware Supply Co. 
annual dealer meeting and exhibit, Jan. 
26-28, 1948, at the company’s warehouse 
4143 Terminal Way, South Side, Pitts- 
burgh, Pa. William M. Stout, executive 
vice-president and general manager. 

American Toy Fair, New York 
City, two weeks beginning March 8, 
1948, at 200 Fifth Ave., 1107 Broadway, 
and other permanent offices nearby as 
well as the Hotel McAlpin. Sponsored 
by Toy Manufacturers of U.S.A., Inc., 
200 Fifth Ave., New York 10. H. D. 
Clark, secretary. 

Arkansas Retail Hardware and Im- 
plement Assn., convention and exhibit, 
Feb. 16-18, 1948, at Little Rock, A. W. 
Porter, Lafayette Hotel, Little Rock, 
secretary. 

Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel,’ Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
Nn. 3. 

Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 

Canadian National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 

California Gift and Art Show, 
Jan. 25-30, 1948, in Los Angeles, Calif., 
at the Brack Shops Bldg., Brockman 
Haggarty Bldg., Merchandise Mart and 
the Alexandria Hotel. 

California Retail Hardware Asso- 
ciation, annual convention, Feb. 16-18, 
1948, at the Western Merchandise Audi- 
torium, San Francisco, Calif. LeRoy 





Smith is manager-treasurer with head- 


| Coming Conventions and Events 
Corrected Each Issue According to Latest Data 








quarters at the Western Merchandise 
Mart, Suite 262, 1355 Market St., San 
Francisco 3. 


Coast-to-Coast annual meeting and 
exhibit, Feb. 9-11, 1948, at the com- 
pany’s quarters, 29-43 Main St. S. E. 
Minneapolis 14, Minn. 

Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 
Conn., secretary. 

Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

Franklin Hardware & Supply Co. 
annual stockholders’ meeting and ex- 
hibit, Feb. 3, 1948, at the company’s 
offices and warehouse, 918-928 N. Dela- 
ware Ave., Philadelphia, Pa. F. Leon 
Herron, general manager. 

Hardware Golf Association, 22nd 
annual tournament Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Dietz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 

Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 

Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
Building, Philip R. Jacobson, Mason 
City, Iowa, secretary. 

Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
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A Christmas Suggestion to 
Over 70,000,000 People 


—and— 
A Tip to Gun Dealers 


A Personal Gift 


sor a Shooter 
The HOPPE GUN CLEANING PACK 


tt * 1 1 
| . kit t t t j f j 
cleaning ‘ ecause ! is prac ical an useful an 


THOUGHTFUL—not mere- 
ly casual—selection. Sold 
by all Sporting Goods an 
Gun Dealers. Price $1.00. 


FRANK A. HOPPE, INC. 


8th & Dauphin Sts. 
Philadelphia 33, Pa. 























The above advertisement will appear during Novem- 
ber and December in 20 of America’s leading mag- 
azines, farm papers and outdoor publications. It will 
come before the eyes of over 70,000,000 people. So 
be prepared. Do not disappoint your customers or 
yourself. Have sufficient Hoppe’s Gun Cleaning 
Packs on hand. Be sure. Send your order to your 
Jobber today. 


FRANK A. HOPPE, INC. 


2314A NORTH 8th ST. PHILADELPHIA 33, PA. 
























BUTT RESTS 


AND FISHING ACCESSORIES 





Complete line of Butt Rests in fine 
leather, both oiled and:plain. Also 
Surf Bags, Rod Covers, Reel 

Cases, Creel Straps, etc. 


Send For Catalog 


BRADLEY E. GRIMES CoO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 


W. COLLINGSWOOD HEIGHTS, N. J. 


DECEMBER 4, 1947 
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FOR MORE 
FISHING TACKLE 


PROFITS 


BACKED These sales producing H-I dis- 

plays will build greater fishing 
BY THE tackle profits for you. Each 
GREATEST striking, attention-getting card 


—one for rods... one for reels 
ae . . . one for lines—is a complete 


unit, featuring items especially 
IN THE selected for BUY APPEAL. And 

each one will be pre-sold to your 
HISTORY 


customers by the greatest con- 
OF THE 


sumer advertising campaign in 
the history of the tackle in- 
INDUSTRY dustry. 

This new triple barreled mer- 
chandising set-up is your op- 
portunity to cash in with H-I. 
Feature all three displays. Then 
watch your tackle sales and 
profits jump. See your H-I rep- 
resentative or write us direct 
for complete information. 


HORROCKS IBBOTSON 


UTICA, NEW YORK 


Manufacturers of the Largest Line of Fishing Tackle in the World. 
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4801 Highland Ave. 
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(PREMAX) 


VENDERS 


Popular deme 
Oil Tempered 


STEEL RODS 


\ 
Five Splendid New 
Detachable Handle Rods 





A formed steel offset handle with cork 
composition grips! Lighter, stronger, 
snappier. And genuine oil-tempered 
steel blades with expensive - looking 
metal guides and offset tip-tops. Big 
values! Fast sellers! 





Three Fast Selling Reel Rods 
With Detachable Handles 


A "shorty", a long ‘un and a com- 
bination kit that'll go over big! Has 
built-in cadmium-plated metal reel, 
47." in diameter, with quick-acting 
drag and line guide. 


These three trolling rods should be 
in every dealer's stock for 1948. Dis- 
play them—they'll sell themselves! 





A Fine Dollar Rod That 
Beats All Competition 


Here's a leader that'll sell and yield 
a good profit! Oil-tempered steel 
blade, stamped steel guide and hard- 
ened steel offset tip-top. 8!/2" turned 
wood handle with metal reel seat. 


Ask Your Jobber 


h Pemax h roduch 


vision of Chisholm Rud er Co., | “ic. 


eo Chisholm-Ryder Co., Inc. 


Niagara Falls, N. Y. 











Republic Building, Louisville 2, Ky., 
secretary. 

Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations. 

Marshall-Wells Associates Stores 
Congress, joint Billings and Duluth 
branches meeting, March 8-10, 1948, at 
Duluth, Minn., and joint Spokane and 
Portland branches, April 12-14, 1948, 
at Portland, Ore. Details are tentative. 

Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Exposition, Inc., Park Square 
Bldg., Boston, Mass. 

Michigan Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 

National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 

Nebraska Retail Hardware Associa- 
tfon, annual convention and_ exhibit, 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium. C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 

New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg.. Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 

New England Hardware Dealers 
Association, anifual convention and ex- 
hibit, Feb. 24-26, 1948, at the Hotel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston 16, secretary. 

New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 
Mass. Show committee has offices in 
Room 282.-.of Parker House. Robert 
Uek is chairman. 

New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass. 

New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 








Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 

North Coast Retail Hardware Asso- 
ciation annual convention. Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo. 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 

New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston. 
Mass. Mrs. Dorothy Davison, Room 282. 
Parker House, is show committee secre- 
tary. Show sponsored by Housewares 
Club of New England. 

Northern Wholesale Hardware 
Co., annual dealer meeting during 
month of February in company’s own 
quarters, 805 N. W. Glisan St., Port- 
land, Ore. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: No- 
vember (date to be announced) at 
Newark, N. J.; Jan. 8, 1948, at the 
Edgewater Gulf Hotel, Biloxi, Miss.; 
Jan. 14, 1948. at the Copley-Plaza Hotel, 
Boston, Mass., and March 23, 1948, at 
the Palmer House Chicago. 

Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th Minneapolis 4, 
Minn., manager. 


Mississippi Reiail Hardware and 
Implement Assn., annual convention 
and exhibit to be held jointly with the 
Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations. 

Missouri Retail Hardware Associa- 
tion, ‘annual convention and exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 1189 
Arcade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 
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With extended basket for silverware and cups. Heavy 
wire frame—spot welded. Capacity for 12 plates. 


Available in two styles 


18" by 13" by 41/2" (Bright Nickel Plated) 
16" ip 13" “44 4!/," fpricht Nickel Plated) 


Write for information and literature, set-up for jobbers. 


us Mi 








ALL BASKETS FURNISHED IN BRIGHT NICKEL FINISH 
LARGE ROOMY WIRE DISH DRAINERS 


TCHELL KNDUSTRIES 






PRECISION 
BUILT 


BICYCLE & 
TRICYCLE BASKET 


LOOP OVER KNUCKLED CONSTRUCTION 


Sturdily constructed of heavy gauge wire 
with bright nickel finish. Complete with 
nuts, bolts, and struts, ready for assembly. 
Available in three sizes 

Loop Over Spot Welded > 

tS” =x 10” x §” 15%” x 10” x 5” 

16%" x 11” x 6” 16%” x 11” x 6” 

1" «2 1s” x oO 18” x 13” x 6” 


i 











f Hardware dealers can create new EXTRA 
PROFITS from ready and walting home moderalza- 
tion jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple gladly pay up to 
$5 per day in rentals alone. Besides you sell large 
amounts of supplies that are needed in any floor 
finishing or building modernization prog 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned thousands upon thousands of dol- 
lars for hardwore and paint dealers from coast to coast. The rental 
Income that ranges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a number of your fellow dealers clearly indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full details about the 


Speed-O-Lite Sander Rental business 
World’s manufacturer of the most complete line of floor maintenance cquilpmest. 
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Natiedal 
Always 
denendalle! 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 


The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is o 
safe buying guide for those who oppreci- 
ate the importance of selecting hardwore 
that delivers long, dependable service. 

Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify National! 







The complete line em- 
braces practically every 
requirement for builders’ 
hardware. 


NATIONAL MANUFACTURING 
¢ COMPANY e 
STERLING > ILLINOIS 





o , No. 89 

"4 / " ELECTRIC 

% DRILL 
No. 209 


eae, | h $2995 


(less drill) 


. $1295 










4 





“Stripped for ac- 
tion’’ without ex- 
cess bulk, weight 
or meaningless 
= extras, 8 ay 
Blue Line Tools 
are lighter, handier and lower priced 
than other tools of equal performance 
on everyday work. Each is a com- 
pletely engineered tool with its spe- 
cially wound motor. Each has the 
correct speed for its capacity and 
operation. Each is built to give 
years of service. 
Back in production, the improved 
RpeedWay Bench Grinder has 8 
times the power of the pre war 
model, a new 1-piece aluminum case 
with cast-in wheel guards 
and tool rests. Ask your 
dealer to demonstrate. 







Write for Circulars 


No. 117 Grinder 





SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 
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National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turer’s Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio, John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711 
Wright Building, Oklahoma City 2, 
Okla., secretary. 

Panhandle Hardware and Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., secretary-treasurer. 

Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St., 
Philadelphia, Pa., managing director. 


Rochester Sportsmen’s and Boat . 


Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

South Dakota Retail Hardware 
Assn., annual convention and exhibit, 
March 16-18, 1948, at the Sioux Falls, 
S. D., Coliseum. Convention head- 
quarters at the Hotel Cataract. Earl 
Erlandson Cottonwood, S. D., secretary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 17-19, 1948, at Long Beach. 
A. C. Kammeier, 416 W. 8th St., Los 
Angeles 14, secretary. 

Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1947; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20, 1948; Rochester, 
N. Y., March 27-April 4, 1948; Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 

Texas Hardware and Implement As- 





sociation, convention and exhibit, Jan. 
26-28, 1948, at Dallas. Meetings at 
Baker Hotel; exhibit at Adolphus Hotel. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas, secretary. 

Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. J. 
Sponsoring associations are the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Assn., Inc., general manager, R. 
Kennedy Hanson with headquarters at 
1108 Clark Bldg., Pittsburgh 2, Pa.; Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 
R. Rinehart with headquarters at 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ Assn., 
secretary-treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta 3, Ga. The first 
Conference Booth Program will be held 
concurrently with the convention at the 
Atlantic City Auditorium. 

Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 23- 
25, 1948, at Roanoke, Va. Meetings at 
Hotel Roanoke; exhibit at City Audi- 
torium. G. TFT. Omohundro, Jr., Scotts- 
ville, Va., secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary- 
treasurer. 

West Virginia Hardware Associa- 
tion, convention, Feb. 16-17, 1948, at 
Clarksburg. James C. Fielding, 1628 
McClung St., Charleston 1, secretary. 

Wisco Hardware Co., 21st annual 
merchandising school and sales show, 
Feb. 9-11, 1948, at 15 So. Brearly St., 
Madison, Wis. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 





Correct Answers to 
Test Your Hardware Sense 


(Questions on page 112) 


1—Answer. (a) 35 cents, tax-rate 10 
per cent. (6) 15 cents, tax-rate 10.2 
per cent. (c) $2, tax rate 20 per cent. 

2—Answer. FOAB contribution is 1 
per cent of the payroll or $30. Em- 
ployees also pay 1 per cent. State Un- 
employment Insurance contribution is 
2.8 per cent of payroll or $84, or a 
total the dealer must pay of $114. 

3—Answer. Previous rate 5 per cent, 
new rate 6 per cent. Actual freight in 
dollars, $6. 

4—Answer. 
1210 cu. ft. 

5—Answer. Approximately 3 gals. of 
paint will be necessary. 


(a) 1200 cu. ft. (8) 
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the VACO Reversible! 


Just pull out the blade, turn it around, and the new 
Vaco Reversible becomes a Phillips instead of a 
regular screw driver. This feature, plus the exclusive 
Ambery! slo-burning handle for greater fire safety, 
opens up new markets for Vaco dealers. 











And don’t overlook the added selling punch of Vaco 
wall and counter cards. 
To show ‘em is to sell 
‘em... and Vaco keeps 
cards coming to you. 
Ask your jobber. 


317 E. Ontario St. © 
Chicago, IMlinois — 


















































TRADE MARK 






PAT. OFF... 


Saving 714 manhours in one day is typical 
performance for Kennadrills—the new 
rotary drills having cutting tips of Kenna- 
metal cemented carbide—the metal that 
is far harder and more durable than the 
hardest tool steel. No starting punch 
needed—Kennametal tip takes hold 
readily, drills fast, retains sharp edge 
under heat and abrasion. 

Can be used in any standard rotary electric 
drill on all types of masonry. Available in fol- 
lowing drilling diameters: 4", %%"', %", 4%", 
46" 46, 46", Ho" 1",1%",1%", andl". 

Distributors Wanted 


KENNAMETAL Dice., LaTRoBE, PA. 


KENNADRILLS 


DRILL MASONRY FASTER, CHEAPER, EASIER 
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Here's something new in cil cans—com- 
pletely redesigned in construction and in 
appearance. Note these important fea- 
tures: 

1. Seamless steel spout, cold drawn and 
swaged. 

2. Durable brass cap threaded into un- 
usually large filler hole. ‘ 

3. Styled to fit the hand — finished in 
bright red enamel. 

4. Spring steel bottom, expertly welded. 
An oil can made to last and designed 
to sell. Furnished in four sizes—'/2, 1/3, 
3%4 and 1 pint capacities. Choice of 
six spout lengths—3", 4", 5", 6", 9” 
and 12" either straight or bent—flex- 
ible spout 61/2" long optional. 

CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, CANADA 


ons THE Ex 
\-F 


ATLAS-ANSONIA< 
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THIS EASEL DISPLAY CARD 
Sells ""MAR-MORA"' Cement 


It attracts attention and reminds customers of their needs. 
"“MAR-MORA" Cement is a fast seller because it permanently 
mends so many different articles—it repairs china, glass, 
marble, plastics, wood, leather, rubber, etc. Ten times stronger 
— 
than glue. Safe to 
use because non- 
inflammable. Clean 
too, easy to remove 
from hands or cloth- 
ing. Housewives find 
many uses for it. 
"*MAR - MORA"' 
Cement retails for 
15 cents. Good 
profit. It has been 
exhibited and tested 
at numerous Phila- 
delphia exhibitions 
and at the Crystal 
Palace, London, 
England. Sold from 
Maine to California. 
Packed | doz. bot- 
tles on sales-making 
display card. Order 


now. 





50th Anniversary—I1898-1948 


V. F. VAN STAN CO. 
3844 Germantown Ave., Phila. 40, Pa. 








The Line that has won 
the preference of users 


"Jackson" products have earned preference because they 
render better, more economical service under all condi- 
tions. Thsy are easier to sell. 

Nothing can take the place of Jackson's seventy years’ ex- 
perience in the manufacture of wheelbarrows and kindred 
equipment as a selling point for dealers handling this 


complete line. 
Ask us for the name of the nearest Jackson Wholesaler. 


JACKSON MANUFACTURING CO 
HARRISBURG, PA. 
Est. 1876 














EAGLE Engineer's Fillers 


have strong selling features 


Heavy rolled 
threads on caps 


Improved wide 
mouth openings Reinforced handles 


aS securely welded to 
= bodies 


Seamless welded 
steel spouts 
electrically welded 
to bodies 


Seamless drawn 


Double-seamed 
steel bodies 


bottoms 


Every feature on Eagle Engineer’s Fillers is a mark 
of quality construction, which guarantees dependa- 
bility and long service to the user. These reliable 
fillers are popular for filling large oil cups, sight feed 
oilers, etc., where frequent heavy oiling is necessary. 


Order from your jobber or write 


Dept. HA 12 Wellsburg, W. Va. 








EAGLE MANUFACTURING CO. 
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>FULLER’S 


Unbreakable 
Amber-Handle 


TOOLS — 


> are BACK TO 
"41 PRICES! 
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Fuller gives the tool business a ‘‘shot in the arm" with thes: 

Prices on popular, unbreakable amber-handle screw drivers, chisels 
awls, mallets despite current high costs of materials and labor 
Jobbers, get out your order pads dealers, check your stock and 
put these items in your “WANT BOOK’ these 


new prices or 


Fuller Tools mean new business for everybody! 


DEALERS: Write tor complete catalog and name of nearest jobber 


FULLER TOOL COMPANY, IWC. 


GARRISON AND FAILE STREETS BRONX 59 N Y 
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This Ohlen-Bishop combina- 
tion saw fits the exacting 
needs of the expert workman. 
It cuts smooth and clean in 
any wood, stays sharp longer 
and will stand heavy feed 
without binding. Made in flat 
ground and hollow ground 
styles from 6” to 24” diam- 
eter. Ask for No. 9, flat 
ground; No. 10 hollow ground. 


OHLEN -BISHOP 





901 INGLESIDE AVE. COLUMBUS 8, OHIO 
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Wright Galvanized Wire Strand (Clothes- 
..» in connected lengths .. . 
simplifies your 


lines) . 
marked every 50’... 
having constantly in stock any desired 
length; four and six strand No. 20 
gauge. 

Cushioned center . . . 
. . » by far the best clothesline construc- 


reinforced cable 


tion (50 and 100’ lengths) .. . solid 


(50’ and 100’ lengths). 


F WRIGHT wee co 


ROR G8 Pe Toe 


























We hoine Quys 
will 0 for this 


REARDONS 








A congumer talke to you dealer 


Im just an ordinary, run-of-the-mill home 
owner and man-about-the-house. And I pro- 
pose to tell you dealers about something that 
millions of us homely home guys will buy from 
you dealers if you’ll push it at us. 


We'll buy a plugger and crack filler 


.. that isn't too expensive, say a big pound 
can for 25 cents. 


.. that comes in powder form to be mixed 
as we need it. 


.. that won't cake or harden in the can. 
.. that won't stick to tools or fingers. 
.. that will take sandpaper and paint nicely. 
.. that won't shrink as it dries hard. 
That’s what we'll buy! And I’ve given an exact 


description of that swell REARDON’S 
WATER PUTTY. 


I’ve used this stuff for years, and I, know its 
merit. But merit alone isn’t enough, so the 
Reardon folks have been plugging their plug- 
ger in the National Magazines. 

Now people everywhere are asking for 
Reardon’s Water Putty, and when you stock 
and push it, you'll find you’ve started a little 
money mint in your premises. 


The REARDON COMPANY 
St. Lovis 6, Missouri 


REARDON’S 


WATER PUTTY 



































BATHROOM AND KITCHEN ACCESSORIES 














CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 years’ experience. 
ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 
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WRITE FOR AN ILLUSTRATED CATALOG 


GENERAL HA 


3618 W. PIERCE STREE 





YOU WANT buy 
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MILWAUKEE,WISCONSIN 
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BUY FROM YOUR REGULAR JOBBER 


COM PANY 
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Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
as design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out, 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


oe eee eee ee eee eneseeeeeeeeeees2USE THIS COUPONqnnnnnnnnnnnennneennnnneneeneee 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 

dh hs i CE Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
EERIE SRE nO ee APR eee I RE ete ns SI aa, SPOR ee Er PE I Eat och cuca Gas whoo ntnaweeeineseeDasorwibedeckee 
I ala doe hae te ny preter een ee TEN Rua talee aha ee ser oa os ca OU TP ie ged aoe eee rae ee STATE 
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The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 






ifigtht Par eeieyy Sx -t + ee 
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Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 


Mo Se iy” ay Br 











“TRIPLEX” SPRING BUTT-HINGES 


Streamlined “Triplex” double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation In keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental alr fleets. 

Careful designing has created 

these provea features: 

@ Button tip ornamentations cre 
held secerely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barre! continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 


Chicago Spring Hinge Co. 


CHICAGO 


DECEMBER 4, 





Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 











U.S.A. NEW YORK 


1947 
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No. 41 Kleen Sweep Lawn Rake 





The eek selling iain Rake 
on the market today. 


NOTE TO JOBBERS: 
MANY OF OUR DISTRIBUTORS ARE AL- 
READY MAKING PLANS FOR HANDLING 
KLEEN SWEEPS IN 1948. HOW ABOUT YOU? 


RUGG MFG. COMPANY 
Greenfield Mass. 


Manufacturers of a complete line of Snow Shovels, Snow Scoops and 
Snow Pushers, Steel and Wood Lawn and Hay Rakes. 


SOLD THROUGH HARDWARE JOBBERS 

















EEE, 
Machines {or Cutting 


Crimping - 
ani e 






Beading 


STOVE PIPE 
FURNACE PIPE 






EASIER, FASTER WORK 
—_ - : DEALERS! 
HIGH EXTREME 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 








\ 122 &S. 8th ST. LOUISVILLE 2. KY. yd 
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© CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 





HARDWAR 
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ILLINOIS 

















e BRUSH CLEANER eee ne Times Faster . . . | 


Better Results 


ves of | 
VER... A Litfle Remo a Lot of | 
@ PAINT REMO . | 


“ * jucer 
@ PAINT THINNER ..- Best «iin 
through established well-rated wholesale dis- r ING eee 
tributors give your product consistent nation- * RUST SOLVENT: PENETRATI St . Squeak 
wide sales. No credit risk . . one contact A Squirt ops 


Over 25,000 retail hardware stores serviced 








with Tru-Test means a complete over-all 
marketing and merchandising program for 


you. Write today for details. DEALERS... .Ask Your Jobbers. 


4 ee 
JOBBERS . . . Ask us for sam- 
ples, prices and particulars TIME SAVER DIV. CELCO CORPORATION 


about this Line of Giants. 110 East 42nd Street, New York 17, N.Y ° MU 5-9022 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY »* MARSHALLTOWN, IOWA 











TRU-TEST eso's°ciark st. cHicaco's, 1. 



























THE BEST GUN CLEANING 
ROD AND BRUSH 
MERCHANDISING 

DEAL ON THE 
MARKET! 


Quality merchandise. 
Famous Mill-Rose repu- 
tation. Exclusive fea- 
tures. New packaging. 
Effective selling aids. 
Consistent advertising in 














PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 














root 
WASHER 










Bobb pM § eo stops PROFITS faucet drip...ends water waste. 
‘ s SLD, . Available in %4", %” d 4” 
pe oR aan WASHER jn ete as ae ! - a 
CAN RIFLEMAN. Only TROUBLES le rough wholesa 
the Brite-Bore line can hardware jobbers. 
offer you all these sales- . 
making advantages— ester 
stock it now! s FREE DISPLAY 3 

ig mee PROFIT- 


“ABLE MILL-ROSE PROP- 
OSITION FROM YOUR JOB- 
BER TODAY! 


The Mill-Rose Company, Dept. HA 
1985 East 59th St., Cleveland 3, Ohio 











E 


YOU CAN TRUST BINDER TWINE 


BALER TWINE 





PLYMOUTH, MASSACHUSETTS 








INCREASE THE PROFITS OF A PROFITABLE BUSINESS / Please send without obligation: 
HOUK KEY MACHINES Profitable Rey Cutting” 


IMMEDIATE DELIVERY 256 Page Catalog of [J 


1 Locksmiths’ Supplies 
* 82.50: 


7 WARREN 4E—¥ R _ Y | avogess 
| ary-zome STATE 








WHITLOCK 
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“FOR NATIONALLY 
ADVERTISED 
POCKET KNIVES 7 


_ ee 
CAMILLUS 
fed thé a 


B CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
\\ * Established 1876 ..... Factory at Camillus, N. Y. 


464 WEST 34th STREET, NEW YORK 1, 


M. GRUMBACHER OF CANADA LTD.. 179 KING STREET W.. TORONTO. ONTARIO 





\ ee AND ALUMINUM 


ASK YOUR DEALER 





FOR 
MAYES TOOLS 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


MAYES BROS.TOOL MANUFACTURING CO.., Inc. Poet Ausrin MicH. 








NEW YORK 


For LARGE FLOOR AREAS 


Now another model of the famous Cellulose Sponge Minute Mop and 
Drainer—the No. 801 Jumbo Model, for homes, stores, offices, shops— 
50% more sponge—bigger head—bigger drainer. List price, Jumbo 
model, $2.98 Complete with new Drainer, 54” han‘le and handle 
tight clamp. (List price regular mode] No. 101—$1.95 complete). 
, Write or phone your jobber today. 


MINUTE MOP (0. 


ELS 





13 E.23rd.St. 
CHICAGO ILL. 
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‘for NEW PROFITS / 
NEW PRODUCT- 
NEW IDEA- 

Send Fore - . 
COMPLETE PACKAGE 
HANDY HAND CLEANER 


no soap or water needed 
- for motorists, office- 
workers, hobbyists. 


haud cleaner with 
dispenser lofe aud 
paper towels! 


ee 


— I PEEDINASTER— 


SAN LEANDRO, CALIFORNIA. and CHICAGO 


| A new, fast-selling item 









SEARLE-CRAFTS 
FINISHING FILE 


A practical finishing file for hobbyist 
or professional worker. Readily 
adaptable to any grit of garnet or 
emery cloth. Retails at 89¢. 
Packed 12 In an attractive display 
box, with 1!2 extra refillers. Assort- 
ment for metal or wood use, of both. 
Sold ee manufacturer's repre- 
sentatives. 


SEARLE- CRAM _ ° 








ST. PAUL 5, MINN. 











FOLEY FLOUR SIFTER 


2 CUP SIZE 


It’saluminum—light asa 
feather. Sifts into meas- 
uring cup. Levels 

measurement. Price 69c 


FOLEY BLENDING FORK 


Slanted pronged fork quickly 
cuts shortening into flour for 
. Creams sugar and butter 
or cakes, cookies, blends — 


<e Uy 
PGverdced by 
‘Good a ys. 


@ DETECTIVE Of 
Leak soveansie vata 


vies, cream sauces. Stainless 
steel, 11 inches long. Price 39c 


Mokers of Foley Food Mill, Chopper 
Foley Mfg. Co., Minneapolis 18, Minn. 


AVAILABLE THROUGH YOUR JOBBER 
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TWIN. SALES MAKERS 


Stock and display these items 
that are needed in every home 
and office. The hanger with the 
twist for pictures and mirrors 
up to 100 Ibs. The pin with the 
handle for lighter wall decor- 
ations. Nationally advertised. 















Also Moore Marking Tacks 
for display boards 


ORDER FROM YOUR JOBBER 





MOORE PUSH-PIN COMPANY 


SINCE 1900 + 113-25 BERKLEY STREET + PHILA. 44, PA. 





195 
























Gassified Advertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 








Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 


‘Riuewinen scccecccccccccs GROO 
Each additional word........ - 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more lasertions 

No Agency Conpioiee allowed on Classified 


ertising 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
net curreney or stamps. 


Samples of Merchandise, Literature, Catalogs, 

etc., will not be forwarded to box number 
by sufficient 

postage for remailing. 

HARDWARE AGE is published every other 

Thursday. Classified forms close 15 days 

previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














{ Help Wanted Ss 





ee 





PURCHASING AGENT 
EXPERIENCED—SUCCESSFUL 


but dissatisfied with the possibilities of his 
present connection. MUST KNOW HARDWARE. 
We prefer YOUNG—EDUCATED MAN whose 
self-confidence will permit him to start at a 
figure lower than he believes he is worth and 
demonstrate his value. Must have EXECUTIVE 
ABILITY—be able to handle help and ENJOY 
WORKING himself. Location in East. EXCEP- 
TIONAL OPPORTUNITY. This ad is run by a 
young, progressive, growing jobber who Is 
building an organizati of young men 
headed by an older experienced man. Reply 
with full particulars to 


Box L-542, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















Sales ives Wanted 


SALESMEN WANTED TO SELL ELEC 
TRIC WELDING OUTFITS for farm, home 
and shop repairs; retailing at $16.95; to retail 
hardware, auto-supply, farm co-op and electrical 
appliance stores; a _ sure-fire seller; side-line 
men now thoroughly covering this trade in small 
towns; 10% straight commission. Address Box 
1-582, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. Y. 








SALES REPRESENTATIVES WANTED 


To Sell New Pocket Knife, of outstanding promise, 
to Wholesalers of Hardware, Drugs, Tobacco, Confec- 
tionery, ete. Every element involved has been arranged 
to produce volume sales. 10% commission. Many 
states yet open. 


BRILL INDUSTRIAL LABORATORY 
27245 West 13 Mile Road, Birmingham, Michigan 











CYLINDER KEY BLANKS 
UNLIMITED OPPORTUNITY 


Manufacturer desires representatives to 
handle line of Key Blanks of finest quality. 


Address Box L-558, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 














SALESMAN CALLING ON DEPARTMENT 
AND RETAIL HARDWARE, or Furniture 
Stores to sell Barrel Gauges extensively used with 
space heaters. Well established company. Prompt 
deliveries. Liberal commission. tate territory 
covered and lines handled. Write immediately 
for full details. Bearlee Products Co., Green 


Bay, Wisconsin. 





SALES REPRESENTATIVES WANTED, 
ACQUAINTED WITH JOBBING TRADE, to 
carry line of paint brushes. 
Ohio, Western Pennsylvania, West Virginia, Ken- 
tucky, Illinois, Indiana and Michigan open for 
men with brush following. 
tive prices make this an excellent proposition. 
Full details in answering. Address Box L-575, 
care of Harpware Ace, 100 East 42nd St., New 


York 17, N. Y. 


Commission basis. 


Quality and competi- 











PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 
FOLLOWING FOR COMPLETE BRANDED LINE. 
MOST TERRITORIES OPEN. WRITE FULL DE- 
TAILS. LIBERAL COMMISSION. 


Address Box L-3i9, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMEN CONTACT HARDWARE AND 
PLUMBING SUPPLY DEALERS. State Terri- 
tory. Address Box L-568, care of HampWwars 
Acz, 100 East 42nd St., New York 17, N. Y. 








TWO EXPERIENCED PAINT SALESMEN 
to handle Established Trade Sales Territories 
Dayton, Ohio and Pittsburgh, Pennsylvania. 
Salary and bonus. The Harrison Paint & Varnish 
Co., Canton, Ohio. 





SALESMAN WANTED BY LARGE, WELL 
ESTABLISHED HARDWARE JOBBER for 
Tidewater Virginia and Eastern North Carolina. 
Must be well experienced and should have follow- 
ing in this territory. Write fully as to age, na 
ifications, etc. Liberal commission. Must ve 
car. Address Box L-579, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





SALESMEN — FLORIDA, WYOMING, 
NORTH DAKOTA, SOUTH DAKOTA, Mon- 
tana, Idaho, Colorado, Oregon, Washington calling 
on Hardware Stores and Plumbing Contractors for 
Manufacturer and Distributor Plumbing Supplies. 
Salary and Commission. Address Box L-570, care 
of Harpware Acz, 100 East 42nd St., New York 
7, BR. F. 








WANTED—SALESMAN 
TO HANDLE LINE OF SASII CORD, ROPE 
AND TWINE. MUST HAVE FOLLOWING 
HARDWARE, HOUSEFURNISHING STORES 
AND LUMBER YARDS. MAY BE _ HAN- 
DLED AS AN ATTRACTIVE SIDELINE. 
TERRITORIES OPEN ORANGE, SULLIVAN, 
ULSTER, GREENE AND ALBANY COUN- 
TIES, NEW YORK. 
Address Box L-577, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















PAINT SPECIALTY MANUFACTURER 
WANTS EXPERIENCED SALESMAN 


FULL TIME OR SIDE LINE 
ARRANGEMENT FOR 


GREATER CHICAGO 

OHIO — KENTUCKY — INDIANA 

KANSAS — MISSOURI 

OKLA. — TEXAS TERRITORIES 
Drawing account and liberal commission. Ex- 
cellent opportunity for pa having following 


with store and industrial trade. Give references 
and resume of experience in first letter. 


ILLINOIS BRONZE POWDER CO. 
2016-29 S. Clark St., Chicago 16, Ill. 























THE £. T. FRAIM LOCK CO. 
LANCASTER, PA. 


MANUFACTURERS OF NATIONALLY KNOWN 
AND ADVERTISED LINE OF QUALITY BUILD- 
ERS HARDWARE, PADLOCK AND NIGHT 
LATCHES, WISHES TO CONTACT ESTAB- 
LISHED MANUFACTURERS REPRESENTATIVES 
SELLING IN THE FOLLOWING STATES:— 


IDAHO NEW MEXICO 
MONTANA COLORADO 
WYOMING NEBRASKA 
NEVADA N. AND S. DAKOTA 
UTAH KANSAS 

THESE ITEMS ARE SOLD _ EXCLUSIVELY 
OUGH THE WHOLESALE HARDWARE 


THR 
AND ALLIED TRADES. PLEASE WRITE DIRECT 
}» Ma W. C. NEWMAN AT ABOVE AD- 





SALESMEN WANTED 


PROMINENT NATIONAL PAINT BRUSH 
MANUFACTURER HAS OPEN  TERRI- 
TORIES FOR MEN NOW CALLING ON 
PAINT AND HARDWARE DEALERS, 
LUMBER YARDS, DEPARTMENT STORES, 
INDUSTRIALS, ETC. SIDE LINE MEN OR 
MANUFACTURERS' AGENTS CONSID- 
ERED. GOOD COMMISSIONS. TERRI- 
TORY PROTECTED. WRITE DETAILS OF 
EXPERIENCE TO 
Box L-566, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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{Sales Representatives Wanted | 


|Sales Representatives Wanted | 


| Accounts Wanted ‘| 





WANTED BROKER—SEVERAL DESIR- 
ABLE TERRITORIES OPEN to sell our lines 
of Specialized Cleaners and Insecticides. Many 
exclusive features. Good commission. We sell to 
wholesalers and large retailers. Northern Labora- 
tories, Manitowoc, Wisc. 


DISTRIBUTORS WANTED: SELLING JOB. 
BERS AND DEPARTMENT STORES, for 
Kerosene Cook Stoves. Address Box L-567, care 
of Harpware AcE, 100 East 42nd St., New York 
17, 





ALESMAN WANTED. MEN INTER- 
ESTED IN SELLING VENETIAN BLINDS 
to Hardware and Allied Stores as sideline. Com- 
mission. Full cooperation. Write details. Ad- 
dress Box L-565, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN WANTED, VIRGINIA AND 
WEST VIRGINIA, Ohio and on. New 
York State, and Eastern Ca Manufacturers 
Agent. Must have established clientele hardware 
jobbers. Good education, personal appearance and 
ear prerequisites. Address Box L-556, care of 
a Ace, 100 East 42nd St., New York 17, 





SALESMEN WANTED TO SELL PLARA- 
COT. This new wonder plastic and rayon 
cloth has 1001 uses. Packaged to sell in hard- 
ware stores in two sizes. Excellent for polishing 
furniture, washing windows, etc. A tie in 
item for any polish or cleaner. Free point of sale 
advertising. Full commission on repeats. Write: 
Sander Juvenile Products Co., 11427 Union Ave., 
Chicago 28, IIl. 





WANTED HARDWARE SALESMEN, AND 
SALES ORGANIZATIONS. Quality Line of 
Cabinet Hardware, and Inexpensive Builders 
Hardware, competitive prices, many territories 
open, items are hot, immediate deliveries. Direct 
dealer, and jobber contacts essential, full terri- 
torial protection on re-orders. Factory expansion 
makes this offer possible. Write completé details. 
P-G Mfg. Co., 10857 Chandler Blvd., North 
Hollywood, Calif. 





SIDE-LINE SALESMEN WANTED; now 
covering retail hardware stores, electrical appli- 
ance stores and housefurnishing stores; prompt 
deliveries on low-priced, quality Metal Medicine 
Cabinets, Metal Wall Cabinets, Metal Outdoor 
Tables, Folding Card Tables, Floor Lamps, Table 
Lamps, Pressure Cookers, Electric Pop-Up Toast- 
ers, Electric Automatic Irons, Electric Heaters, 
Electric Fans, and other hard-to-get items; liberal 
straight commissions; most territories open. Get 
set for 1948! Address Box L-581, care of Harp- 
3 Ace, 100 East 42nd St., New York 17, 





SALESMEN: TO CALL ON HARDWARE, 
HOUSEWARE AND DEPARTMENT STORES 
to carry an Established Line, Valuable territory 
still open. Liberal commission. References and 
other pertinent information in first letter. Ad- 
dress Box L-583, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 





SALESMAN, SIDELINE, HARDWARE, 
HOUSEWARE, SPORTING GOODS. Work in 
cooperation with representative who controls lines 
for the eleven N.E. States. State specific territory 
you cover and lines now carried, Some representa- 
tives now making $700.00 a month on our lines. 
Address Box L-584, care ef Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





DISTRIBUTORS AND REPRESENTATIVES 


ATTENTION MANUFACTURERS: REPU- 
TABLE PARTY with following among builders’ 
hardware trade, hardware jobbers, lumber yards, 
plumbing supply trade, etc., in Chicago and Vicin- 
ity, Seeks Additional Line of Good Builders’ 
Hardware Items. Manufacturers only reply. Ad- 
dress Box L-569, care of Harpware Acs, 100 
East 42nd St., New York 17, N. Y 





DO YOU WANT TERRIFIC SALES REP- 
RESENTATION IN MIDDLEWEST calling on 
All Paint and Hardware Accounts. Write Box 
L-588, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





MORE SALES FOR YOU! MANUFAC- 
TURERS’ AGENT calling on hardware, house- 
hold and automotive jobbers in Greater New 
York wants Additional Line of Merit. Interested 
only in manufacturer with established line. Ref- 


erences supplied. Write today to Box L-585, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, ; 





MINNESOTA MANUFACTURER’S AGENT 
WANTS ADDITIONAL LINES Builder’s Hard- 








WANTED TO HANDLE QUALITY LINE OF 
ALUMINUM MOULDINGS. Attractive terms. 
Many territories open. Complete information and 
references in first letter. Wilson Metal Products 
Company, P. O. Box 2876, Ricky River 16, Ohio. 





LARGE CONCERN NEEDS SALES MAN- 
AGER who has a group of men calling on the 


Locksmith trade. Also individual salesmen. Large 
commissions. Address Precision Key Manufac- 
turing Corporation, 736—16th Street, San Diego 


, California, 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is 
now readjusting territories and representation. 
Will create openings for several experienced rep- 
resentatives who have good following and under- 
stand builders hardware. State lines now earried, 
type of trade covered and territory. Address Box 
L-525, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


ware, Tools, Houseware, Auto Accessories on 
commission basis. Well acquainted with major 
outlets. Now represent an old established line. 
Intelligent, dignified selling. Good references. 
Address Box L-571, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 


MANUFACTURERS’ LINES WANTED. 
EXPERIENCED SALESMAN with car and fol- 
lowing desires Manufacturers Lines for Baltimore, 
Washington and Vicinity; calling on large retail 
and variety stores. Will give 100% coverage. Ad- 





dress Box L-587, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 
MANUFACTURERS—ARE YOU REPRE- 


SENTED in Metropo.itan New York City or the 
Atlantic Seabord from Virginia North. Represen- 
tative with excellent following among jobbing 
hardware, electrical, cutlery and major retail 
trades, desires an additional line of merit. Re- 
sponsible representation and full coverage assured. 
Address Box L-589, care of HarpwWare AGE, 
100 East 42nd St., New York 17, N. Y¥ 











| —s- Accounts Wanted —| 





SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice p 
territories open for experienced men with fol- 
lowing among retailers, chains and jobbers. 
Liberal Commission. 


Address Box 1-396, care of panewAne, AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION HAND TOOL MANUFAC- 
TURERS: OUR SPECIALIZED MANUFAC- 
TURERS Sales Agency may be the answer to 
your marketing problems for Missouri, Iowa, 
Kansas and Nebraska. We are long established 
with distributors and jobbers that handle hand 
tools in our area. Address Box L-590, care of 
Harpware AGE, 100 East 42nd St., New York 
i7, m ¥ 








SIDELINE SALESMEN WANTED! 
TERRITORY OPEN! 


Alabama, Arkansas, San Francisco Area, Connecticut, 
Florida, Georgia, Illinois, Indiana, Kansas, Kentucky, 
Louisiana, Western Mass., Minnesota, Missouri, Ne- 
braska, New Jersey, New York (except Met. Area), 
North Carolina, Ohio, So, Carolina, So. Texas, West 
Va., Wisconsin. Complete Metal Cabinet Line. 


Box L-572, eare of HARDWARE AGE 


MANUFACTURERS REPRESENTATIVES 
DESIRE ADDITIONAL QUALITY LINE for 
New Jersey, stern Pennsylvania, Delaware, 
sontacting Lumber Yards, Hardware Dealers, Mill 
Supply Houses. Now traveling 4 men. 

meed representation, aggressive coverage. Com- 
nission basis. Address Box L-549, care of Harp- 








100 East 42nd Street, New York {7, N. Y. 











~ Ace, 100 East 42nd St., New York 17, 





MANUFACTURERS AGENT DESIRES 
LINE OF Hardware and Tools. Hardware Spe- 
cialty Items, for Twin City, Minnesota, Iowa; 


Wisconsin; North and South Dakota Territory. 
Contacting Lumber and Hardware Jobbers, also 
Contract Sserdwere Jobbers. 20 years experience 
Builders Hardware Sales. Address Box L-524, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





ATTENTION MANUFACTURERS: HARD- 
WARE SALESMAN fifty years of age with most 
successful continuous sales record for past ten 
years on same South Florida territory seeks repre- 
sentation for manufacturers of tool, cutlery, 
builders hardware, fishing tackle, plumbing special- 
ties, housefurnishings, aluminumware, electrical 
appliances, garden hose, lawn mowers, paint and 
househo'd brushes, galvanized ware, chain, handles 
and heavy hardware lines. Wonderful contacts 
for all lines. Commission basis. Address Box 
L-573, care of Harpware AcE, 100 East 42nd 


| St., New York 17, N. Y. 


(Classified Opportunities continued on page 198) 
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| “Tecousta Gieaked 


| Basiness Opportunities | 















NOTICE TO FACTORIES. 


large department stores. 


6538 Avalon, St. Louis 14, Mo. 


on Strictly Commission Basis, Middle-West Terri- 
tory calling on hardware jobbers, chain stores and 
Address T, McCluskey, 


WANT LINE 


















ENCES SUITABLE TO ALL 


P. O. BOX 130 





ATTENTION MANUFACTURERS 


WE NEED GOOD LINES FOR CHAIN STORES. 
WE WANT TO KNOW QUALITY, QUANTITY AND 
QUICKNESS. SEND US YOUR CATALOGUES AND 
JOBBER PRICES WHOLESALE ONLY. REFER- 


WOLFELAND'S 
MONROE, N. C. 




















Hardware, Housewares, 
ment Stores. 


manufacturers 





NEED REPRESENTATION IN 
NEW ENGLAND? 


Electrical, 
motive lines for Jobbers, Chains and Depart- 


Inqwiries invited from responsible 


LOUIS Y. PERKINS COMPANY 
41 Egremont Rd., Brookline 46, Mass. 


ond Auto- 



























Te) 


NATIONAL DISTRIBUTORS © 





Established— 


Brench Offices 








ANCO CORPORATION. Pittsburgh 22, Pa. 


Sew York - Philadelphia - Detroit - Cieveiand - Louisville 
Coase OB ae fem. We will carry the 


Write fer further information end references 














ARGENTINA 


MISSION BASIS. 
WRITE BOX 1545 
BUENOS AIRES 





AGENCY FIRM IS INTERESTED TO REP- 
RESENT MANUFACTURER OF HARD- 
WARE AND SMALL TOOLS ON COM- 


ARGENTINA 








WA BUILDING MATERIAL AND 
BUILDER'S SUPPLY ITEMS for selling direct 
to Builders and Contractors in the Minneapolis- 
St. Paul Area. Direct manufacturers lines only. 
Address Box L-522, care of Harpware Acsr, 100 
East 43nd St., New York 7, B. ¥. 





| Positions Wanted 


BUYER OR SALES MANAGER POSITION 
WANTED by man 41 years old with twenty years 
experience with large hardware jobber. Familiar 
with every phase of the business. Best of recom- 
mendations. Good reasons for changing employ- 
ment, Also have retail hardware experience. Pre- 
fer South. Write Box L-576, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N. Y. 





SALESMAN, 12 YEARS EXPERIENCE, 
calling on Janitor Supply Dealers, Jobbers, Re- 
tail Hardware Trade, New York Area. Desires 
connection with manufacturer or large distributor. 
Well acquainted with trade, familiar with janitor 
supply and hardware items. Mature, married and 
college graduate. Remuneration, salary or draw- 
ing plus commission. Address Box 1-580, care of 
HARDWARE Ace, 100 Fast 42nd St., New York 
v, = 


SALESMAN—ELEVEN YEARS’ EXPERI- 
ENCE calling on hardware wholesalers, electrical 
distributors, national chains and syndicates in 
California, Oregon and Washington. Age 31, 
married. Has qualified knowledge of merchandis- 
ing for distribution and dollar volume. Seeks 
permanent connection with one manufacturer 
having quarter million dollar sales potential in 
this territory. Method of remuneration secondary 
—the product and manufacturer are of first im- 
portance. H. Halperin, 227 East 2nd Street, 
Los Angeles 12, California. 


[ Business Oppovtunitien | 


MODERN HELLER FIXTURES 
STOCKED WITH BEAUTIFULLY LAID OUT 
HARDWARE, TOOLS, PAINT, ELECTRICAL, 
CLEANING AND LOCKSMITH MERCHANDISE. 
ALSO FURNISH BUYERS WITH NAMES OF 
ACCOUNTS AMOUNTING TO $100,000 an- 
nually. 

Address Box L-54!1, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















FOR SALE NEWLY REMODELED, OLD. 
ESTABLISHED HARDWARE STORE, doing 
over $200,000.00 volume, prosperous ‘Indiana City, 
Large Trading Area. Corner location on main 
street, Will sell at invoice, about $65,000.00, plus 
fixtures. Will give long lease. Address Box L-547, 
care of Harpwaxz Ace, 100 East 42nd St., New 
York 17, N. Y 


PATENTED, UNITED STATES AND 
CANADA, Household Gadget, carded, retails 
10¢. Sells to 5 & 10, Chain, Department, Drug, 
Hardware, Variety Stores, etc. Also patented 
gauge, sells to builders. Wanted investor, active 
or silent, to manufacture and market these pat- 
ents, or royalty basis. State experience, refer- 
ences. Landau, 1735—14th St., N.W., Wash- 
ington, D. C. 


HARDWARE MANUFACTURERS — DOU- 
BLE YOUR BUSINESS. Sell through auto ac- 
cessory chain stores. The fastest growing hard 
goods distributors. Our specialized organization 
has a long connection with this field. We 
sell, and finance or advertise if desired. Your 
brand er — brand. Investigate in confidence 
without obligation. Address Box L-527, care of 
_— Acz, 100 East 42nd St., New "York 17, 








FOR SALE 


Well established wholesale hardware jobbing business 
in city with over 50,000 population. The only strictly 
wholesale hardware business in the city. Located on 
good railroad siding. Own property. Operating in 
Eastern Carolinas. Well stocked with quality mer- 
chandise, doing a nice volume of business, opportunities 
unlimited. Write for particulars to 

Box L-574, care of Ss. hes 

100 East 42nd St., New York 17 % 














SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 
WRITE TO 
MAC WINNIG 


153 FRANKLIN ST. NEW YORK 13, N. Y. 
FOR SURPLUS LIST—OR CALL BE 3-7354-5 




















Buy Savings Bonds 














Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Basiness Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York ve, N. Y. 
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e LOW ORIGINAL COST ¢ Comes complete with 18" table creased TGasiness. “Attractive 

a -u ures avai e e 

Means A Good Investment © Carries up to 200 Ibs. Your wholesaler can vey 

Write Dept. HA for Full Details © Sturdy, all steel construction livery. Why not write ws 


ODAY 
© For 110 Volts A.C. catalog! a 


R E I D - WAY, I N hy ; Seder ashen ten | GENERAL DIE AND STAMPING CO., 264-Y Mott St., Mew York 12 




















ELECTRIC RANGES + ELECTRIC WATER HEATERS + OIL-RANGES + PORTABLE OVENS + OIL HEATERS + WICKS 





A. J. LINDEMANN & HOVERSON COMPANY 
€@, On MILWAUKEE 7, WISCONSIN 
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IT REVOLVES! x SPRAY-MIST TO THE LOW PRICE FIELD 
IT SPRAYS! SPRINKLER LeBus Type ‘A’ Load Binders are drop 


forged of alloy and carbon steels, fully heat- 
IT MISTS! 








treated, fully guaranteed and they have the de- 
pendable LeBus forged ‘‘ball-and-socket’’ 


“6 swivel that cannot bind or deform .. . yet, 
CONVERTS YOUR they retail at prices that will appeal to 
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- cones INDUSTRIES LEBUS ROTARY TOOL WORKS 
5141 MILITARY DETROIT 10, MICHIGAN P. O. BOX 2352 LONGVIEW, TEXAS 















ALUMINUM 
POINTING TROWELS PLASTERERS’ MARGIN TROWELS MOUNTING A 














RS " Ge... ee 
BRICKLAYERS’ LEVELS (12% 18% 247 and 48" Lengths) 
GOLDBLATT TOOL Co. MARK 1622 WALNUT STREET, KANSAS CITY 8, MO. 











" i WHY LOSE MONEY and FRIENDS 
HAW DY ’ “a i 3 a On a 10¢ Oil? 


K-D 5B Tool Kit _ Sell a premium oil—famous for years— 


FIENDOIL 


“The Enemy of Corrosion and Friction” 


@ (usricates 
@ CLEANS 


Sells hobbyist, hunter, householder—extra 
profit on each Fiendoil sale! 


3 oz. Spout Can Dealer Price @ PREVENTS RUST 
40c. Retail $3.20 Doz. 


K-D TOOLS , McCAMBRIDGE & McCAMBRIDGE CO. 


K-D Mfg. Co. Lancaster, Pa. # 2201 Eagle St., Baltimore 23, Md. 
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DON’T BE LATE FOR 48! 


Order now through your jobber 



















from the only complete line of rods 
and reels for every kind of fishing. 


OCEAN CITY REELS 


Ocean City Mfg. Co., Philadelphia 34, Pa. 


MONTAGUE RODS 


Montague Rod & Reel Co., Montague City, Mass. 


WORLD LEADERS IN RODS AND REELS 

















































When you call for 


DURO CHROME 


DURO METAL PRODUCTS CO. 


2649 N. Kildare Ave., Chicago 39, lil. 





























A colorful, fascinating 
combination of two toys in 
one. A vivid “Floater” ex- 
citingly tumbles when the 
aluminum carriage is 
pulled. White spiral on 3” 
shellacked wooden wheels 
increases speed effect when 
in motion. In 2-color box 
6%” x 4%” x84”. Packed 
3 doz. in carton. Shipping 
weight 29 Ibs. Sells like 
sixty. Write— 


TUFFY TOYS 
8200 HARVARD AVE. CLEVELAND 5, OHIO 
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IMMEDIATE 
DELIVERY |; 


— if you order 
promptly through 
your wholesaler 
















The cutter with a “golf club” balance and feel. Curved 
blade (regular or serrated edge)—an efficient cutting tool 
—36" over all length. 

Detachable blade gives you extra profit in sharpening 
or replacing. This is the only cutter using Elastic Stop 
Nuts—can’t loosen or freeze to the bolt. Blades may be 
purchased separately. 














Packed 6 to a carton, 1 display carton FREE with every dozen ordered. 
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OAKLAND, MAINE 


A HOLM'S QUALITY 


Sy Se 


LADDER 
MSW — J AC K 


















PROMPT DELIVERY 
SIX SAFETY FEATURES 


de ie on cannot slip off " os 
correct declaning makes a tment eas 
> Sturdy, heavily riveted construction . 
> > deep i: wane be hooks —_ 
Great rigidi m double supporting 
6. Easily and safely adjusted ” 


HOLM'S MANUFACTURING COMPANY of Ohio 
106 N. MAIN STREET AKRON 8, OHIO 































° Shealth ate 


4, FANS & BLOWERS 
y fF 





For more than 25 years the Johnson 
Fan & Blower Corp. has been manufac- 
turing propeller type fans and centrifugal 
blowers to meet every type of ventilating 
and air handling need. 


Have Johnson engineers help you 
solve your ventilating problems. 


Johnson Fan & Blower Corp. 


Dept. HA, 1319 W. Lake St., Chigago 7, Ill. 


DUZ-IT-ALL 


WMelul lok Sho 


4 TOOLS IN 1 
The complete metal workshop for plant and home. ideol 
for hobbyists, craftsmen, radio repair shops, metal 
es gorages, dentists, jewelers, bicycle repoir shops, 
» ete. 


%& Punches, shears, forms, 











+. pst del heany. 


% Weight 6 pounds. rivets, bars and rods 
RAM working surfaces up to Ve inch thick. 
heot-treated. *% A wonderful Christmos 


gift for dad and son. 








$ RAY LEWIS ASSOCIATES INC. 
\ PX 136 Ashland Ave., Buffalo, N.Y. Dept. HA-1 we 
SEND PARCEL POST F.0.8. BUFFALO ro 
[ ] One “DUZ-IT-ALL” at $7.90 i 
1 Sample rua me gy) Six “DUZAT-ALL” ot $7.20 a 
$7.90 AND Name ns o 
6 or More RETURN a Address 
$7.20 LTTTIIIIILIILIIIII 14 
201 


pi PROHITS 


WATERLESS 
HAND CLEANER 


Quickee is the most profitable 
Waterless Hand Cleaner, be- 
cause it’s America’s largest sell- 
ing hand cleaner. Big repeat 
sales mean fast turnover—big- 
gest profits. 


It pays to push QUICKEE because 


@ Up to 49% Dealer Profit 
@ Fast Turnover 
@ Consistent Advertising 


@ Product Superiority 
Cleans grimiest hands in 17 seconds flat. 
Contains Lanolin and natural vegetable 
oil. Laboratory control system assures 
uniformity. 

@ Merchandising 
Powerful selling material includes color- 
ful counter displays, cuts, mats, circulars, 
display streamer. 


in cans up to 35 Ibs, 
in tubes at 35¢ 


YORK 53, NY. 








MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 1/2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
» triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 


elt tovons 
See 


of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetticld Zroge 


PAINT CORPORATION 
CLEVELAND 6, OHIO ~ 


SUPER 
| str os tl 
MASONRY DRILLS 


STANDARD LENGTH 
AND 
EXTRA LENGTH 


BIG SALES TO- 


*®HOME OWNERS * PLUMBERS 


* MAINTENANCE 
MEN 


WELECTRICIANS * BUILDERS 


WRITE FOR LITERATURE 


* CONTRACTORS 


SUPER TooL COMPANY 
Cartide Vitped Toots 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 

















for thinning ALL PAINTS 


Use LONE PINE whenever the highest grade 
thinner is indicated. It has practically the 
same solvency, evaporation and wet edge, 
and contains as large a percentage of “gum” 
as Pure Gum Turpentine. Pleasant odor, fumes 
non-toxic to eyes, skin, lungs or kidneys. 
Non-flatting. 

Seven years of National Distribution through 
approximately 19,227 satisfied dealers and 
uncounted users prove our claim that LONE 
PINE is the equal of Pure Gum Turpentine or 
* any thinner when properly used. Reasonable 
in cost. 

For prices and literature clip this ad — mail 
it with your name and address to 


ELROY NAVAL STORES CO., INC. 
Dept. 50, Vidalia, Ga. 
Tell We About 


Lone Pine Dipit Spotit Pennitrato 
Pine Oil Disinfectant ElRoy Pure Gum Turpentine 


For your 
health’s sake — 
use Lone Pine 


NEW! 


For superior results 
in extreme climates 
= hot or cold, wet or 
dry — specify 
LONE PINE 
SPECIAL EXTERIOR 


ELROY NAVAL STORES CO., INc. 


MAIN 


FacTORY ‘ er t 
VIDALIA, GA. SAN FRANCISCO, CALIF 
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FOR PROFIT sssssssss 


SALES & RENTALS 
e 


\e. 


A Companion 
Machine To 
The Famous 


Red Dewil, MODEL FPI ELECTRIC 


Electric 
444 FLOOR 
SANDER & 


440 EDGER, etc. 
POLISHES, SCRUBS, WAXES 
AND RECONDITIONS FLOORS 


This latest addition to the Red Devil Line of Red Devil 
Floor Maintenance machines, tools, and accessories is 
a brute for work. It will stand the punishment of 
ween rental service or industrial floor-condi- 
tioning. Yet it is easy to control and oper- 
FEATU RES THAT ate for home service. Wheels drop down 
for easy rolling when job is done. Scrub- 
TOP THE FIELD bing; Waxing; Polishing and Steel Wool 
Brushes snap on and off at the twist of a 
FINGER TIP CONTROL wrist — no locks, bolts or tools needed. 
No stooping, no fumbling with RED Quiet operation—sealed in lubrication for 
DEVIL FP1 FLOOR POLISHER. Controls bearings. 110 volt 60 cycle 1/4 H.P. AC 
are built right into the hand grip. _ capacitor motor. 
FAST BRUSH CHANGE “4 Write for Specification and facts about 
Tilt machine back, turn brush 14 turn Ma a the complete Red Devil Line. 
counterclockwise and it drops off. é 


Slap on new brush, turn 14 turn clock- 
wise and it’s ready to go to work. 


‘ i re. 
Brush 10” wood laminated back 11” r% aoe 
spread. Brush speed 210 RPM. \ 
ALL AROUND BUMPER 2° 4 
—~ 4 


of soft rubber protects baseboards, coun- 

ters, furniture, etc. 

EXTRA LONG CORD 

allows use on large floors without chang- 

ing plug—reaches over forty feet. 

WORK CENTERED WEIGHT * 

The motor weight of the FP1 is centered % 

directly over the brush where it reaily 

bears down on the job. WEIGHT—55 Ib. 

pressure at floor. 

MINIMUM MAINTENANCE 

Lubrication is hermetically sealed in—re- * — 

ducing greasing to once a year. Mi 4 10m 0 nate Li ANS ge 
Mich Jl ic 


A Product of Red Devil Toofs. Irvington 11, N. J.,U. S.A. 











Kerosene Ranges 
BOSS KEROSENE RANGES have far more than 


sparkling Style and lustrous Beauty. In addition to Exclusive Utility 

Features the BOSS has a remarkable performance dependability. 

Visible baking promotes perfect results ...makes cooking a real BOSS 
pleasure. BOSS Fool-proof Burners are SAFE ... and provide fast, 

flexible, economical heat . .. clean . . . odorless . . . sootless. OVENS 
From every viewpoint—BOSS is the BUY. Ask for demonstration. 

Remember Boss ... See Boss... Buy Boss 
THE HUENEFELD CO. CINCINNATI 25, OHIO 
Citablshed 75 Years Ayo 


BOSS RANGES - STOVES - OVENS - HEATERS 
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